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Task Force Conducts Hearing— 


John Todd (Buick-Pontiac), Greeley, Colo., 


leads off as the first spokesman at the 


National Automobile Dealers Assn. Task Force Committee meeting in Denver. More 
than 70 dealer association officials, line-group representatives and dealers attended 
the all-day hearing by the NADA Industry Relations Committee. Arthur Kenny, NADA 
director for Northern California, and Harold Rockwell, Grand Rapids, Mich., conducted 
the meeting. The group was welcomed by Walter B. Cooper, Fort Collins, Colo., NADA 
president. At the head table, from left, are Harry Evans, Cheyenne, Wyo., NADA 


director; Kenny, Cooper and Rockwell. 
* 


Dealer Profits Delow 6 


* 


60, 


Task Force Tells Makers 


A SURVEY by the National Auto- 
mobile Dealers Assn. revealed 
that dealers lost an average of $28 
per new-vehicle retailed during the 
first three months of 1961. It left 
them with a loss of 0.56 percent on 
sales for the period. With inclusion 
of finance income, dealers showed a 
profit of $21 a car or 0.44 percent 
on sales. In 1960 dealer profit was 
0.5 percent. 

H. L. Galles jr., head of the 
NADA Task Force Committee, 
and James C. Moore, NADA ex- 
ecutive vice-president, disclosed 
the figures last week as the deal- 
er organization’s committee be- 
gan its round of meetings with 
the presidents and sales execu- 
tives of the auto companies. 

The figures were based on 3,241 
replies to a questionnaire sent to 
dealers in conjunction with the 
task force hearings. 

“It emphasized what dealers told 
us at meetings throughout the 
country—that lack of profit oppor- 
tunity is‘our major problem,” Galles 


said. 
* * * 


’ "RE not asking that every 

dealer make a profit,” he said. 
“After all, this is still a free-enter- 
prise business. But we do want an 
atmosphere in which a dealer can 





Top Cars 


New-car registrations for two months, 
plus two states for March: 


1961 1960 
Pos, Make Pos. 
1—212,416 Chevrolet 232,174— 1 
2—182,118 Ford 219,203— 2 
3— 52,161 Pontiac 55,421— 5 
4— 48,106 Rambler 57,637— 4 
5— 45,559 Oldsmobile 51,576— 6 
6— 42,627 Plymouth 61,816— 3 
I— 38,164 Buick 40,306— 8 
8— 31,110 Dodge 47,144— 17 
9— 23,199 Comet 135—15 
10— 22,555 Cadillac 23,892—10 
11—— 17,294 Mercury 25,829— 9 
12— 12,308 Chrysler 11,983—12 
13— 11,199 Studebaker 17,197—11 
14— 5,339 Lincoln 4,594—13 
15— 1,938 Imperial 2,912—14 
54,400 Misc. 90,383 
Total All Makes 
800,493 942,202 





make a profit, and we want the 
obstacles to profit removed.” 

Moore and the Task Force 
Committee met with the presi- 
dents of American Motors, 
Chrysler Corp. and General Mo- 
tors last week. They will visit 
Studebaker-P ackard Thursday 
and Ford Motor Co. Friday (May 
4-5). 

“The manufacturers agree that 
problems exist,” Galles said. “We’re 
studying them, and we're asking 
the factory presidents to study 
them, too.” 
pus current Laie with the 

factory chiefs are preliminary 
sessions in which NADA is present- 
ing the problems and asking maker 
cooperation, he said. The next step 
is for the Task Force members to 
sum up the nationwide meetings 
and confer with NADA’s Industry 

(Continued on Page 43, Col. 1) 


May Output Put 
At 515,000 Cars 
For Year’s High 


By Martin L. Whitmyer 
Staff Writer 
yas United States auto industry 
is planning to produce just over 
a million cars in the remaining two 
months of the second quarter. 

The makers are scheduling 
515,000 cars for assembly in May 
and better than 500,000 in June. 
The 515,000 units scheduled for 
production this month would 
make May the biggest car assem- 
bly month of 1961, and would rep- 
resent a 14.9 percent increase 
over the previous high of an esti- 
mated 448,113 assemblies in April. 
It would, however, fall some 15.9 
percent under the 612,127 cars 
turned out in May last year. 

Production’ of a million cars in 
May and June would give the mak- 
ers better than 1% million assem- 
blies for the quarter and 2,689,539 
units for the first six months. The 
industry turned out 1,189,539 cars 
in the first quarter this year. Sec- 
ond-quarter output last year to- 
talled 1,809,541 cars, and assemblies 
through June totalled 3,813,529 units. 

The million-car projection for 
May and June would bring model- 

(Continued on Page 47, Col, 1) 
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In Two Antitrust Cases 


By Maynard M. Gordon 
News Editor 

a major blows for unrestrict- 

ed distribution in the automo- 
tive industry were struck last week. 

In a Cleveland test case, a Fed- 
eral judge ruled that the Sher- 
man Antitrust Law was violated 
by such franchise-system tradi- 
tions as territory sales restric- 
tions and maximum-minimum 
pricing. White Motor Co., defend- 
ant in the case, had not decided 
at press time Thursday whether 
to appeal. 

An antitrust conspiracy case in- 
volving a cross-selling Pontiac deal- 
er in New Jersey was settled out 
of court for “slightly over $50,000.” 
Sheldon Pontiac, Inc., New Bruns- 
wick, had sued 18 othér Pontiac 
dealers in Northern New Jersey for 
allegedly plotting to reduce its new- 
car shipments in 1956. 

* e + 


HE White Motor and Sheldon 
Pontiac cases were viewed as 
legal setbacks for the protectionist 
philosophy of vehicle and parts dis- 
tribution. 
Barring an upset in a higher 
court, the judgment against White 
Motor could negate aimost any 


Colbert Reelected; 
$22 Million Lost 


Directors Name 
Two Vice-Presidents 


L. COLBERT was ‘reelected 

e board chairman and president 
of Chrysler Corp. at the annual or- 
ganization meeting of the company 
directors Thursday. 

Colbert’s redesignation as chief 
executive of the company came a 
week after “outsider” directors 
received the balance of power on 
the Chrysler board for the first 
time in company history. 

A net loss of $21.9 million was 
reported by Chrysler for the first 
quarter, compared with a $10.9 
million profit in the same 1960 pe- 
riod. Chrysler declared its ‘custom- 
ary 25-cent-a-share dividend despite 
the loss, which had been foretold 
by Colbert at the company’s stormy 
shareholder meeting April 18. 

* * * 
N ADDITION to Colbert, all 

other officers of Chrysler were 

(Continued on Page 4, Col. 5) 











sales restraint imposed by a fac- 
tory on its distributors or dealers. 

Robert F. Black, president of 
White Motor Co., commented that 
the merchandising methods of his 
company were similar to those 
employed by other car and truck 
builders. 

“This is the way we’ve been 
doing it for 40 years,” he said. 

Federal District Judge Girard E. 
Kalbfleisch declared that “argu- 
ments about the necessity of agree- 
ments of this type must be ad- 
dressed to Congress, rather than 
the courts.” 

ot * * 

UDGE KALBFLEISCH agreed 

with the Department of Justice, 

which filed the complaint against 
White in 1958, that the restrictions 
imposed on distributors and deal- 
ers constituted a restraint of trade 
in violation of the Sherman Act. 

The complaint against White was 
a civil action, and no criminality 
was alleged. Judge Kalbfleisch said 
he would draw up an order direct- 
ing White to cease the restraint 
practices and revise its franchise 
agreements accordingly. 

“The function of the court,” 
Judge Kalbfleisch said, “is to 
apply the law. Thus, it may occur 
that a judge is required to render 
a decision that does not necessar- 
ily reflect his personal attitude or 
philosophy.” 

Called to mind by the White 
Motor decision were the precedent- 
setting opinions in the auto financ- 
ing cases in the World War II pe- 
riod and a recent opinion in a Jus- 
tice Department antitrust suit 
against Volkswagen of America. 

The Justice Department’s cha]l- 
lenge of Big Three financing affili- 
ates as antitrust violations wound 
up after years of litigation with 
divorcement consent decrees for 
Chrysler Corp. and Ford Motor Co., 
and a victory of sorts for General 
Motors. 

GM was allowed to retain General 








Motors Acceptance Corp. on condi- 
tion it not require its dealers to 
use GMAC financing. Ford now has 
reactivated a financing subsidiary 
(Ford Motor Credit Co.) after 
abandoning this business in 1939. 
* a * 

ie! THE long-pending suit against 

VW and its 14 distributors, a 
New Jersey Circuit Court judge has 
ruled that territory allocations by 
themselves may be legal under the 
antitrust laws. But he warned that 
closed territories are unlawful if 
they are shown to be related to 
price-fixing, 

Price-fixing was a cornerstone of 
the government’s complaint against 
White. 

“Wholesale prices of White 
truck and White parts and retail 
prices of White parts,” the com- 
plaint said, “have been fixed at 
arbitrary and non-competitive 
levels.” 

The complaint said White’s meth- 
od of distribution eliminated com- 

(Continued on Page 8, Col. 1) 


Douglas Revives 
Bill to Require 
Truth in Lending 


ASHINGTON, — The truth-in- 
lending bill has been intro- 
duced again in the Senate by Sena- 
tor Paul Douglas, Illinois Democrat. 

It would require anyone extend- 

ing credit to tell the customer in 
writing the total dollar amounts 
of the price of credit, expressed 
as a true annual interest rate on 
the unpaid balance. 

Last year, both the National Au- 
tomobile Dealers Assn. and the 
National Independent Automobile 
Dealers Assn. opposed the bill. 

Hearings will not be set for sev- 
eral months and the effective date 
of the bill reads July, 1963. 


Domestic, Import Stocks 


Decline Again in April 


EALER inventories of both do- 
mestic and imported new cars 
continued to show mild improve- 
ment last month. 
With United States production 
schedules and shipments from over- 
seas below sales totals, May 1 





Sales Records for Imported Cars 


13 Months 
Pet. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Units Industry vious Month 
Feb. ’60.. 42,704 8.64 —8.09 
March .. 50,310 8.43 —2.43 
April ..., 48,283 7.46 —11L51 
May ....... 45,623 7.05 —5.50 
June .... 43,309 4.27 3.12 
July ....... 43,537 4.97 9.63 
WORN asices 42,577 8.10 1.63 
Sept. ...... 40,441 8.82 8.90 
Oct. ........ 36,704 6.70 — 24.04 
Nov. ...... 32,479 5.93 —10.75 
Dec. ........ 32,334 5.94 —0.67 
Jan. ’61.. 25,594 6.1) 4.21 
Feb. ...... 26,772 7.14 15.35 


(Story on Page 4.) 








13 Years 
Pct. Gain 
in Pene- 
tration 

Pct. of Over Pre- 

Units Industry vious Year 

1949 ...... 12,251 25 — 45.65 

1950 ...... 16,336 26 4.00 

1951 _...... 20,828 Al 57.69 

1952 29,299 -70 70.73 

TSB ccc 28,961 50 —28.57 

Be” Seeees 32,403 59 18.00 

1955 ...... 58,465 82 38.98 

1956 ....... 98,187 1.65 101.22 

| y fares 206,827 3.46 109.70 

1958 ...... 378,517 8.13 134.97 

19589 ...... 614,131 10.17 25.09 

1960 ...... 498,785 7.58 —25.47 
1961 

to date 52,366 6.64 —12.40 


© 1961, Automotive News 








stockpiles of domestics and imports 
were estimated at about 10 percent 
below the same levels of a year ago. 

This would place the current 
supplies at about 910,000 domestic 
cars and 73,000 imports, compared 
to 1,009,694 domestics and 81,000 

imports on May 1, 1960. 

A month ago, dealers and distri- 
butors in the U. S. were carrying 
an estimated 932,414 domestics and 
76,000 imports. Brisker sales in the 
mid-April period, combined with 
the end of incentive programs April 
30 by five volume divisions, nudged 
the inventories downward in time 
for May Day. 

* K * 

ESPITE the cutback in the na- 

tional inventory, the days’ sup- 
ply of domestic cars recorded a 
gain last month in line with sea- 
sonal tendencies. The May 1 inven- 
tory reflected about a 54-day sup- 
ply, compared to 52% days at 
April 1. 

Factory executives, buoyant over 
a rising curve in retail deliveries, 
are said to feel that the inventory 
is “about right” if the spring up- 
turn stays at the present pace. 
Fears of a June shortage, especially 

(Continued on Page 4, Col. 1) 
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Plums from Sales Pie . . 


Compacts’ 





Big Blow 


Lands on Mediums 


By Robert M. Lienert 
Associate Editor 


Wits compact cars increasing 
their share of this year’s de- 
pressed new-car market with each 


passing month, the big question is: 
How many plums have the com- 


pacts pulled out of the sales pie? 

Nobody has claimed to be com- 
petent to judge how much of the 
compact’s success represents plus 
business and how much repre- 
sents capture from the other 
price classes. 


The only sure thing is that most 
makes would probably be enjoying 
better sales showings this year had 
there been no compacts on the 


scene. 


On the face of the record, it 
would appear that the highest- 
priced cars represent the only clas- 
sification that has not been affect- 


ed. 


* * * 


H an estimated 1,858,000 cars 

sold through April this year, 
the overall new-car market is trail- 
ing the corresponding 1960 period 


by about 14.25 percent. 
Compacts have scooped up 32.35 
percent of the 1961 market thus 
far, thereby increasing their 


Mid-April Sales 
Of ’6l1s Show 
28 Percent Gain 


DETROIT.—Retail auto deliv- 
eries continued their upward trend 


in the second 10 days of April, 


showing a gain of 28 percent over 
the preceding period, according to 


factory reports. 

Dealers sold 164,920 units in 
the middle 10 days, compared 
with 128,854 in the first 10. The 
daily rate was up 13.8 percent, 
from 16,107 to 18,324 units, 

Total industry sales for the April 
1-20 period climbed to 293,774 units, 

an increase of 6.8 percent over the 
274,967 deliveries in the comparable 
period in March. 

Sales reported by each maker for 
the middle 10 days of April and the 
first 10 days of the month follow: 

Chevrolet, 47,195 and 31,389; 
Oldsmobile, 9,146 and 7,814; Cadil- 
lac, 4,328 and 3,522; Pontiac, 11,- 
329 and 9,017; Buick, 8,330 and 
7,023; Dodge, 8,050 and 7,351, and 
Plymouth, 10,627 and 9,407. 
Chrysler-Imperial, 3,776 and 3,421; 
Ford Division, 39,100 and 31,300; 

Lincoln-Mercury, 10,253 and 7,686; 
American Motors, 10,436 and 8,805, 
pod Studebaker-Packard, 2,317 and 


Business Barometer 


Automotive News Economic Index — 


102.4 Percent of 
95.4 Percent of 


Auto Production 

Truck Production 

Auto Registrations—yYear to date.. 

Truck Registrations—Year to date. 

Steel Production—Tons 

Paperboard Production—Tons.... 

Soft Coal Output—tons 

Oil Refinery Output—Barrels 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 

Commercial and Industria] Loans 

Savings Deposits 

Used-Cer Prices-—Average 

Business Failures 


Common 
Stocks April 19 1961 Range 
19% 21%-16% 
44% 48 -37% 
82% 8514%4-63% 
47 3,-405% 


April 26 
19% 


Chrysler... 44% 


$77,917,290,000 
$31,739,000,000 
$35,561,000,000 


share over last year’s penetra- 
tion by 51.66 percent. 

Although market analysts at first 
anticipated that lowest-priced 
standards would be hurt most by 
the compacts’ onslaught, the big 
belt on the chin has been taken by 
the mediums, 

With only 16.09 percent penetra- 
tion thus far in 1961, the mediums 
are running 21.67 percent below 
their corresponding 1960 share. This 
is a far cry from the mediums’ 
Ppalmy days of 1957, when they 
claimed nearly 35 percent of sales 
in the first four months. 

* * * 

OWEST-PRICED standards, on 

the other hand, claimed 41.03 
percent of the market through 
April, off only 11.82 percent from a 
year ago, 

Market share has actually in- 
creased for the highest-priced 
class, rising 15.13 percent to give 
these elite models a 3.50-percent 
penetration of the market in the 
first four months. 

Miscellaneous makes, consisting 
mostly of imports, dropped 17.87 
percent from a year ago, to chalk 
up a 7.03-percent share through 
April. 



















* * * 


7 analysts say that the com- 
pacts’ impact on the lowest- 
priced standards has simply been 
transferred to the mediums, That 
is, as compacts have built up sales 
pressure on the lowest-priced 
standards, these makes achieved 
conquest sales in the medium field. 
The mediums, however, have been 
unable, in turn, to crack the high- 
est-priced market. 

Other observers say that the 
luxury-appointed compacts may 
be stealing customers directly 
from the medium field. 

Nobody is sure, however, how 
much of the compacts’ volume is 
plus business—resulting from buy- 
ers who otherwise would not have 
entered the domestic new-car mar- 
ket. 

* * * 
At ONE point last fall, when 
Corvair was turning in a 80-80 
(from a Chevrolet standpoint) La 


couldn’t be considered “stealing” 
sales from standard Chevrolet until 
it accounted for 20 percent of Chev- 
rolet’s total volume, 

If Cole still holds that view, he 
now has cause for concern over 
his standard line. For Corvair, 
paced by the hot-selling Monza, 
has been accounting for more 
than 20 percent of Chevrolet’s 
sales for three months, 

Corvair’s growth this year has 
been quietly achieved, but its mar- 
gin over its year-ago totals is great- 
er than total sales of some of the 
new compact entries this year. 


Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 
109.1 85.9 
105.7 95.8 
‘ 85.0 
95.2 
78.1 
110.7 
78.8 
95.3 
87.3 
83.3 
117.4 


124,607 
24,822 
800,493 
123,197 
1,784,000 
322,181 
7,000,000 
47,524,000 
321,744 
130 

132.7 


102.1 
102.1 
106.5 

98.7 
101.5 
101.6 

98.9 





103.7 
102.5 
116.9 
100.2 
113.1 


99.8 
100.5 
99.4 
83.6 


$1,047 
320 


| Common 
Stocks April 26 April 19 
51% 
| 41% 
7% 

56%, 


1961 Range 
52% -425% 
44 -32% 
9-7 

54%-40 


(May 1, 1961) 





performance, General Manager Ed-| 4 
ward N. Cole said that Corvair; @ 
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S-P Dealer Council Meets— 

















Members of the Studebaker-Packard National Dealer Council gathered in South 
Bend last week for a two-day meeting with S-P executives. Advertising and promotion 


plans were discussed for the year. Sherwood H. Egbert met with the national dealer 


body for the first time since becoming S-P president. 


GM Sales Dip 


in Quarter, 


Profit Drops 42 Percent 


DETROIT. — Declining car and 
truck sales cut General Motors 
sales in first-quarter 25.5 percent 
below the total for the like period 
of last year. Profits fell more sharp- 
ly to a level 42 percent below the 
1960 showing. 

However, Chairman Frederic G. 
Donner and President John F. 

Gordon said a March sales up- 
turn and improved consumer con- 
fidence point to better business 
during the rest of the year. 

The company’s first-quarter prof- 
it amounted to $188 million, down 
from the $258 million earned in the 
previous quarter and the profit of 
$324 million in the first quarter of 
last year. Sales in the first quarter 


Holley President 
Denies Report 


Firm Is for Sale 


DETROIT.—Rumors that Holley 
Carburetor Co. will be sold to Ford 
Motor Co. were strongly denied last 
week by George M. Holley jr., pres- 
ident. 

“We are not negotiating with 
anyone for the sale of Holley Car- 
buretor Co., or 
any part of it, nor 
are we searching 
for someone with 
whom to negoti- 
ate,’ Holley de- 
clared. 

AUTOMOTIVE 
News said last 
Monday that 
there were re- 
ports that Ford, 
which _ recently 
purchased some 
Electric Autolite properties, was 
going to acquire Holley. 

“It is our intention to maintain 
our present position as an original 
equipment manufacturer,’ Holley 
said. “Our outlook for the 1962 
model year assures us of essentially 
the same volume of business to all 
existing customers. In addition, we 
are nearing the conclusion of nego- 
tiations with important new cus- 
tomers and plan to make an an- 
nouncement to this effect outlining 
even increased volume for the com- 
ing model year. 

“The status of our aftermarket 
division is unchanged. We will con- 
tinue to market our line of prod- 
ucts through existing channels of 
distribution. Changes in our line or 
marketing practices are not con- 
templated and will only be made 
to meet new competitive situa- 
tions,” he added. 

Original equipment now includes 
carburetors on several models of 
American Motors automobiles, 
Ford-built vehicles and trucks of 
Diamond T, GMC, International 
and White, and fuel pumps, heat 
regulators and transmission control 
valves. Aftermarket products in- 
clude carburetors, distributors, 
points, voltage regulators, coils and 
switches. Governors are original 
equipment on some trucks. 

Holley also is a major manufac- 
turer of aircraft fuel metering de- 
vices and its electro-mechanical 
division is the designer-manufac- 
turer of line printers and recently 
completed an electronic training 
simulator for the Enrico Fermi 
Atomic Power plant in Monroe 
(Mich.) 


G. M. Holley Jr. 





reached $2,724 million, compared to 


$3,426 million in the previous quar- 


ter and $3,658 million in the first 


quarter of 1960. In last year’s first 
quarter, GM. set records in both 
sales and earnings. 

The company’s worldwide sales 
of cars and trucks to dealers total- 
led 969,633 units in the first quar- 
ter, off 30.7 percent from the 1,400,- 
011 units sold in the first quarter 
of last year. 

“A part of this difference,” the 
report said, “is attributable to 
the rebuilding of U. S. dealers’ 
stocks of new cars in the first 
quarter of 1960 when stocks of 
GM cars in the field increased by 
more than 200,000 units following 
the steel strike.” 

“As the quarter ended, the out- 
look was brightening and consumer 
confidence wag improving appreci- 
ably,” Donner and Gordon said. 

“The impact of the business de- 
cline was felt more severely by the 
automobile industry during Janu- 
ary and the early part of February. 
The unusually severe winter 
weather, moreover, adversely af- 
fected markets in the northern and 
eastern parts of the country which 
normally account for about one- 
half of new-car sales, By the latter 
part of February, the decline ap- 
peared to have run its course. In 
March, the improvement in retail 
sales was twice that normally expe- 
rienced by GM dealers at this time 
of year. 

“With the major imbalances in 
the economy now largely corrected, 
there is good reason to anticipate 
that business activity will rise dur- 
ing the remainder of this year. 
Sales of cars and trucks are ex- 
pected to respond strongly as confi- 
dence continues to improve.” 

The report contained these other 
highlights: 

Sales of 734,000 cars and trucks 
produced in GM’s United States 
plants in the first quarter of 
1961 were 35 percent below the 
level of the corresponding quarter 
of last year. This decline com- 
pared with a 38 percent drop in 
factory sales of cars and trucks 
produced in U. S. plants of the 
entire industry, GM said. 

GMs’ United States factory sales 
during the first quarter of 1961 in- 
cluded 146,000 smaller cars, com- 
pared with 92,000 in the first quar- 
ter of last year when the Chevrolet 
Corvair was the only GM domestic 
entry in this field. 

* * * 


American Motors 


Nets $2.2 Million 


DETROIT.—Sales and earnings 
for American Motors declined in 
the company’s second quarter ended 
March 31, President George Rom- 
ney said last week. 

He announced net sales in the 
March quarter of $179,741,066, down 
38.7 percent from $293,294,821 for 
the corresponding 1960 quarter. 
After-tax earnings, he said, were 
$2,208,264, compared with $14,400,619 
a year ago, a loss of 84.7 percent. 

For the first fiscal six-month pe- 
riod, net sales totalled $457,359,105, 
down 17.5 percent from $554,597,897 
in the 1960 half, Earnings were 
down 53.5 percent to $12,371,588 
from the $26,617,284 reported a year 
ago. 


a 


Consumer Dept. 


Bill Submitted 


Cabinet Status 
Asked by Kefauver 


WASHINGTON, — A bill setting 
up a cabinet-level Department of 
Consumers “to secure within the 
federal government effective repre- 
sentation of the economic interests 
of consumers” hag been introduced 
by Senator Estes Kefauver, Tennes- 
see Democrat, and 16 co-sponsors. 

Under the measure, a Secretary 
of Consumers would represent the 
viewpoint of consumers at the high- 
est government policy level and in 
proceedings before the courts, 
would testify before regulatory 
agencies and Congressional com- 
mittees, would conduct once a year 
a national consumers conference to 
protect consumer interests, would 
act on complaints by consumers 
and would make economic investi- 
gations. 

The new department would have 
transferred to it certain existing 
agencies now under other jurisdic- 
tion. The operating responsibilities 
of the Food and Drug Administra- 
tion, the division of prices and the 
cost of living sections of the Bu- 
reau of Labor Statistics, certain 
consumer and nutrition sections of 
the Agriculture Department, and 
the agencies that do consumer test- 
ing in the National Bureau of 
Standards would be part of the new 
department. 

In commenting on the “steady 
erosion of the buying power of the 
dollar,” Kefauver declared: 

“We already hear complaints 
that because of the steady up- 
ward movement of prices, large 
firms in a number of concentrated 
industries have all but priced 
themselves out of world markets. 
It should be obvious to all that 
the inability of consumers to take 
more real goods off the market 
lies at the root of the problem of 
unused capacity and idle men 
with which we are currently 
plagued.” 

(The Kefauver Antitrust and 
Monopoly Subcommittee is at pres- 
ent investigating whether the auto 
industry has priced itself out of the 
world market. Dr. Walter Adams, 
an economics professor at Michigan 
State University on leave to work 
with the Kefauver Subcommittee, is 
in charge of the pre-hearing inves- 
tigation. Dr. Adams told AUTOMOTIVE 

News that the picture of rising im- 
ports in the steel and automobile 
industries made them likely targets 
in his pricing study.) 

The Department of Consumers, 
according to its chief sponsor, 
would have the “responsibility of 
presenting the consumer viewpoint 
when economic policies are being 
developed at the highest levels of 
government.” 


Report Ford Will Show 


New Car in Belgium 


ANTWERP, Belgium. — Trade 
sources report that Ford Motor 
Co. will introduce a new car in 
Belgium May 19, 

The car will be built in Eng- 
land and reportedly will also be 
assembled in Belgium, Denmark 
and The Netherlands. 
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Wheel of Aluminum— 


Rodger Ward, winner of the Indiana- 
polis 500-mile race in 1959, shows one 
of the aluminum wheels on his personal 
car. Story on Page 46. 
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HERE are times in the auto 

business when men must walk 
alone. This is a road shunned by 
all but hardy souls. 

Everyone wants to be with the 
hot one—the one that sells itself. 
It’s the automatic, push-button 
type thinking that has dominated 
the industry. 

A group of dealers were consider- 
ing a campaign that would put the 


Dealer Forum 


by Robert M. Finlay 





spotlight on a particular make of 
car and the dealers who sell it. 
They finally turned the campaign 
down, because, as one put it: 

“We decided we couldn’t stand 
the spotlight. A lot of our deal- 
ers want to crawl into a hole 
until they see what 1962 brings.” 

We sometimes think that when 
a model curls up and dies it isn’t 
so much that the public stopped 
buying it as it is that its so-called 
friends let their fears overwhelm 
them. 

You might also say that some- 
times the people who think the 
worst of a product are the people 
who sell it. They get discouraged | 
and quit. 


* * * 


Corrosive to Morale 


_— spirit you see reflected 
among dealers when a company 
has problems which hit the head- 
lines. The bad publicity does have 
an effect on sales, but not, we feel, 
because the public is scared away 
from the product. The corrosive ef- 
fect is on the dealers. They are 
close to the situation, and, bit by 
bit, their morale is eaten away. 
The public is not close enough 
to the situation to be alarmed. 

People we have talked with think 
that the situation with this com- 
pany is not much different than 

it is within the corporate halls 
of any company. 

This is why keeping up the fam- 
ily morale is so important. The 
danger is with those who know 
you—they carry your image to the 
customers. You can’t kid the fam- 
ily, though. You have to be pretty 
much what you say you are. 

* * * 


What's Hot? 


EING with the hot one is fine, 

of course, but what’s hot often 
is determined by the trade and not 
the public. The American market 
is so big and varied that a dealer- 
ship organized to go below the sur- 
face of selling can sell any car that 
is reasonably well built. 


If you think ugliness can’t 
be made into a Selling virtue, ask 
yourself what makes the Volks- 
wagen so hot. Styling is a matter 
of taste. If you listen to what 
your competitors are saying 
about your car, you'll have a 
tough time selling it. 


There are always at least two 
viewpoints on any feature. For in- 
stance, the way the makers are 
adding bucket-seat models, you’d 
think no one could make it with- 
out a bucket. But there are plenty 
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of young folks who will have noth- 

ing to do with buckets until some- 

one builds one big enough for two. 
* * ok 


Industry Bull 


NOTHER old saw in the busi- 
ness igs that you have to have 

young and hungry salesmen. 
“That’s a lot of bunk,” says 
George E. Beals, vice-president of 
Taylor’s in Detroit. Beals, known 
affectionately (he hopes) as “Old 
Stoneface” to his employes, has re- 
sponsibility for three Dodge deal- 
erships. The top one—on Grand 
River—has a warm and friendly 
atmosphere. Nearly all its salesmen 
are over 50 and most don’t have 
to sell for a living, yet they do 
make a very good living at it. Sec- 
ond from the top on the sales totem 
pole (and there is one, see photo) 
is a 75-year-old salesman who made 
enough money in parts jobbing 
after World War II to retire, but 

he likes people and car selling. 
“There are times,” said Beals, 
“when he need a little prodding. 
That’s the responsibility of man- 
x * * 





George E. Beals 
.. ‘old stone face’ 


* * * 


agement. So I call up his wife 
and tell her he’s slipping. She 
serves him beans for dinner that 
night. He catches on.” 
* * * 

Likes to Motivate 
| | Sepang is a comparatively young 

man who enjoys motivating 
people. 

He’s forever hanging up signs 
saying “Sell Something,” or words 
to that effect. He bought a totem 
pole of heads, and he labels them 

* * * 


Le 
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A Place on the pole... 
* * * 

with the names of salesmen and 
rearranges them periodically in the 
selling order. He learned how to 
crack a bull whip and does so from 
time to time to liven things up. He 
makes it fun to be part of the team. 

Mass motivation isn’t the whole 
story. Beals knows each salesman 

(Continued on Page J8, Col. 1) 
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Plans Applauded by NADA... 
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FTC Maps Ad Vigil 


WASHINGTON.—Leaders of the 
Public Relations Committee of the 
National Automobile Dealerg Assn. 
last week expressed enthusiastic 
approval of strong statements 
against deceptive advertising by 
members of the Federal Trade 
Commission. 

Discussing the situation were 
Committee Chairman William H. 
Mitchell jr, (Chevrolet), Wal- 
tham, Mass., and Joseph B. Paul 

(Oldsmobile), Washington. 

They referred to recent addresses 
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Dealers Adopt Code of Standards— 


The Code of Standards adopted by the Automotive Trade Assn. National Capital 


by Paul Rand Dixon, FTC chair- 
man, and Paul A. Jamarik, of the 
FTC staff. Dixon spoke to the Assn. 
of National Advertisers, and Ja- 
marik addressed the Automotive 
Trade Assn.—National Capital 
Area. 

Mitchell and Paul applauded 
Jamarik’s statement that “in pre- 
venting false advertising, the FTC 
seeks to accomplish two objectives 
—to protect the honest business- 
man from being victimized by his 
dishonest competitor and to pro- 
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Area will be displayed on these plaques and posted in all area dealerships. From left 
are Joseph B. Paul, retiring association and regional director of National Automobile 


Dealers Assn.; Lionel Kaplan, chairman of 


the ATANCA committee which drafted the 


code, and Edward F. Cave, ATANCA president. 





Wage-Hour Bill Exempts 


WASHINGTON.—The conference 
report on minimum wage legisla- 
tion—expected out today (May 1)— 
has 400,000 employes of car, truck 
and farm implement dealers com- 
pletely removed from wage-hour 
regulation. 

Committee spokesmen indicated 
that there was still some dis- 
agreement on certain provisions, 
but that there was some progress 
on matters of escalation. 

It is thought that wage coverage 
for newly covered workers might 
be escalated over a period of five 
to seven years. Newly covered 
workers might start at a $1 mini- 
mum and have a breather before 
overtime payments would be ob- 
tained. 

What is scheduled to be reported 
—at this writing—is mostly the 
Senate measure, scaled down to 
attract House votes. 

It would retain the $1 million 
gross annual sales figure, with the 
“inflow” test to provide that a 
percentage of goods to be sold 
moves over state lines. 

_ The House, which passed the 





Convention Plans 


Jell in Oregon 


PORTLAND, Ore.—The program 
for the 27th annual convention of 
the Oregon Automobile Dealers 
Assn., May 21-23, is about com- 
pleted, according to Howard J. 
Steib, general manager. 


The business program will be| 
headed by Harold Draper, Saginaw, | 
Mich., and Ray Allen, Cedar Rapids, | 


Ia. James Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., will speak and 
conduct a question and answer ses- 
sion, 

The convention will be held in 
Eugene. Joe Romania, Eugene, is 
general chairman. 








400,000 Dealer Employes 


Kitchin-Ayres bill covering retail 
establishments with five or more 
outlets in two or more states, ob- 
jects strongly to the $1 million an- 
nual gross sales figure set in the 
Senate-passed bill. 

It is thought that reduction in 
the number of workers covered will 
help corral votes, but the going in 
the House is expected to be tough. 
Quick Senate passage is almost 
certain. 





Roy Boyer Motors Burns 

SALINA, Kans.—Damage was 
estimated at $100,000 to $120,000 in 
a fire that destroyed Roy Boyer 
Motors, Inc. (Lincoln-Mercury). 
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On the House... 


Is this the answer to price-cut advertising and 
zany new-car merchandising —a uniform national 
price, with dealer discount reduced to 15-18 percent? 
Argument against this in the past has been that 
lower discount would deprive dealers of chance to 
sell some cars at big profit in order to offset no- 
profit sales. Now some dealers maintain that the 
nation’s merchandising setup has changed so com- 
pletely that a dealer’s friends and the good cus- 
tomers are the only ones paying the high price; 
the chiselers are the only ones that get the low 





If all makers adopted a uniform national price 

on their cars and cut dealer discounts to 15 to 18 percent, say these 
dealers, the average new-car price tag would show a reduction of 
$300 to $400 (which is given away anyway in practically all sales 
today). That would leave a margin of $300-$500 for the dealer to 
dicker with the customer. Tradeins would be handled at cash 
value, plus cost of reconditioning, these dealers recommend. What 
is your opinion on this idea? ... 

Wonder why the auto makers don’t follow the Eastman Kodak 
and Campbell Soup system of holding back a percentage of their ad 
budgets in good times for use to bolster sales in bad times. As it is 
now, the auto makers promptly cut back their advertising at the 
first sign of a dropoff in sales when they really should be increasing it. 


tect the public from deception. 
Both objectives are equally impor- 
tant.” 

In his speech to the Assn. of Na- 
tional Advertisers, Dixon declared: 
“False advertising swings two 
clubs—one on consumers and the 
other on reputable and law-abiding 
advertisers. 

“The impact on the consumer is 
direct and obvious . .. What is 
not as quickly appreciated is the 
effect of the other club. Its in- 
jury is less obvious, but no less 
serious. False advertising be- 
comes a monopolistic weapon as 
vicious as any other. 

“Nobody advertises falsely for 
the sport of it,” Dixon continued. 
“He so advertises to get customers 
away from competitors. He has 
persuaded himself that if he can’t 
better his competitor in selling a 
product on the basis of quality, 
price or merchandising service, his 
advertising can make up the de- 
ficiencies, 

“Scantily dressed in half truth 
and shaped to whet the bargain 
lust of the buyer, spurious adver- 
tising is no mean weapon of mo- 
nopoly.” 

Mitchell and Paul also pointed 
hopefully to Dixon’s promise that 
“we are going to serve injured busi- 
ness and consumers with a squad 
car instead of a hearse.” 

The NADA men remarked, “Per- 
haps the squad car will arrive in 
time to save some of the franchis- 
ed dealers who are being forced 
out of business by the false, mis- 
leading, unethical and profit- 
destroying advertising of their un- 
scrupulous competitors.” 


Mitchell and Paul said they 
welcomed this renewed interest 
in the plight of the small busi- 
nessman and FTC recognition of 
his importance to the national 
economy. 

Mitchell said he expects to call 
a meeting of the NADA Public Re- 
lations Committee soon to discuss 
“discount house” advertising. 

He said this type of competition 
comes from individuals who work 
from rented office space and sell 
as much as $150,000 worth of new 
cars per month by mailing out a 
discount price list for all types of 
cars. Some of them net 2.2 percent 
on sales, Mitchell said. 

“They make that return only be- 
cause they claim that every car is 
covered by the provisions of the 
manufacturer’s warranty,” Mitchell 
said. 

“This kind of advertising is 
pretty discouraging to dealers 
who know what it costs to main- 
tain the facilities and personnel 
necessary to honor the warranty.” 

Jamarik commended the Wash- 
ington dealers for the adoption of 
their new “Code of Standards.” At- 
tractive laminated plaques listing 
the principles of the code will be 
displayed in all dealerships in the 
area. 
































—PerETE WemHorr, Editor, 
Automotive News 
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At Stockholders’ Meeting .. . 





Duals Slight the Lark, 
S-P’s Egbert Reports 


By Martin L. Whitmyer 
Staff Writer 


SOUTH BEND. Studebaker- 
Packard still is beset with “too 
many dual dealers who give half 
a glance to Lark,” according to 
President Sherwood H, Egbert, He 
made the report at the S-P share- 
holders meeting here Thursday. 

Egbert singled out for mention 
the several hundred Buick-Olds- 
mobile-Pontiac dealers who also 
handle Lark. He implied that 
their separation from Studebaker 
and replacement by exclusive 
dealers would be desirable. 

Studebaker signed up 40 new 
dealers in February and March, he 
said. The additions came during a 
period when S-P lost 120 dealers. 

A charge that Chrysler Corp. has 
pressured its dealers to drop Lark 
has been lodged by the Justice 
Department in an antitrust suit in 
Fort Wayne, Ind. Chrysler will re- 
ply to the suit this week. 

Egbert told about 200 stockhold- 
ers, who gave him and Chairman 
Clarence Francis a standing ova- 
tion, that Studebaker would open 
its third retail store in Toledo 
soon. Seven more stores are plan- 
ned in the next six months to join 
those already open in Kansas City 
and New York, he said. 

The S-P president held out dim 
hope for a company profit this 
year, but declared that the ’62 
Lark and Hawk models would be 
marketed “on schedule” and the 


New-Car Stocks 
Dip Again in April 


Dealers Boost Sales 
Of Imports, Domestics 


(Continued from Page 1) 


in the lower price sectors, have 
arisen again, however, and further 
output boosts could result in an- 
other one-million-car float after 
Memorial Day. 

In the case of imported makes, 
Volkswagen has defied the reduc- 
tion trend by boosting shipments 
above the monthly sales average 
in the first quarter. Dealer stocks 
of VW cars are estimated now at 
about 20,000, the highest they 
have ever been. 

All other European economy cars, 
with the exception of those from 
Sweden, have doggedly kept U. S. 
shipments well below the depressed 
sales totals. 

For example, nearly six times as 
many new Renaults were registered 
in the U. S. during February as 
were sent over from France. Only 
678 new cars came from all French 
producers in February, compared 
to 1,200 in January and 16,418 in 
February, 1960. 

* * * 
a CONTRAST, February ship- 
ments from West Germany rose | 
to 18,603 from January’s 17,544, VW | 
car sales were lower than _ ship- 
ments in both months. 

Saab and Volvo shipments de- 
clined in February to 826, against 
1,451 in January. The two-month | 
total of the Swedish producers, | 
though, was a mere nine cars less 
than shipments from all of Great 
Britain. The British shipped 1,130 
new cars in February and 1,156 in 
January. 

Japanese factories shipped 313 
new cars to the United States in 
the first two months of 1961, 
while the Italians sent 265. 

February totals from all coun- 
tries were 21,597 new-car imports, 
1,366 new-truck imports and only 
501 used-car imports, The used-car | 
total, off from 2,564 in January, was | 
an immediate reaction to the order | 
banning free transportation of for- 
eign-built cars for members of the 
U. S. armed forces. 

In January of this year, 21,723 
new cars and 1,706 new trucks were 
imported. Comparable totals for 
February last year were 64,329 new 
cars, 2,178 new trucks and 1,908 
used cars, 

—MaynNarp M. Gorpon 


63 cars would be finalized by No- 
vember. 

“This is the year to prepare our 
counterattack,” he said. “The fourth 
quarter will be our turning point 
and the ’62 models our profit re- 
storers.” 

Egbert disclosed plans for form- 
ing an international corporation in 
the next three to six months. He 
forecast that 1961 export sales 
would show an increase of approxi- 
mately 45 percent from the 1960 
model year. 

Under questioning, Egbert denied 
that Mercedes hurts Lark in dual- 
dealer situations because “there 
just aren’t that many Mercedes 
sent over.” 

Egbert said no new acquisitions 
by S-P were imminent and said 
there was “no chance” to use up 
the company’s 34 million tax- 
loss credit in a merger program. 


A perennial shareholder com- 
plaint that the Lark is “too stubby” 
was addressed to Egbert, He said 
the complaint would be taken into 
consideration by styling. 

Egbert told another questioner 
that there is “no merit” in reviving 
the Packard namplate. He defend- 
ed the 3 percent penetration goal 
he has set for S-P cars and de- 
clared: 

“If each of our 140,000 share- 
holders would purchase or create 
the sale of one new Studebaker 
every two years, the 70,000 addi- 
tional car sales resulting would put 
us in the black immediately with 
substantial earnings.” 

However, Egbert indicated S-P 
would not repeat the shareholder 
discount plan tried last summer. 
A total of 526 S-P cars and trucks 
were bought under the plan, 
which offered a $100 refund. 


A proposal to increase the au- 
thorized number of shares of sec- 
ond preferred stock from 250,000 
to 500,000 shares and of common 
stock from 18 million to 23 million 
shares went through without a 
hitch, 

The principal purpose of the 
proposed increases in authorized 
shares was to make available a 
greater number of shares for pos- 
sible use in connection with one 
or more major acquisitions of- 
other businesses for stock pursu- 
ant to the corporation’s diversifi- 
cation program which has been 
in effect since 1958. 


Francis and Egbert both ac- 
knowledged that S-P currently is 
engaged in preliminary talks with 
several companies regarding pos- 
sible major acquisitions, but de- 
clined to disclose the identity of the 
companies on the grounds that 
“premature disclosure might result 
in termination of negotiations.” 

Reelected to the board, in addi- 
tion to Francis and Egbert, who 
was named a director when he took 
over as chief executive officer and 
president Feb. 1, were Harold E. 
Churchill, former president and 
currently consultant and member 
of the executive committee; J. Rus- 
sell Forgan, Randolph H. Guthrie; 
D. Ray Hall, corporation vice-presi- 
dent and general manager of its 
Gravely Tractor Division; Edward 
H. Litchfield; Frank J. Manheim; 
James McMillan, and Robert F. 
Smith. 


* 


$6 Million Quarterly Loss 


Biggest Since ’56 for S-P 


SOUTH. BEN D.— Consolidated 
sales of Studebaker-Packard for 
the first quarter ended March 31 
totalled $61,580,918, as compared 
with sales in the first three months 
of 1960 of $90,944,652. 

The company reported a deficit 

for the period of $6,492,666, equiva- 
lent to 50 cents per common share 
on the basis of full conversion of 
convertible preferred stock, 
| It was Studebaker’s biggest first- 
quarter loss since 1956 when the 
auto maker lost $14.3 million in the 
| first three months. 
Consolidated net income for the 
|first three months of 1960 was 
$2,801,639, or 23 cents per common 
|Share on the basis of full conver- 
| sion. 
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Colorado Independents Elect— 


Newly elected officers and directors of the Independent Automobile Dealers Assn. 
of Colorado are, seated, from left, Howard H. Stark, general manager; Riley Ringsby, 
president; lva Mae Smith, treasurer, and Stanford Chizzick, secretary. Standing: Di- 
rectors Kefineth Strong, Mac Campbell, Al Woldt jr., Richard Wheeler, Leonard Men- 


delson and Jay Utley. 


Upturn First Since Fall 
In New Import Sales 


MPORTED-CAR registrations 


moved upward for the first time 
in seven months while the rest of 
the market was sagging, just- 
released figures for February indi- 
cate. 

The February total of 26,772 
was not impressive in terms of 
earlier monthly totals, but it re- 
versed a downward trend that 
had been in progress since last 
August. 

A month earlier, the import total 
had been 25,594; a year earlier, 
42,704. But while import volume 
was increasing 4.60 percent during 
February, domestic compacts were 
off 7.10 percent and domestic stand- 
ards declined 11.79 percent. 

* * * 
se peg improvements in the face 

of a declining market gave im- 
ports a penetration figure of 7.14 
percent in February, compared 
with 6.19 percent a month earlier. 

The gain in month-to-month 
penetration — 15.35 percent — was 
the largest chalked up by im- 
ported cars since the palmy days 
of skyrocketing growth two years 
ago. 

Best performance in terms of in- 
creased volume during February 
was turned in by Renault, which 





Imported-Car 
Registrations 


New imported-car registrations 
for two months: 


1961 1960 
Pos. Make Pos. 
1—26,657 Volkswagen 23,484— 1 
2— 4,912 Renault 12,962— 2 
38— 1,965 Opel 4,895— 4 
4— 1,506 Mercedes-Benz . 
5— 1407 Fiat 4,070— 5 
6— 1,388 Volvo 2,269— 9 
7— 1,242 Triumph 2,168—10 
8— 1,108 Simca 2,835— 6 
9— 1,076 Metropolitan * 
10— 1,054 English Ford 5,621— 3 
* Vauxhall 2,604— 7 
* Hillman 2,371— 8 
10,051 AllOthers 19,909 
Total All Makes 
52,366 $3,188 


*—Not in Top Ten, 








Feb. Sales Score 
For Imports 


New imported-car registrations 
for February: 


1961 1960 
Pos, Make Pos, 
1—13,232 Volkswagen 11,486— 1 
2— 3,152 Renault 6,883— 2 
3— 941 Opel 2,525— 4 
4— %14 Mercedes-Benz * 
5— 709 Volvo 1,156—10 
6— 701 Fiat 2,114— 5 
7— 639 Triumph 1,169— 9 
8— 613 English Ford 2,809— 3 
9— 540 Simca 1,409— 6 
10— 538 Austin-Healey » 
% Vauxhall 1,264— 7 
* Hillman 1,206— 8 
4,993 AllOthers 10,683 


Total All Makes 
26,772 42,704 
*—Not in Top Ten. 








nearly doubled its previous month’s 
volume for its best monthly show- 
ing since last October. 
* * * 
rhea makes in the Top Ten 
to show increased volume dur- 
ing the month were Volvo, Tri- 
umph, English Ford and Austin- 
Healey. 

Volkswagen, still the No. 1 sell- 
er, declined a bit during the 
month and took less than half 
the import market after moving 
above 50-percent penetration the 
previous month. 

Only two makes recorded more 
than 1,000 registrations during Feb- 
ruary. Such a constricted market 
for “also-rans”’ hag not been re- 
corded since February, 1957. As re- 

cently as last October, every make 
in the Top Ten was above the thou- 
sand mark. 

The Top Ten continued to in- 
crease their share of the market 
in February, taking 81.35 percent 
of all import registrations. The Top 
Ten’s share had been 80.67 a month 
earlier and 74.98 percent a year 
earlier. 

oe * * 
As COMPARED with the previ- 
ous month, rankings remained 
unchanged through the first four 
places: Volkswagen, Renault, Opel 
and Mercedes-Benz, in that order. 

Volvo, exchanging places with 
Fiat, moved up to fifth, while 
Triumph continued in No. 7 spot. 
English Ford, which a month 

earlier had fallen out of the Top 
Ten for the first time in history, 
reentered the elite circle in Febru- 
ary, claiming eighth place. Austin- 
Healey also returned to the Top 
Ten after a one-month absence, 
taking 10th place. English Ford and 
Austin-Healey ousted Metropolitan 
and MG. 

In ninth place both months was 
Simca. 


6 Contests End; 
New Events Due 


For Spring Push 


DETROIT.—Six factory sales-in- 
centive programs ended yesterday 
(April 30), and industry observers 
expect a rash of new events to be 
announced to help dealers boost 
spring deliveries, 

Expiring yesterday were rebate 
programs for Plymouth, Dodge and 
Chrysler dealers plus a Chrysler 
Corp. event that paid dealers a $75 
bonus for sales of new units built 
before Jan. 1, 1961, 

Also ending were Buick and Pon- 
tiac contests which offered vaca- 
tion trips for dealers and merchan- 
dise for managers and salesmen. 
The Dodge program also included 
trips and merchandise ag well as 
rebates. 

Rebate programs still in effect 
apply to Rambler Classic and Am- 
bassador, Dodge truck, Ford demos 
and trucks and Chrysler fleet sales. 

Merchandise and _ vacation-trip 
events still on the books involve 
Plymouth, Rambler, Oldsmobile and 
Ford Division. They also include 
cash or savings bonds for salesmen 
or managers. Forty-five Imperial 
dealers will win trips to Paris in a 
program that runs till Sept. 30, 





Colbert Reelected; 
$22 Million Lost 


Directors Name 
Two Vice-Presidents 
(Continued from Page 1) 


reelected by directors Thursday. 
Two new group vice-presidents 
were named—Fred M. Glassford 
for car and truck assembly and 


.| Joseph F.. Kerigan for stamping. 


Glassford, 48, joined Dodge in 
1932 and took charge of vehicle as- 
sembly in all Chrysler Corp. plants 
in 1958. Kerigan, 47, joined the cor- 
poration in 1942 and became stamp- 
ing chief in 1960. 

Colbert attributed the first- 
quarter loss to the sales slump 
and to “the campaign of harass- 
ment against management.” 

Demands that Colbert resign be- 
cause of the _ conflict-of-interest 
scandals affecting Chrysler execu- 
tives were raised repeatedly at the 
April 18 meeting of shareholders. 

Colbert said dollar sales of all 
Chrysler Corp. products for the first 
quarter amounted to $432 million, 
off 53 percent from the same period 
last year. 

Passenger-car and truck ship- 
ments, excluding Simca and Fiat 
products, in the first three months 
of this year were 152,202 units, a 
decline of 57 percent from the 354,- 
080 units sold in the same period 
last year. Chrysler sales of Simca 
and Fiat cars and trucks totalled 
5,384 in the first quarter, compared 
with 9,727 units in the like 1960 
period. 

* * * 


‘Early Trial’ Sought 
In Newberg Case 

DETROIT, — Visiting Circuit 
Judge Henry L. Beers expressed 
hope last week for an “early trial” 
in the suit of William C. Newberg 
against Chrysler Corp. Newberg is 
seeking to dissolve a $455,000 settle- 
ment made with Chrysler when he 
was dismissed as company presi- 
dent last June, 

Judge Beers said he planned to 
rule within six weeks on prelim- 
inary motions made by both sides 
in the case. Chrysler has asked for 
more specific data from Newberg 
on his challenge of the settlement, 
while Newberg is seeking to re- 
move an injunction preventing liti- 


gation of a $5% million damage 


suit against L. L, Colbert, Chrysler 


chairman. 


Meanwhile, Judge Beers order- 
ed Newberg to post a $15,000 bond 
under an injunction preventing 
Chrysler from collecting a pay- 
ment on the $455,000 settlement 
note. 

Chrysler also was preparing to 


file new briefs attacking charges 


in Wayne County (Detroit) suits by 


Jack W. Minor, who also was oust- 
ed by the company last year be- 
cause of interests in company ven- 


dor firms, A hearing on preliminary 


motions in a Chrysler profits pay- 
back suit against Minor is sched- 


uled this week in Oakland County 
(Pontiac). 

Sol A. Dann, chief critic of Chrys- 
ler management, announced he 
would ask Chrysler to produce all 


proxy ballots for a formal recheck 


after fina] tabulations are filed with 
the Securities & Exchange Commis- 
sion this week. Dann has complain- 
ed of voting irregularities at the 
Chrysler shareholders meeting 
April 18, 





VW to Launch 1500 
With ’62 Model Run 


WOLFSBURG, Germany. — 
Pilot models of the new Volks- 
wagen 1500 will be assembled just 
before the factory here shuts 
down for annual vacation the last 
three weeks of July. 

Regular production of the 1500 
will begin when the plant re- 
sumes operations Aug. 1, which 
will also mark the beginning of 
the ’62 model run for the stand- 
ard VW. 
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The Listening Post 


: eMart =y Te and ideas of 
EWS acme bets salesmen 


Supplementing Your Sales Team 


y The contacts made by employees and their families can be 

important factors in developing sales for the dealership... 

friends, fellow club members, tradespeople and others can be 
prospects with high sales potential. 





At times these prospects may be approached through methods 
that do not fall into the pattern of standard selling techniques. 
Here is a case where a dealer used the distaff side to generate 
sales...it's an ingenious idea that is well worth trying. 


y This is how the plan worked for the dealer who reported it: 


1. He invited the wives of every employee——from office, shop 
and sales force-——-to come to the showroom one Monday morning 
for cake and coffee. (He asked his three office girls too.) 


_ After everybody became acquainted, the dealer explained why 
he had asked the wives to meet with him. He pointed out that 
whatever benefited the dealership contributed to their 
husbands' jobs: more income, more security, a better place 
to work. 


_ Then he asked each of the ladies to hand a courtesy card he 
had prepared to every person with whom she did business. 
As she gave the card out——to the clerk at the dress shop, the 
repairman, the shoemaker, the milkman, everybody—she might 
say just about what was on the card. 


"My husband works at the Southside Motor Company. They 
have a policy of giving particular attention to the 


nave a policy of giving particular a°°st oy 


people who do business with employees ' families. When 


< 
or need re 


you are looking for a new car.. pair work... 


you'll be given special consideration if you show them 
this card when you g0 in and I'll appreciate it too." 


. Then the dealer asked the wives to sign the cards they 

gave out, because he was offering an incentive for sales 
resulting from the courtesy cards. 

y Did the plan pay off? And how! The dealer reports that 

in the first e sold 8 cars to prospects referred 


four weeks h 


by employees' wives. 


y This is just one of more than a hundred similar selling 
ideas in Universal C...5> 8 "Continuing Program for Developing 
Dealer Profits." Are you using 4t? If not, ask our District 
Manager about it. 
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Eye Upturn Sensibly, 
Moore Tells Dealers 


By Jack Bernstein 
Staff Correspondent 


ST. LOUIS. — James C. Moore, 
executive vice-president of the Na- 
tional Automobile Dealers Assn., 
warned dealers not to be deluded 
by belief that a slight upturn in 
business will resolve all their prob- 
lems. 

He addressed 350 members of 
the Illinois Automotive Trade 
Assn. at their 40th convention 
here. His topic was “The Future 
of the Franchise System.” 

Moore said dealers must make 
the franchise system work and that 


Walker Williams, 








36-Year Ford Vet, 
To Retire Aug. 1 


DETROIT.—Walker A. Williams, 
a Ford Motor Co. vice-president 
and assistant general manager of 
the Lincoln-Mercury Division, last 
week announced 
that he will retire 
Aug. 1. He will be 
60 on June 8. 

Williams, who 
joined Ford 36 
years ago in Kan- 
sas City as a 
timekeeper, for- 
merly was vice- 
chairman of the 
Dealer Policy 
4 Board and gained 
W. A. Williams great popularity 
among dealers for his soft-spoken 
but firm approach to sales objec- 
tives. 

He was named Ford car sales 
manager in 1946, and when the 
Ford Division was formed three 
years later, he became general sales 
manager. 

In his earlier years in sales, Wil- 
liams served as assistant manager 
or manager of factory branches in 
Omaha, Kansas City, Salt Lake City 
and Somerville, Mass. 

Williams, who was appointed a 
vice-president in 1950, at one time 
was in charge of corporate sales 
and advertising. With the exception 
of the Ford brothers, he is one of 
only three top executives who were 
with the company before World 
War II. 


Ford Ex panding 
Newspaper Ads 
In May, June 


DEARBORN, — Ford Division’s 
stepped-up newspaper advertising 
during the next two months will 
exceed the Division’s expenditures 
in this medium for the first four 








months of the year. 

John R. Bowers, Division car ad- 
vertising manager, described the 
intensive national newspaper cam- 
paign during May and June as 
“approximately three times the 
weight of any May-June newspaper 
campaign during the past five 
years.” 

“The increased budget allocation 
brings Ford Division’s first half 
newspaper investment to a high un- 
matched since 1956, and double the 
1960 expenditure,” Bowers said. “In 
fact, even the total May-June in- 
vestment will exceed the entire first 
half of either 1959 or 1960.” 





Crandall Leaves Simca 


After 3-Year Hitch 


DETROIT.—David R. Crandall, 
a Simca sales official since Chrys- 
ler Corp. assumed distribution of 
the French make in 1958, has 
been transferred to Dodge. 

Crandall was general sales 
manager of Simca from 1958 to 
1960, when he became director of 
Simca sales for Chrysler Corp. 
dealers. Peter Nunez has assumed 
full direction of Simca sales in 
the United States. 





it cannot survive in its present 
form in years of economic depres- 
sion unless “true business benefits 
flow to dealers.” 

In effect, he said, a franchise has 
no significance if dealers cannot 
handle manufacturers products ex- 
clusively. 

He asked, “If discount houses, 
leasing companies and used-car op- 
erators can sell new products at 
retail in competition with dealers, 
if service stations and outlets other 
than dealers handle replacement 
products, if garages handle war- 
ranty work, what significance will 
there be to a dealership?” 

Economy cars will be a _ basic 
part of the business by the end 
of the year, Moore said. He pre- 
dicted that compacts will capture 
50 percent of the market by the ’62 
model season. 

“We must stop taking tremend- 
ous losses at retail, otherwise we 
won’t be dealers any more,” he 
said. “We need good business 
management, and we must refuse 
to be stampeded by other dealers 

(discounters) into giving away a 
greater portion of our gross.” 

“T am advocating that each de- 
partment—new cars, used cars and 
service—should show profit, regard- 
less of insurance and financing,” 
Moore said. “I am saying this re- 





gardless of what factories will say 
about such an operation.” 

Moore commended the NADA 
Task Force committee. He attend- 
ed hearings in Portland, Ore., and 
San Francisco and received reports 
of other meetings. 

“The Task Force can’t of itself 
solve the problems, but the commit- 
tee is going to make short-range 
and long-range recommendations,” 
he added. 

On the Senate’s voting a $1.25 
per hour minimum-wage bill, 
Moore commented: “Auto dealers 
ultimately will preserve their his- 
toric exemption from minimum- 
wage and overtime coverage. It 
will be a difficult battle, but I am 
convinced the final law will carry 
the exemption.” 

Another speaker was John H. 
Lander, Atlanta, a member of the 
Task Force Committee and chair- 
man of the National Dodge Dealer 
Council. 

Talking as an individual, and not 
as an NADA spokesman, Lander 
said he was especially bitter about 
the “race for registrations, which is 
not conducive to dealer profits.” 

He endorsed the Task Force ses- 
sions because they “permit dealers 
to express themselves.” 

Al Blake, a Chrysler dealer in 
McHenry, was elected president of 
the Illinois association, succeeding 
Gene Bragg, Galesburg. 

Other officers are: Darrell Hanna 
(Chevrolet), Mt. Vernon, first vice- 
president; Harry Burgess (Chev- 
rolet), Albion, second vic e-presi- 
dent, and Leonard Giuffre (Buick), 
Springfield, treasurer. Les Sander 
was renamed executive vice-presi- 
dent. 


Joint Union Drive Dealt 


Setback at Rochester 


By Francis J. Gawronski 
Staff Writer 

A JOINT campaign by two unions 
to organize dealerships in 
Rochester, N. Y., was handed a 
decisive setback in representation 
elections conducted 
by the National La- 


LABOR bor Relations Board. 
FRONT Sales and _ service 
personnel of four 


automobile firms re- 
jected affiliation with Local 345 
Retail Clerks Union (salesmen) 
and United Auto Workers Local 
1097 (service personnel). . 

The UAW local lost shop elec- 
tions at Hallman’s Central Chev- 
rolet Co., 54-to-23; Fincher Motors, 
Ine. (Oldsmobile), 30-to-12; and 
Frear Chevrolet, Inc., 22-to-9. 

Salesmen at Kessler Rambler, 
Inc., voted 3-to-0 against the Retail 
Clerks Union. 

To date, the unions have won 
only two of eight elections. The 
two election victories were regis- 
tered when salesmen at Park 
Chrysler-Imperial and Brown 
Chevrolet voted for the Retail 
Clerks Union as its bargaining 
agent. 

As a result of the four election 
defeats, most labor observers feel 
the joint organizing campaign is 
on the verge of collapsing. 

In the Los Angeles area, the 
NLRB reported that a scheduled 
election at Rothe Pontiac, Burbank, 
has been called off at the request 
of Auto Salesmen’s Union, Local 
1056. 

The board also announced that 
hearings in which dealers request- 
ed determination of union rights 
to an election have held on 70 
election petitions. 

* * * 

ESULTS of the hearings are 

being reviewed by the NLRB 
in Washington. The Los Angeles 
office is awaiting decisions of the 
Review Board to determine if addi- 
tional elections will be held, ag re- 
quested by the union. 

In Parkersburg, W, Va., Local 
299, Sheet Metal Workers Inter- 
national Assn., was defeated in 
two more elections in its attempt 
to organize local dealerships. 

The union was rejected 27-to-1 
by service employes of Mullen Mo- 
tors Co. (Dodge-Plymouth-Chrys- 
ler), and 14-to-3 by all employes, 
excluding clerical employes, guards 
and supervisors, at Chittum Buick 
Co. 

In Detroit, mechanics at Dave 
Coogan, Inc. (Mercury), voted 5-to- 





3 against representation by Team- 
sters Local 376. 

A second NLRB election among 
salesmen at the dealership was 
called off by the Local 376. 

In Livonia, Mich., the NLRB has 
ordered an election among sales- 
men at Tennyson Chevrolet, Inc. 
The workers will vote for or 
against Teamsters Local 376. 

* * * 

ON THE factory front, a petition 

asking that the United Auto 
Workers Union be decertified as 
bargaining agent at Chrysler 
Corp.’s Nine Mile stamping plant 
in Detroit hag been filed with the 
NLRB. 

The petition was filed by rank- 
and-file members of Local 869 
and results from problems of 
seniority and rights-to-jobs re- 
sulting from heavy layoffs in the 
auto industry. 

A spokesman for the committee 
that circulated the petition said 
they have 900 signatures of em- 
ployes dissatisfied with the way the 
UAW has handled union activities 
at the plant. 

The NLRB said the petition will 
now undergo an NLRB “adminis- 
trative investigation” to determine 
what action will be taken. One 
of the first steps will be to deter- 
mine if the signatures represent 30 
percent of the workers in the plant. 

In Dearborn, members of the 
UAW Local 600 at Ford Motor Co. 
have come out in support of a 30- 
hour week with 40 hours’ pay. 

At a meeting last week, union 
members voted to push for the 30- 
40-60 plan which includes the 30- 
hour week and retirement at 60 
with the company paying retire- 
ment plus social security. 


Late Report... 











He's Sold Chevrolets in Same Spot 49 Years— 

Frank G. Held, 100-year-old Chevrolet dealer in Kenyon, Minn., has been doing 
business in the same spot for nearly 49 years. He's seated at his 65-year-old roll-top 
desk, surrounded by records of current and past business. 


Distributor Tries Tie-In... 





VW Transporters Sticky 


By Robert M. Lienert 
Associate Editor 


Volkswagen is getting its first 
taste of a buyers’ market in the 
United States as surplus stocks of 
Transporter trucks continue to 
mount, 

Supply and demand of passenger 
cars is pretty well in balance at the 
moment, but there are reports that 
a new scarcity will develop shortly 
as shipments to dealers decline 
sharply this month. 

While there has been no sign 
that Volkswagen of America is 
hunting for the panic button on 
its commercial units, at least one 
of VW’s 14 independent distribu- 
tors last week took drastic meas- 
ures to clear his decks of Trans- 
porters. 

Order two Transporters to get 
four sedans, was the word sent out 
to dealers by International Auto 
Sales & Service, Inc., New Orleans, 
Volkswagen distributor for Louisi- 
ana, Mississippi, Alabama and Ten- 
nessee. 

International Auto Sales & Serv- 
ice reminded dealers that they were 
short “584 Transporters against 

. accumulative allocations, Janu- 
ary through May” and that Inter- 
national was “faced with a shortage 
of passenger cars for the next sev- 
eral weeks.” 

“In view of the above conditions,” 
International told its dealers, “we 
are asking each of our dealers, even 
those who have exceeded their 
Transporter allocations, to accept 
the responsibility of working with 
us to liquidate the present Trans- 
porter inventory at the distributor- 
ship on a ratio of two (2) Trans- 
porters for every (4) sedans that 
we can ship. 

“For your guidance, we have at- 
tached an order covering the 200 
series (Transporter) units that we 
ask you to give us an order for. 
This order will supersede all other 
200 series orders which we have on 
hand here through the month of 
May... 

“We wish to repeat that all pas- 
senger cars received over the 
next six (6) weeks period will be 
combined with Transporters on 
the basis of four (4) passenger 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $6 last week to $1,047, 
index. 


according to Automotive News’ 


The average, however, was still above the average price estab- 


lished two months earlier. 


Only three models were involved in pulling down the overall 
average price last week: ’6ls were off $57, $58s fell $15 and ’54s 
declined $2. All held above previous lows. 


Upward revisions amounted to 


$14 on ’59s, $6 on ’60s, $5 on ’56s 


and $2 on ’57s. The price of ’55s remained unchanged. 
At a group of representative auctions last week, the sales ratio 
was 73.5 percent, compared with 75.0 percent a week earlier. 


Auction reports begin on Page 30. 








cars to every two (2) Transport- 
ers ordered.” 

Distributors elsewhere have 
taken no such action, it appeared 
last week, although one dealer said, 
“Our distributor says the sedan is 
not linked to the Transporter. How- 
ever, we get fewer sedans than 
ordered if we do not order Trans- 
porters.” He said his Transporter 
inventory is good for more than 
six months of selling. 

A dealer in another area said 
his distributor had once proposed 
a one-to-four Transporter order 
ratio at a dealer meeting but back- 
ed down quickly when dealers ac- 
cused him of coercive tactics. 

By and large, dealers say, they 
call the tune on Transporter ship- 
ments. 

One dealer, in another distri- 
bution area, told Automotive 
News he had received only four 
Transporters with his 140 cars in 
the last two months. 

Another dealer said he had re- 
ceived no Transporters since early 
in January after having told his 
distributor he had enough in stock 
to last through the 1961 model sea- 

son. 

Generally, stocks of Transporters 
in most areas represent better than 
a 60-day supply. They are well ad- 
vertised, can be bought at a dis- 
count and move depending on the 
dealer effort applied. 

While Volkswagen dealers in 
some areas have a_ 30-to-45-day 
supply of sedans on hand, other 
retailers quote a waiting period of 
30 to 60 days. 

The waiting period does not nec- 

(Continued on Page 44, Col. 3) 


Town, Chevrolet 
To Pay Tribute 
To Dealer, 100 


KENYON, Minn.—Frank G. Held, 
spry and alert at 100 years of age 
and the oldest man actively selling 
autos in the United States, will be 
honored here Sunday (May 7) at a 
communitywide birthday party. 

Chevrolet officials will honor him 
with a scroll] proclaiming long serv- 
ice to the community and the com- 
pany, and with a giant birthday 
cake. 

Nearly 49 years ago Held began 
selling Chevrolet cars and trucks 
in a small brick building on the 
main street of this town of 1,700. 
He still is doing business in the 
same place, a combined showroom, 
office and service garage. 

“The Chevrolet people were a bit 
skeptical when I wanted to sign 
a long-term agreement a few years 
ago,” said Held. “But last year, 
when I was 99, they handed me 
their five-year contract without 
asking any questions.” 

Held goes to work every day, usu- 
ally driven there by his son, Har- 
land. A grandson, Howard, also 
shares responsibilities in the deal- 
ership, 
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Rambler Dealers 
Sell America’s Newest. 
Smartest Convertible 


Top quality—America’s lowest price... 
At least *4:73.00° less than any convertible 
of the “old low-priced field” 


in Til si 


ALL NEW FOR 1961 


RAMBLER 
AMERICAN 


America’s Leading Keonomy 


Compact Cai 


SEE AMERICAN FIRST 
ae 





*Based on manufacturers’ suggested delivered prices at factory. 


All-New Rambler American Convertible 


ANOTHER PROFIT-MAKING PLUS FOR RAMBLER DEALERS WHO SELL TWICE AS 
MANY COMPACT CARS PER DEALER AS MOST OTHER DEALER GROUPS! 


WOULDN’T YOU LIKE TO SHARE IN RAMBLER PROGRESS? 


We have the proved product for the 
exploding Compact Car Market .. . 
there are still a few franchises 
available in select markets . . . 


YOU HAVE THE OPPORTUNITY! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 








Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 


NAME 
ADDRESS : 
Cry. __ZONE a ieee 


PHONE NO.__ 
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In Two Key Antitrust Cases... 





Dealer Curbs Lose Legal Tests 


(Continued from Page 1) 


petition in the sale of truck parts 
by other manufacturers to White 
distributors and dealers. But the 
judge did not decide this issue, 
which involved the Clayton Act. 

Judge Kalbfleisch agreed it was 
illegal for White to prevent dealers 
from bidding on any government 
business, White had been accused 
of handling government orders out 
of its own factory sales depart- 
ment. 

* * * 
HE government asked that 
White be permanently enjoined 
from imposing any price, customer 
or territory limitations on its 209 
distributors and 85 dealers. 

White also was asked to be re- 
quired to advise all of its distribu- 
tors and dealers “that they may sell 
White trucks and White parts at 
such prices, to such persons and in 
such areas as they may choose, and 
that distributors and dealers of 
White trucks and White parts are 










It’s Quaker State CSP—an all- 
new, ultra-modern cooling system 


protector specially developed to com- 


bat corrosion of the 


blocks, cylinder heads, water 
pumps, etc., in today’s new cars! 
Extra good for regular cast-iron 
engines, too. CSP prevents for- 


mation of power-robbing scale 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 





aluminum 


free to sell and use such competi- 
tive parts as such distributors and 
dealers may choose.” 

Judge Kalbfleisch emphasized 
that White had agreed with the 
facts as set forth in the govern- 
ment complaint, but contended 
that there was no unlawful ac- 
tivity. 

The judge said there Was nothing 
to indicate that the truck producer 
“had any sinister motives in ex- 
ecuting and maintaining the con- 
tractual provisions the court has 
determined to be unlawful.” 

* * * 


UDGE KALBFLEISCH rejected | 


a White argument that the 
territory, anti-resale and pricing 
provisions of its contracts increase, 
rather than reduce, competition in 
the truck field. 

White had warned “that fair and 
reasonable protection for distribu- 
tors and dealers is necessary, or 
the defendant will lose many com- 
petent distributors and dealers.” 

“To obtain the maximum num- 





deposits due to “hard” water... 
prevents radiator clogging 
helps keep rubber hoses and gas- 
kets soft and pliable . 
year-round anti-freeze against 
deterioration in hot weather. So, 
give your customers the best 
cooling system protection—with 
Quaker State CSP! 


ber of sales of trucks in a given 
area,” White argued, “White 
Motor Co. has to insist that its 
distributors and dealers concen- 
trate on trying to take sales 
away from other competing truck 
manufacturers in their respective 
territories rather than on cutting 
each other’s throats in other ter- 
ritories.” 

In reply, Judge Kalbfleisch de- 
clared that the Sherman Act “does 
not sanction suppression by a man- 
ufacturer of competition among its 
purchasers or subpurchasers.” 


The Sheldon Pontiac case was a| 


civil action under the Clayton and 
Sherman Acts against the Pontiac 
Dealers Assn. of Northern New 
Jersey and 18 of the association’s 
members. 
* * * 

HELDON SCHIFFMAN, presi- 

dent of Sheldon Pontiac, charg- 
ed that the defendants had threat- 
ened to surrender their franchises 
unless his allotments were reduced 
and he was prevented from selling 


NEW FROM QUAKER STATE: 
a cooling system 


protector that 
prevents corrosion 


. . protects 








in their zones of influence. The as- 
sociation’s success in hobbling his 
operation caused Sheldon Pontiac 
$250,000 damages, Schiffman said. 

Schiffman told Automotive News 
last week that he finally settled the 
case because of mounting legal ex- 
penses as a result of voluminous 
deposition-taking. The suit was 
filed June 6, 1957, by Danzansky & 
Dickey, Washington counsel with 
long experience in litigation of this 
type. 

Schiffman said his relations 
with Pontiac Motor Division and 
General Motors had been “excel- 
lent” during the years of pretrial 
maneuvering and preparation. He 
said his 1960 Pontiac-Tempest 
operation had been profitable. 

“I feel free to operate as I al- 
ways did,” he added, “I think that 
we had a strong case and that the 
trial would have concerned itself 
primarily over the amount of dam- 
ages, with liability a foregone con- 
clusion. 

“It’s unfortunate that a dealer 
acting in a legitimate way against 
a group of dealers or a manufac- 
turer has to wait so long for the 
courts to reach the point of trial. 
Still and all, I think this has taught 











my neighboring Pontiac dealers a 
lesson.” 
* * eg 
. 18 New Jersey Pontiac deal- 
ers named by Schiffman as de- 
fendants were as follows: 


Armstrong Sales Co., South 
River; City Motor Sales, Inc., Pas- 
saic; DeMassi Motor Car Co., Lynd- 
hurst; Bob Edwards Pontiac, Inc., 
Ridgefield Park; Kahn Motors, Inc., 
Englewood; King Pontiac Co., Inc., 
Garfield; Mallon Suburban Motors, 
East Orange; Maple Motors Co,, 
Ridgewood; Maxon Pontiac, Inc., 
Hillside. 

Miller Pontiac Cadillac Corp., 
Rahway; Riverdell Pontiac, Inc., 
Oradell; W. H. Peters, Inc., Hack- 
ensack; Reiman Pontiac, Paterson; 
Reydel Pontiac, Inc., Metuchen; 
Rickle Bros. Co., Dumont; Wm, J. 
Scerbo & Sons, Boonton; Joseph F. 
Stein, Inc., Asbury Park, and Peter 
Tramontin Motor Sales, Inc., Clif- 
ton. 

* * + 

CHIFFMAN said he now was 

concerned about violations of 
the new “bait-advertising law” in 

New Jersey and was prepared to 
lead a fight for strict conformity to 
the law by dealers and newspapers. 

In Detroit, an attorney for a for- 
mer Linclon-Mercury dealer said a 

case similar to that of Sheldon 
Pontiac was facing a delay until 
next fall. The onetime dealer, Mark 
Leach, is suing Ford Motor Co. and 
other Detroit area L-M dealers on 
grounds of a conspiracy to cut his 
allotments in 1947, 

Leach’s attorney is Joseph W. 
Louisell, who also is representing 
W. C. Newberg in the former 
Chrysler Corp. president’s suits 
against the company and L. L. 
Colbert, Chrysler chairman, 

Another Louisell client is Nelle 
Lassiter, currently on trial for the 
1959 murder of her husband, Par- 
vin (Bill) Lassiter, who operated 
a used-car dealership in a Detroit 


suburb. 
* * * 


Second Toledo Dealer 


Files Renault Suit 


TOLEDO.—A second former Re- 
nault dealer here has filed a good- 
faith suit against Renault, Inc., and 
its former Midwest distributor, 
Lake States Imports, Inc. 

Ray Caldwell charged that can- 
cellation of its franchise in Novem- 
ber, 1959, was a violation of the 
federal good-faith law. Caldwell 
was replaced as Renault dealer by 
Leo Adler, who also has Renault- 
Peugeot outlets in Detroit and In- 
dianapolis. 

Caldwell asked $500,000 damages. 

Previously, Renault and Lake 
States Imports were sued for $200,- 
000 by Brondes Motor Sales, Inc., 
whose franchise also was termi- 
nated when Adler moved in. 

Lake States Imports, Chicago, 
sold its assets to Renault, Inc., sev- 
eral weeks ago. Renault set up a 
subsidiary in Chicago to handle 
Midwestern distribution. 


St. Louis Dealer 
Sues Associates 


In Car Seizure 


ST. LOUIS.—A St. Louis County 
Ford dealership has filed suit 
against Associates Discount Corp. 
after the finance company seized 
more than 80 late-model cars from 
the dealership, 

Nolting Ford, Inc., asked $423,549 
in actual damages and $1 million in 
punitive damages, charging that 
Associates “illegally” seized the 
cars, “maliciously” blocked the 
driveways, trespassed on the deal- 
er’s property and “intimidated” 
salesmen and customers. 

Associates said it sought the writ 
of replevin to seize the cars only as 
a last resort after efforts to keep 
the dealership functioning had met 
with failure. The finance company 
said the dealership’s suit was with- 
out foundation. 

The dealership denied the charges 
made by the finance company in 
seeking the writ of replevin. As- 
sociates had charged that the deal- 
ership owed $186,549 on cars at the 
time of the seizure. 

Later, Jean Weldon, secretary- 
treasurer of Nolting, filed a $300,- 
000 slander suit against Associates 
and its regional director, H. E. 
Stonerook, charging that he made 
“false and slanderous” statements 


about her. 
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This message is directed to those men who have 

the next best thing to a business of their own. 

The sales managers and general managers of 
successful dealerships. And especially those who feel 
that the time is ripe for them to step out on their own. 


In the past 18 months there have been big changes 
at Dodge. First came the low-price Dodge Dart. 
Almost single-handedly it boosted Dodge sales a 
healthy 98.4% last year. Now, with great pleasure, 
we watch the Darts our dealers sold last year 
consistently bring more trade-in dollars than 
comparable models of either Ford or Chevrolet. 


Then, this year, came two more new ones. The 
compact Dodge Lancer, priced a cut below Dart and 
on a par with Comet, Corvair and Falcon. 

And the Dart Pickup with the hottest potential 

in Dodge truck history. 


So you can see that, despite this not being a year of 
great boom, Dodge dealers are in fine shape. 


It remains true that the number of Dodge dealers is 
closely controlled by the Dodge Market-Programmed 
Sales Agreement. This is logical. We want to give 
each of our dealers a high unit sales and 

profit opportunity to work with. 


It is also true, however, that there are some good 
locations open now, in cities of various sizes all over 
the country. To fill these locations, we are ina 
position to arrange up to 75% of the capital needed. 
The Dodge Dealer Enterprise Program 

takes care of this. 


If you have a feeling that there’s no business 

like your own business and are ready to do 
something about it, do this first. Write to John B. 
Naughton, General Sales Manager, Dodge Division, 
7900 Joseph Campau, Detroit 11, Michigan. 

Give him your complete background and 
qualifications. Be sure to let him know (1) where, and 
(2) in what size community you'd like to be a 

Dodge dealer. You'll get a fast answer back. 


Canadian inquries should be addressed to: A. L. Hancox, Director of Sales, Chrysier Corp. of Canada Ltd., Windsor, Ontar 
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% Enprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 
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May 7-8—South Dakota Automobile Deal- 
ers Assn., Sheraton-Johnson Hotel, Rapid 
City. 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Aan General Oglethorpe Hotel, Sa- 
vannah, 


May 14-16—| daho Automobile Dealers 
Assn., Idaho Falls. 


May 14-lé—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 


May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 


May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 


May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 
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Assn., midyear meeting of board of di- 
rectors, Washington. 


June I1-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
pee pe Inn, Saranac Inn Post Of- 
ice, 


— ee ee — a. of 
ndiana, Marott Hotel, Indianapolis. 
June 16-18—Michigan Automobile Dealers Letterbox 


Assn., Detroit. 
‘Todays Dilemma... . 


June 16-18 — New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 

Aug. 20-22—Colorado Automobile Dealers This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 

used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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"If the other salesmen can go on giving the same 
old sales pitch, so can you.” 
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Assn. Harvest House, Boulder. 

Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 


Oct. 2-4—I4th Annual Convention and Ex- 7 ak a 
hibit, Truck Body and “Equipment Assn, | ‘Blitz’ Victim Speaks Up — oe, - oats me a 
einai deer ae As a former independent auto] th? cast. The reasoning behind the 


Oct. 22-24—New Jersey Automotive Trade “Hii ” 
Assn., Chalfonte Haddon-Hall Hotel, dealer, who was “blitzed” out four dastardly actions of the giants was 


Atlantic City. years ago as an indirect result of = ; 
Oct. 22-24—New York State Automobile | certain auto manufacturers’ she- ee ee peti A See eee 
Dealers, The Concord, Kiamesha Lake, nanigans—here is the way the cha- uling o its competition at t. 
N.Y ‘te tie looks to us toda factory level. And they did a very 

os ay . ¥>| commendable job of it! 








FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Australia—H., Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, B. C.—F. H. Fullerton. 


Subscriptions: U. S. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 
Copyright, 1961, Slocum Publishing Co., Inc. All rights reserved. 


Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. ° ct 29.31. = Flo ers utomobile Dealers with desus cossllie walaaiiaen: 

ssn., Galt Ocean Mile Hotel, For ee The next unfortunate step—again 

Sani v4 7 |. Fair and ae a aoe Doone, and dealers in ioe eee ticut Aut ti Trad aoe Pipa ee eae - by the giants—was a wave of model 
, c . ov. onnecticu utomotive rages i i = sas * 

motor vehicles, parts and accessories; Assn., Statler Hilton Hotel, Hartford. principal cause of today’s dilem- | changes and additions, which have 

ma, with its serious economic | cost the consumer a fabulous 


Dec. 4—Utah Automobile Dealers Assn., * 
Hotel Utah, Salt Lake City. repercussions resulting. Some | amount of money and, therefore, 


Feb. 3-7— National Automobile Dealers years ago Columnist John Munn | not in the public interest. Again, 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
3. Guard the precepts of individual freedom, which made the U. S. A. 





great and gave its citizens more of the better things of life than anywhere Assn., Atlantic City, N. J. wrote us the following: “I see you | the same objective, and working 
= Oe ewe. * * * have a keen insight into the | well, except for short periods of 
Auto Sh ‘goings on’ in the automobile in- | “ffash-pan” successes by Chrysler 

uto shows ‘ dustry.” Let me now attempt to | and the smaller manufacturers, 
Nov. 11-18—Philadelphia Auto Show, Phila- share some of these insights, in Now it becomes even more dis- 
apsu e omment > aa , the hopes of awakening the re- | turbing to realize that instead of 
Ort IZ New Enaland ntergetions! | tall sector into some “public in- | stemming this crippling effect on 
Boston. j ; terest” and self-interest actions. the retailers, the economy, and 
With compact cars generally attaining a greater share of re. et Gane, Gataneblis Show, As most of you know and recall,| the consuming public, this year 

. . le “ 2 ” 3 

the U. S. market, import sales moved up for the first time ee ee the “Mite” (60 case in 90 fouse,| Biase auto Dre Memes are at 
: A . . a open all night, free fur coats and| it again, this time by shifting 
since last August, latest registration figures show. freezers) was very apparently start-| from current production to an- 
General ed by Ford Motor Co. in the early| other size of auto, We need an- 


More evidence you can’t count ’em out yet. 
* * * 

After a tumultuous stockholders meeting, Chrysler Corp. 
management was retained through the vote of nearly 80 
percent of the shares. 

Let’s hope the air is cleared sufficiently to permit effi- 
cient sales efforts. 


May 8-10—1961 Spring Lubrication Sym- | 50s, and followed very closely by} other new size of auto like we 
posium, American Society of Mechanical | GM. This action accelerated until it] need each manufacturer to install 

May 8-11 1961 Hydraulics Conference, | hit its peak in 1955. It was so vici-| a dozen or more vice-presidents 
American Society of Mechanical Engi: |ous by that time that the Celler (additional) © at a stipend of a 
neers, Queen Elizabeth Hotel, Montreal. | Amendment was born after federal| quarter million per annum! 

May 14-17—39th Annual Convention and | investigations of the giants re-| Then why are they about to do 
Show, Automotive Engine Rebuilders | Vealeq factory abuse and coercion| this? The answer is apparently 
Assn., Fontainebleau Hotel, Miami Beach. : z 

; of dealers. very simple—and again the same. 


May 22-25—Design Engineering Show & 
Conference, Cobo Hall, Detroit. Unfortunately, it had gained so They know that they are the only 
two manufacturers who can auto- 


Oct. 29-Nov. | — National Lubricating much momentum by that time that 2 
Grease Institute, Rice Hotel, Houston. | j¢ has been impossible to this day matically get enough volume to 


Nov. 8-10— Automotive Parts Rebuilders : successfully pass the costs on to the 
: to change both sellers and the in- yp 
Assn. Annual Convention and Trade - : . : Th f they will 
; evitable chiselling buyers’ habits, | Consumer. ererore, y 
Show, Hotel Biltmore, Los Angeles. le tiie i ’| again hurt the other manufacturers 


by forcing them to follow suit in 
The Big Stories 


adding another new size, and, con- 
35 Years Ago—1926 


sequently, the entire economy and 
indirectly, all of us. 

Yes, it’s that simple. And the 

sooner we all wake up to these 

“A large measure of America’s greatness has come through install- eave Sepperent), Gd WHats tore, 
ment buying. In fact, installment buying is a business of saving 
money”, declared F. C. Chandler, president, Chandler Motor Car Co. 
. . . Chevrolet announced plans for putting 17,000 retail salesmen 

through a training course in 3,700 schools conducted by the company. 


do something about it, the sooner 
20 Years Ago—1941 


the industry and the whole econ- 
omy will duly benefit through in- 
creased activity and more stabilized 
conditions, 

To protect smaller car makers, Chrysler Corp., Ford Motor Co, and 
General Motors were preparing to accept a greater reduction than 
20 percent in ’42-model production . . . The government indicated it 
would establish a one-year repayment limit on installment purchases 


Regarding remedies, we person- 
of cars. 
10 Years Ago—1951 


ally would hope that the auto re- 
tailers would take the initiative to 
correct this catastrophe by a 
change in retailing tactics —and 
The automobile industry produced its largest volume of cars and 
trucks in history for the first four months of 1951. U. S. plants pro- 
duced 2,108,000 cars and 511,000 trucks for a total of 2,619,000 vehicles, 
breaking the former mark of 2,202,468 produced in 1950. 


* * * 

NADA’s Task Force has completed 24 “grass-roots” meet- 
ings with dealers concerning dealer-factory problems. 

Now it’s up to the makers—and dealers—for corrective 
action. 
* * * 

The top 20 auto shows this winter drew a record 3,800,000 

persons, an increase of 71 percent over the previous year. 
But the smaller expositions showed a decline. 
* * * 

The Senate-passed wage-hour bill, providing for some cov- 
erage of auto dealers, now goes into conference with a much 
milder House bill. 

The auto dealers’ job is not finished. 
# * * 

The Administration is pushing the Roberts bill requiring 
all cars purchased by the Federal Government to be equip- 
ped with certain safety devices. 

We’re all for safety, but is the Federal Government now 
going to design our cars, too? 










more important—demand a stop to 
this deplorable buildup of unlimited 
choices of models and sizes of 
cars. 

It is only serving you with in- 
creased costs in storage, floor plan- 
ning and selling effort, along with 


confusing the customer further. We 
(Continued on Page 41, Col. 1) 
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BEAUTIFULLY BUILT: 





BEAUTIFULLY BUILT TO TAKE CARE 0* » 


Here’s the line—and the car—that give Ford salesmen the big edge! 
It means you can tell your prospects that with a 61 Ford the need 
for frequent and expensive servicing is gone forever! 
It means you can talk real economy, because the ’61 Ford goes 
30,000 miles between chassis lubrications . . . 4,000 miles between oil 


changes . . . and Ford brakes adjust themselves automatically. 





. 








It means you can talk quality. Ford mufflers last three times as long as 
ordinary ones. Ford’s body protects itself against rust. And Ford’s 
Diamond Lustre Finish never needs waxing. 

So remember, when it comes to clinching the sale, you have the best 
**closing”’ line in the business . . . “The ’61 Ford is beautifully built to 
take care of itself.’? Use it! 


FORD DIVISION backs you best 


Sord Motor ‘Company, 
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LAND CRUISER 
CAN DO ANYTHING- 

















INCLUDING MAKE YOU MONEY 


Land Cruiser has more of what people want in a 4-wheel drive utility 
vehicle: Greater horsepower, amazing versatility, tougher stamina and 
genuine gas economy. That’s why the Toyota Land Cruiser is easy to 
sell and brings a bigger profit to dealers. Compare the Land Cruiser 
with its competitors: 





LAND CRUISER JEEP SCOUT 
Horsepower 135 72 87 
Engine os7Scuin.  1342cucin, 152 cusin. 
Torque (ft. ibs.) 217 114 135 
Max. Speed (MPH) 85 75 75 
Curb Weight (Ibs.) 3263 2274 3000 
Turning Radius (ft.) 17.0 18.0 21.5 


Land Cruiser has more pluses that help clinch sales: more rugged chas- 
sis, responsive transmission (6 forward speeds, 2 reverse), heavier 
clutch, more standard equipment, bigger fuel tank, up-to-28 MPG gas 
economy, 7 upholstered seats, hardtop and soft top models. Even with 
all these features, which make the Land Cruiser the best vehicle and 
best buy in the 4-wheel drive field, it’s still competitively priced! That's 
why the Toyota Land Cruiser gives you an easy and profitable sale. 


Intensive Local Advertising. Toyota supports its dealers by supplying 
free showroom materials; magazine advertising and an intensive local- 
ized newspaper advertising campaign, all paid for by the factory. 


Get high profits from the Toyota Land Cruiser—First in the Field 


Call or write: 
TOYOTA MOTOR DISTRIBUTORS, INC. TOYOTA MOTOR DISTRIBUTORS, INC. 
World Trade Center, Rm. 205 


8701 Beverly Blvd. 
Los Angeles 48, Calif. San Francisco, California 
TOYOTA MOTOR DISTRIBUTORS TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 


OF NEW JERSEY, INC. 
231 Johnson Ave. 114 North Chester Ave. 
Park Ridge, Illinois 


Newark, New Jersey 
LAND CRUISER, 


TOYOTA 








CARBURETORS 
FUEL PUMPS 


ABARTH 

ALFA ROMEO 
ASTON MARTIN 
FIAT 

AUTO BIANCHI 
SIMCA 

ie an “Magy 
Lea 
CITROEN 
FERRARI 
LANCIA 
STANGUELLINI 
PORSCHE 
RENAULT 


Write for 
Illustrated Catalog 


EXCLUSIVE US DISTRIBUTOR 





GEON, Great Neck, N. Y., Phone: 516 HUnter 7-6600 
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But Recovery Is Spotty .. . 


Outlook Brightening in St. Louis 


By Jack Bernstein 
Staff Correspondent 


ST, LOUIS.— Auto dealers here 
reported shrinking first-quarter 
sales and profits, but there were 
some signs of recovery which could 
be called “spotty at best.” 

At the same time there were 
indications of accelerated and 
creative promotions designed to 
stimulate volume, For example, 
the St. Louis Post-Dispatch found 
plenty of takers for its six-page 
classified display section tied to 
the Civil War Centennial. 

“Drive to Historical Civil War 
Battle Sites . . . See America in a 
Better Car,” the headlines beseech- 
ed the consumer. A Civil War bat- 
tle map and approximate driving 
distances illustrated the special fea- 
ture. 

Individual dealerships also show- 
ed originality in their advertising 
techniques. For instance, Vincel 
Pontiac tempted the public with a 
boat and Tempest package deal, 
both for $1,995. Aimed at men, this 
ad was placed in the sports section. 

Mendenhall Ford in downtown St. 
Louis offered a “his and hers’ deal, 
a two for one sale—“both for $495 
down and $93.22 per month.” In a 
timely promotion, Ray Rixman 
Dodge presented an expert marks- 
man in conjunction with the con- 
vention here of the American Rifle 
Assn. 

Perhaps the brightest picture 
on the marketing horizon is the 
firmness of used-car prices and 
the demand for the better ones. 

One dealer moaned: “I’m com- 
pletely out of ’59s.” 

A survey of representative deal- 
ers showed declines for the first 
three months of the year, with 
some as much as 20 percent below 
the corresponding quarter in 1960. 

One Pontiac dealer put his sales 
at 20 percent under first-quarter 
levels in 1960. However, he said the 
“last month has been much better.” 
This firm is selling Tempests at the 
rate of 30 to 40 percent of the 
standard cars. Used cars are “good 
and firm.” 

“Profitwise,” the dealer said, “the 
gross is down from $75 to $100 a 
car in comparison with last year.” 

Mendenhall Ford experienced “a 
very good March but the first half 
of April was slow,” Bill McClure, 
assistant sales Manager, said. 
First-quarter sales slipped about 
20 percent but “credit is loosening 
up with business better.” 

While the weather could be 
somewhat of a factor, it appears 
to be inconsistent for trend pur- 
poses. For example, April 15, a 
Saturday, was cold and rainy. 
One dealer said this inclement 
weather pulled homeowners and 
buyers out of the yard. Another 
sales executive said this dampen- 
ed enthusiasm for cars. 

C. A. Gilbert, president of Gilbert 
Buick and president of the Missouri 
Assn. of Automobile Dealers, term- 
ed his company’s first quarter “a 
little ahead” of 1960, and noted im- 
provement in new and used cars in 
past 30 days, especially the Special. 

However, Opels were only fair, 
he added. 

At Vincel Pontiac, first-quarter 
volume was down 10 percent, with 
the cold and rainy weather blamed. 

“The market is not consistent,” 
said a spokesman. “One day it’s like 
1955 all over again, and the next 
day it’s very discouraging.” 
Vincel is hoping that the rest of 
the year can keep up with the April 
start, which has shown a 10 percent 
increase. The Tempest is “getting a 
lot of play,” the spokesman said. 
Ben Stepman Dodge said it’s no 
secret that business in the first 
quarter is “down some.” However, 
April has been a little “better but 
spotty.” The past week has been 
“pretty good” and the used-car 
market “especially good.” 

“People are switching them- 
selves from compacts to six-cyl- 
inders. When they find out the 
difference in price, they tend to 
shift to the regulars,” Stepman 
declared. 

Lancer is gradually picking up, 
he said. 

As for profits, he said “it’s not 
what it was last year but profits 
on used cars are better.” 

Tucker-Brock Oldsmobile, North 
St. Louis, was moving some of its 
compacts but the situation general- 











ly was “spotty.” The dealer con- 
ceded that “it’s getting better than 
it has been” and said he’s optimistic 
about the future, However, he’s not 
going overboard on advertising, 
using normal channels and budget. 

Representative of suburbia, Jim 
Keehn Motors in Webster Groves, 


D.C. Independents 
Enroll in NIADA 


WASHINGTON.—The Metropoli- 
tan Auto Dealers Assn., a group of 
independent dealers in the District 
of Columbia, has become a member 
of the National Independent Auto- 
mobile Dealers Assn. 

Rem Rogers, NIADA president, 
welcomed the group. 





How They're Pushing Sales . 


called the “first two weeks in April 
very nice” in contrast to a soft 
first quarter. 

Quite paradoxically, the high- 
er-priced cars are selling instead 
of the lower-priced units, accord- 
ing to Fred Hurst, sales manager. 

“There is little activity in the 
working man’s car,” he explained. 
“The Plymouth and Valiant are 
slow, but the Chryslers, the New- 
ports and New Yorkers, are moving 
because the business men and pro- 
fessional men have the money to 
buy now.” 

Hurst found that the lower- 
priced used cars were moving be- 
cause of the growing desire for 
second cars. More advertising, es- 
pecially in newspapers, is being 
employed, he said. 


Dealer Ad Ideas 


‘11,322 Days in Same Spot’ 
EN Leo A. Cavanaugh, Inc. 
(Plymouth - Chrysler - Impe- 

rial) marked its 31st anniversary in 

the same location at 557 Second 

St., Manchester, N. H., the firm ran 

a half-page ad in the Manchester 

Union Leader stressing the fact 

that it had been in operation for 

“11,322 days” and “there’s no sub- 

stitute for experience.” 

The layout included photos of 
Leo A. Cavanaugh, founder and 
president, and his son, James W. 
Cavanaugh, who is vice-president 
and general manager. There also 











Corvair Cooler— 


This is the John E, Mitchell Co.'s air 
conditioner for the ‘61 Corvair, The spare 
tire is removed from the engine compart- 
ment and the air conditioner is mounted 


on the hood. 
* 


Air Conditioner 
Reported Ready 


For’61 Corvair 


DALLAS.—Officials of John E. 
Mitchell Co., manufacturer of auto 
air conditioners, say that tests in 
the Modine wind tunnel indicate a 
full solution to the problems of air 
conditioning the 1961 Corvair. 


Problems inherent in the rear 
position of the engine have plagued 
air conditioning designers since the 
Corvair was introduced, the com- 
pany said. 

Mitchell’s Mark IV installation 
uses a reverse rotation compressor, 
steps up the speed of the fan, and 
seals off the engine compartment 
in such a way that all of the air 
entering the compartment flows 
over the condenser. No additional 
fan, with its power drain, is re- 
quired. No louvers need be cut. 

For the automatic transmission 
cars there is a choice of evapora- 
tors: Either Mark IV’s standard 
compact car unit, the Sportsman, | 
or a special rear package shelf in- 
stallation similar to the one the| 
company uses in the Thunderbirds. 
Only the latter fits the stick shift| 
models. 

Wind tunnel tests directed by 
Modine Mfg. Co. indicated that 
even after long periods of operation 
at slow speeds and idle, under most 
severe conditions, engine tempéra- 
tures stabilized below the warning 
light temperature, Pull down in the 
passenger compartment was excel- 
lent and fast, Mitchell officials said. 








was a group picture of the firm’s 
employes. 

During an open-house celebra- 
tion, models were on display, re- 
freshments were served to all per- 
sons who dropped in and a tran- 
sistor radio was given away. 

The anniversary recalled that 
Leo A. Cavanaugh opened a small 
office consisting of a desk and two 
employes on April 8, 1930. The firm 
now occupies all of the same build- 
ing. Before entering the auto busi- 
ness Cavanaugh sold horses, with 
the Manchester Fire Department 
as one of his top customers. 

* * OK 


Wagon Wheeling 


ENMORE MOTORS, Kenmore, 

N. Y., made a special pitch for 
station wagon business in the 
spring season with a newspaper ad 
featuring the theme: “Headquar- 
ters For Outdoor Living.” 

The dealership set up a special 
showroom display featuring a wide 
variety of Ford station wagon mod- 
els. Kenmore Motors emphasized 
there were 33 models to select from 
for immediate delivery. 

It also emphasized in the ad that 
it needed used wagons, with gener- 
ous allowances for 1957s, 1958s and 
1959s. 

* * * 


Since 1880... 


5 Ae re, INC., Niagara Falls, 
N. Y., promoted its service 
business with a newspaper ad 
which stressed that the firm has 
been in business since 1880—serving 
four generations of satisfied cus- 
tomers—starting as a carriage 
house. 

The dealer stressed these points 
in its service operation: 

1. 100 percent guarantee on all 
parts for 90 days. 

2. 100 percent guarantee on labor 
for 30 days. 

3. A free Lammerts “Safety 
Check” with every service job, 

4. The absolute cooperation of an 
organization geared to provide 
every customer with efficient, de- 
pendable service. 

* * * 


Rambler Package Deal 
OB’S RAMBLER, Atlanta, of- 
fered a package deal through 
April 24. The company offered a 
new 1961 Rambler and a sailboat 
free for the complete price of $1,795. 
Customers also were invited to 


enter a fishing contest with the 
following prizes: Home freezer, six- 
horsepower outboard motor, 19-inch 
TV set, Canadian fishing vacation 
and other items, 





PORT-A-WALL 


TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 
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BULLETIN: 


IN CASE YOU MISSED IT, the oil story your 
customers have been reading has been running in 
spreads and full pages in 1,340 newspapers. It is 
now repeated on the following pages. 

It tells about the greatest motor oil advance since 
10W-30. And it has already talked to 43,383,000 
readers. Marketers of Shell products are reaping the 
pay-off. 











piston is heated and conventional multi-grade motor oil dropped on it. As picture on 








| Hot piston test reveals the ash-free secret of Shell X-100 Premium. A simulated left shows, this oil leaves a deposit of additive ash. When the test is repeated as at 
right, with Shell X-100 Premium, all the oil vaporizes. There is no additive ash, 


REMARKABLE OIL 


Suddenly Shell makes every other motor oil obsolete 
—with a revolutionary new formula which fights 
five internal troubles that can shorten engine life 





Shell’s research into engine behavior 
reveals five common internal troubles 
that can shorten the life of your car. 

These troubles are additive ash, crank- 
case dirt, temperature changes, engine 
acid, and cooling system leaks. They all 
act silently and unseen. 

Read how new Shell X-100® Premium 
Motor Oil prolongs engine life by fight- 
ing all five troubles—and why Shell 
scientists can make this unique promise. 


opay, every Shell dealer in 

America has new Shell X-100 
Premium Motor Oil ready for 
your Spring oil change. 

New Shell X-100 Premium is 
a genuine scientific breakthrough 
because it is the only motor oil 
available that helps protect your 
car simultaneously against these 
five internal troubles that can 
shorten engine life. 

Do you know what these 
troubles are? If not, you owe it 
to your engine to read this ad- 
vertisement. Ten minutes’ time 
now can save you hours of 
trouble in the future. 


Trouble #1 
—additive ash 


Up to now, even the best pre- 
mium motor oils were powerless 
to guard against additive ash— 
because they actually created it. 
While endeavoring to keep your 
crankcase shipshape, some of the 
additives in these oils contrib- 
uted to the hard crust of ash 
inside your combustion chamber. 

All other premium motor oils 
still have the same snag. 


The trouble stems from the 
metallic additives used to pre- 
vent scuffing, sludge deposits, 
oxidation and so forth. 

These additives do what’s ex- 
pected of them, but with each 
stroke of the piston, they can 
leave a tiny amount of metallic 
salts in the combustion chamber, 
where they burn and form ad- 
ditive ash. 

This crusty ash, when allowed 
to build up, can seriously affect 
your car’s performance—and can 
make it knock and run roughly. 

New Shell X-100 Premium 
Motor Oil causes no such prob- 
lems. Shell’s revolutionary for- 
mula does not contain a single 
metallic additive. 

No metal additives. No addi- 

tive ash from motor oil. It’s as 
simple as that. 
Note for owners of older cars: 
With a little assistance from the 
driver, new Shell X-100 Pre- 
mium can help ashed-up engines 
to clean themselves. Here’s how 
you do it. 

Drain and refill with Shell 
X-100 Premium. Choose a long 
hill and accelerate your engine 


New Shell X-100 Premium. 
Look for the white can. 


as you go up. This heats up old 
deposits and makes them flake 
off. They then blow out through 
your exhaust. 

Repeat this uphill “gunning” 
treatment several times. No new 
additive ash will ever form from 
metal-free Shell X-100 Premium. 


Trouble #2 
—crankcase dirt 


All engines accumulate crank- 
case dirt no matter how well 
they are protected by filters. 

It can be carbon, contami- 
nants, combustion wastes and 
even plain old dust sucked in 
from the air. The problem is to 
stop this dirt from getting to- 
gether and forming sticky sludge 
which can clog your engine. 

Most premium oils use a de- 
tergent additive to do the job. 
And they perform well. But, like 
other additives, most detergents 
contain metals and cause that 
old devil—ash. 

Shell’s solution is to replace de- 
tergent with a remarkable new in- 
gredient known as a dispersant. 
Shell scientists call it Alkadine*. 


*Trademark 





Alkadine in new Shell X-100 
Premium helps keep your engine 
clean by holding dirt particles 
apart. Thus they don’t form 
sticky sludge. Some particles can 
be trapped by the oil filter; most 
are drained out when you change 
your oil. 

Oddly enough, nobody yet 
knows exactly how Alkadine 
works. But the proof of the 
pudding is in the testing (see 
next page). Engine parts stay 
far cleaner with new Shell 
X-100 Premium. And they tre- 
tain their power better. 


Note to compact car owners: 
Power loss due to dirty, sticky oil 
and to combustion deposits may 
not be noticed so quickly in cars 
with huge engines. But today’s 
compact cars can lose 10 percent 
of their total power from engine 
deposits alone. Such serious 
power loss is certainly apparent. 
Today you can go a long way 
toward avoiding this loss by 
keeping your engine clean with 
new Shell X-100 Premium. 


Trouble #3 
—temperature changes 


Many motor oils tend to become 
too thick when cold and too thin 
when hot. 

New Shell X-100 Premium 
with Alkadine puts a stop to ex- 
treme changes in viscosity and 
keeps its lubricant power 
throughout the most violent 
variations of season, weather and 
driving conditions. 

It is an all-year oil. Here’s 
how it works. 

Once again the main secret is 
Alkadine. It happens to have 
molecular structure that resem- 
bles a basket of eels. 

When Alkadine is cold, its 
eel-like molecules curl up as if 
for comfort. In effect, they take 
up less space in the oil—and the 


oil flows freely through the tight- 
est bearing, even on cold nights. 

Conversely, when the 
Alkadine in new Shell X-100 
Premium is hot, its molecules 
uncurl. They take up more 
room. The oil resists thinning. 

Thus, new Shell X-100 Pre- 
mium eliminates the danger 
from sudden temperature 
changes. It maintains the correct 
viscosity, even though your en- 
gine starts out cold and ends up 
hot. 

Shell X-100 Premium lubri- 
cates just as efficiently in Janu- 
ary as it does in June. 


Trouble #4 
—engine acid 


All automobile engines manu- 
facture acid. This can do far 
more damage than friction. It 
can eat away at engine parts in 
much the way stomach acid can 
cause ulcers. Then you're really 
in trouble. 

One way to combat engine 
acid is to make the oil alkaline. 
Many oils use this method. But 
here’s what happens. 

The neutralizing effect of al- 
kaline oil inevitably gets weaker 
and weaker as engine acid eats 
up the alkalinity—till it even- 
tually stops working completely. 
When this happens, your oil no 
longer gives you the anti-acid pro- 
tection that your engine requires. 

Shell tackles this troublesome 
acid problem in a new and 
better way. 

Thanks to Alkadine and other 
special nonmetallic additives, 
Shell X-100 Premium actually 
plates all engine surfaces with a 
tough, thin chemical film. 

In a chemical sense, the metal 
literally adsorbs some of Shell 
X-100 Premium’s protective 
qualities. Our chemists call this 


CONTD. NEXT PAGE => 








The piston ring in the picture above is radioactive. The ring will be replaced in a 
laboratory engine and the engine run. As the ring wears, the motor oil will carry 
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traces of radioactive metal to a sensitive ae service. Shell scientists will study 
these tests to learn more about engine wear and oil effectiveness. 









BREAKTHROUGH (Contd.) 


phenomenon “chemisorption.” 

This unique process of “chem- 
isorption” offers a longer-lastin 
protection against acid sack 
than any other method yet 
invented. 


Trouble #5 
—cooling system leaks 


Tiny leaks of permanent anti- 
freeze can play nasty tricks with 
many motor oils. 

These oils can react chemical- 
ly with permanent anti-freeze 
and form a horrible sludge. ‘This 
sludge can become so gooey that 
it can actually bring an other- 
wise healthy engine to a stand- 
still. When this happens, you're 
on the way to a major repair bill. 

New Shell X-100 Premium 
sets all such fears at rest. It re- 
sists reaction with any sort of 
anti-freeze. It shrugs it off. 

The additives in Shell X-100 
Premium resist washing out 
with water, too. In some oils, 
additives can be lost to water 
leaks. In Shell X-100 Premium, 
they stay in the oil to protect 
your engine. 


Do you pay more for X-100 
Premium protection? 
Yes, you do pay more. But the 


amount is so picayune, it’s penny- 
wise and dollar-foolish to ignore 
the longer engine life that you 
get from this new Shell oil. 

If you drive the national aver- 
age of 10,000 miles per year, the 
switch to Shell X-100 Premium 
(with regular oil changes) will 
cost you only $3.60 more than 
ordinary oil—give or take a 
nickel. And probably nothing 
extra if you already use a pre- 
mium grade, 

At most, Shell X-100 Pre- 
mium costs less than a penny 
extra a day. A trifling amount 
when you consider that every 
drop of Shell X-100 Premium is 
actually prolonging your en- 
gine’s life by protecting it from 
the five internal dangers listed 
above. 

If you still take this statement 
with a pinch of salt, we recom- 
mend that you take another 
couple of minutes to read the 
facts on the right. They'll open 
your eyes. 











How Shell scientists tried to ruin $270,000 worth 
of cars to prove new Shell X-100 Premium 


To prove and “wring out” new Shell X-100 
Premium, Shell used a whole new fleet of 
ninety test cars. All stock models. 

Shell test drivers drove over 5% million 
miles under all kinds of conditions—and Shell 
X-100 Premium proved itself time and again. 

If you are really interested in prolonging the 
life of your car, you should read the facts. 


RMED WITH their new 
$270,000 test fleet, Shell’s 

test drivers had great fun. 

They set out on a deliberate 
program of studied scientific 
brutality. Brutality to cars. 
Brutality to ordinary engine 
oils. Brutality to new Shell 
X-100 Premium. 

When the drivers brought 
the cars back, Shell’s scientists 
went to work. 


Engines torn apart 


They tore the engines down. 
Measured critical engine parts. 
Examined them for dirt and 
wear. 

They even used radioactive 
tracers in a laboratory engine 
to study the effectiveness of 
new Shell X-100 Premium. 
Here are six of their findings. 
They make good reading for 
anyone who wants to prolong 
the life of his car. 

1. Engine wear was minuscule. 
One car, lubricated with new 
Shell X-100 Premium, still 
had the tool marks on its piston 
rings after seventy thousand 
miles. No motor oil can lubri- 
cate better than that. 

2. Cleanliness ratings were 
exceptional. Shell X-100 Pre- 
mium’s average rating for lac- 
quer was 9.5 out of a perfect 
score of 10. A score of 9 is con- 
sidered to be excellent. 


3. Rumble, that strange new 
phenomenon, was curtailed 
with Shell X-100 Premium. 

Rumble is a sort of baritone 
knock. It afflicts high-compres- 
sion engines especially, causing 
an eerie and dangerous vibra- 
tion. 

Rumble is usually caused by 
combustion chamber deposits 
that make the fuel-air mixture 
explode prematurely. Shell 
X-100 Premium goes to the 
heart of the problem. It refuses 
to create new deposits. 

In one rumble test, Shell 
X-100 Premium allowed a 
high-compression engine to de- 
velop 22% more rumble-free 
power than an engine lubri- 
cated with ordinary oil. Shell 
X-100 Premium was 6% better 
on rumble than even expensive 
laboratory “reference oils.” 


4. Wear on cylinders and rings 
was scarcely detectable on cars 
using Shell X-100 Premium. 
After an amazing 120,000 
miles at racetrack speeds, one 
powerful eight-cylinder engine 
showed only .0002 inch cylin- 
der wear per 10,000 miles. 


5. Oil consumption with Shell 
X-100 Premium was a real 
cause for cheers. 

The average consumption 
for 9 cars driven at 60 mph to 
100 mph for one hundred 


thousand miles was only one 


The sticky mess at left is sludge. The test car was lubricated 
with ordinary oil. A part from another car is shown at right. 
This car had the same number of oil changes, but Shell X-100 
Premium kept the dirt dispersed so it has drained out with the oil. 


quart for every 1,800 miles. 
6. Sludge in crankcases lubri- 
cated with Shell X-100 Pre- 
mium was reduced to almost 
half the amount lubrication ex- 
perts consider acceptable. 

And that’s just six findings 
out of a thousand facts—all of 
which prove that new Shell 
X-100 makes every existing 
motor oil obsolete. 

Don’t you think it’s high 
time you changed to Shell 
X-100 Premium? If so, here’s 
the best way to do it. 


1. Drive your car until the en- 
gine is thoroughly warm. 


2. Ask your Shell service man 
to drain your oil while it is hot. 
Also make sure to tell him to 
replace the old oil with new 
Shell X-100 Premium. It comes 
in a distinctive white can. 
Check this point. 

No other premium oil will 
give you the same sort of pro- 
tection. 

3. If your car has an oil filter, 
have the filter cartridge 
changed, too. 

This will remove some of 
your engine’s old dirt and con- 
tamination. 


4. Have your air filter element 
cleaned or replaced also. It’s a 
simple job. And it helps pre- 
vent further unnecessary con- 
tamination. 

And that’s all there is to it. 
A few extra minutes in your 
Shell service station. A few 
extra pennies for a refill with 
new Shell X-100 Premium. 
And your reward, as these tests 
verify, can be longer engine life. 

Look at it any way you 
please. Shell X-100 Premium 
Motor Oil is quite a bargain. 





A BULLETIN FROM 
SHELL RESEARCH 
— where 1,997 scientists 
are working to make your 
car go better and better. 






















TURNINGS ... 


Army, Auto Engineers 
Tackle Same Problems 


AUTOMOTIVE NEWS, MAY 1, 1961 






By Joseph M. Callahan 


Engineering Editor 


AN EXAMINATION of the United States Army’s major 
automotive engineering problems reveals that, in many 
cases, they’re the same problems that the auto industry’s 
eaeinds ae se 


solve or will be asked to solve 
in the future. 

Solutions to these problems, 
which have been 
defined by the 
Long Range 
Technical Fore- 
casting Office of 
the Army’s Ord- 
nance Tank-Au- 
tomotive C o m- 
mand, are being 
aggressive- 
ly sought by the 
Army and by nu- 

z= merous private 
J. M. Callahan companies. 

Some solutions have been found, 
but they’re not satisfactory from 
the efficiency, economy or other 
standpoints. So, the investigation 
continues. 

One of the Army’s more intri- 
guing needs is a flexible drive line 
to transfer power from a vehicle’s 
engine to its drive mechanism. 
Such an unorthodox drive line was 
introduced on the ’61 Pontiac Tem- 
pest and it’s presumed that the 
Ordnance Command is studying 
this unit, 

Present drive lines are not sat- 
isfactory for military vehicles be- 
cause their gears and universal 
joints, which are necessary be- 
cause of changing power, suspen- 
sion and other situations, create 
maintenance ne and place 





No other shock absorber 
can take your customers 
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... because no other shock absorber dares to be different! 


If you could look inside the various 
makes of shock absorbers, you 


would see that MOOG shocks 


bigger and better in every detail 
.. totally different in design and 
construction all the way through. 


Compare feature for feature. Note 
the heavier gauge metal used in 
. the larger bore 


size and piston area, the progressive 
all the 


MOOG shocks. . 


valving and double seals... 








serious restrictions on vehicle 


design. A flexible drive line per- | 


mits the elimination of universal 

joints and other components, 

The Army feels that flexible drive 
lines would have fewer design re- 
strictions, would cause fewer space 
and environmental problems and 
would reduce weight. 

* * * 


HE flexible drive lines now used 
in some stationary applications 
are adequate only for low speeds 


14,000 Auto Parts 
Listed by Sears 


CHICAGO.—The 1961 Automotive 
Supply Catalog has been issued by 
Sears, Roebuck and Co., Inc., list- 
ing more than 14,000 parts and ac- 
cessories, 

Special sections list items for 
Model A Fords, Volkswagens, Jeeps 
and compact cars, The book also 
includes a complete line of naviga- 
tional timers, computers and ac- 
cessories for sports-car fans. 

A special booklet, Sears and the 
Automobile, has been published in 
connection with Sears’ celebration 
of its 75th anniversary during 1961. 
It contains historical material, cov- 
ering 1908-12 when Sears built and 
sold its own automobile. 
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little differences that make for top 
performance and long life. 


With solid proof like this, it’s easy 
to convince your customers that 
they’ll enjoy a smoother, safer, 
steadier ride on new MOOG Shock 


and limited torsional loads. The 
sought-after drive lines must oper- 
ate efficiently through the entire 
speed range and must not be af- 
fected by mud, snow, rain, temper- 
ature extremes, altitude and hu- 
midity. 

Also along these lines, the Army 
is looking for any power train 
components that will provide a ve- 
hicle with greater efficiency at all 
speed ranges. 

It has been asserted that pres- 
ent power-train components have 
fulfilled the requirements for 
which they were designed but 

that they now are too cumber- 
some, large, heavy, complex and 
inefficient for use in modern ve- 
hicles. 

The improved power trains will 
have to be compatible with the 
vehicular design objectives of lower 
silhouette, increased speed, better 
mobility and improved air trans- 
portability. 


* * * 
Hydrostatic Transmission 


_— the approaches suggest- 
ed are improvement of present 
components to an acceptable level, 
use of lightweight and high 
strength materials for more com- 
pact and efficient components and 
use of hydraulic or electric drives. 

Another major Ordnance problem 
is the development of an efficient 
hydrostatic transmission for con- 
verting the mechanical power of an 
engine to hydraulic power for driv- 
ing a vehicle. 

Existing hydraulic power trains 
are of relatively low pressure and 
low efficiency, Attempts have 
been made to use high pressure 
hydraulic systems, but these ef- 
forts have not yielded a substi- 
tute that is any more efficient or 
economical than present power 
trains. 

No attempt has been made to use 
hydraulic pressure of more than 
10,000 pounds per square inch for 
vehicular propulsion. 


There is a general belief that a 


Licensed by 
DeCarbon 


Two Great 
New Moog Shocks! 


COMMANDER (standard) 
SHOCK-BUOY (premium duty) 


THE FLUID’S ON THE FRAME 

where it gets the same smooth 
ride as the passengers, instead of 
the severe shaking of the axle. Mini- 








Wheel-Spring— 

One of the components sought by the 
Army Ordnance Command is a suspension 
system that could be totally enclosed in 
a wheel to eliminate failure because of 
rust, dirt and other foreign matter. 





hydrostatic transmission could pro- 
vide infinitely variable torque with 
maximum efficiency and fuel econ- 
omy from smaller engines. 

* * * 

NE suggestion offered was the 

possibility of using a conven- 
tional engine to drive a hydraulic 
pump of 10,000 PSI or more capac- 
ity. High pressure lines would 
transmit this power to hydraulic 
motors located at each wheel. The 
power supplied to each wheel could 
be varied. 

Another approach would be to 
transmit engine output to a con- 
ventional drive train through a 
high pressure hydraulic pump, It’s 
expected that this also would pro- 
vide an infinitely variable torque 
ratio and improved efficiency and 
fuel economy, 

The Army also is seeking a 
high speed transmission capable 
of delivering power from gas 
turbines which run as high as 
90,000 revolutions per minute and 
to do this with improved effici- 
ency and fuel economy. 

The power output of a gas tur- 
bine is closely related to the speed 
of the turbine. However, present 


turbines, according to the Ordnance 
people, are geared down to be com- 





i BME IN NS 


patible with existing transmissions, 
thereby reducing their efficiency. 
oK K * 


Gas Turbine Eyed 
ene aircraft have demon- 
strated to the military the abil- 
ity of the jet, or its vehicular 
counterpart, the gas turbine, to de- 
liver vibration-free power. Now, 
the Army wants to use this engine 
for vehicles, if a transmission is 
found for transmitting the power 
efficiently. 

Among the possible solutions to 
this problem are an hydraulic 
transmission that could absorb 
and reduce the power input and 
then convert the hydraulic energy 
to mechanical energy for distri- 
bution to the drive mechanism, 

Another approach consists of 
using the gas turbine to drive an 
electrical generator which would 
drive electrical propulsion units. A 
third approach would be a mechan- 
ical transmission that could change 
gear ratios at high speeds. The 
high speeds could then be reduced 
to a usable level and this would 
make a transmission of reduced 
size and weight possible, 

* ES * 


1. Army also is searching for 
an economical method of utiliz- 
ing nuclear energy for vehicular 
propulsion, Nuclear energy is now 
converted to mechanical energy, 
but only through the use of large 
reactors that require considerable 
radiation protection, 

A small powerplant using radi- 
oisotopes for a power source has 
been developed, but the amount 
of power generated is not suffici- 
ent to have any immediate value 
in driving a vehicle. However, it’s 
felt that this approach has po- 
tential. 

Nuclear military vehicles would 
be very desirable because they 
would have an unlimited operating 
range which would be extremely 
valuable under combat conditions. 
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Absorbers. And every sale you 
make means one more satisfied 


mizes fluid agitation and fluid foam- 
ing, even at today's higher speeds. 


That's why MOOG Shocks never fade, 
never weaken when the going’s rough. 


customer . . . one more who’ll keep 


coming back! 


FREE SILVER-PLATED DINNER- 
WARE with each MOOG Shock 
Assortment #44. Build up a com- 
plete service. Contact your MOOG 
jobber or distributor today! 


SAFETY RESERVOIR AT TOP locks in air 
bubbles and prevents them from mixing 
with shock absorber fluid to assure 
steady performance throughout today's 
longer trips. 


EXTRA-LARGE OPERATING BORES in 
both MOOG Shocks are a full 14" larger 
than competitively-priced shocks. This 
means lower pressure, 


less wear... 


MOOG 
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longer shock life for today’s extra 
mileage. 


TWIN SEALS give double protection 
against fluid loss. 


TRIPLE-WELDED MOUNTS are 50% 
stronger than conventional welds, re- 
duce comebacks. 


MOOG INDUSTRIES, INC. 
St. Louis 33, Mo. 


MOOG MEANS MORE UNDER-CAR BUSINESS 


















— Saya 


For Full Information 


on Installing Series 53 and 


71 Diesels in trucks you sell 


... mail this card today. 





Yes, I’m interested in learning more about how Series 53 __ 
and 71 Diesel engines can be installed in trucks | sell. ~ 


[_]Also please send me a copy of 20-page book, ‘‘ Why 
Series 53 Diesels for Small Trucks.”’ 


Name 
Dealership 
Street Address 
Makes Handled 


City 


DETROIT DIESEL 
13400 West Outer Drive 
Detroit 28, Michigan 


First Class 
Permit 10,688 


PAID 


Section 34.9 P.L.&R. 
Detroit, Mich. 





Series 53 and /1 
TRUCK DIESELS 


Can easily be installed in most 
any make or model truck 
from 16,000 GVW up. 


GET THE FULL STORY! 
MAIL CARD TODAY! 








How many 
truck sales 
will you lose in ’61 
if you don’t offer 


a Diesel in light 
trucks? 





The swing is to Diesel in light trucks as well 
as heavy. 

Are you going to get your share of this 
growing market? 

You can by getting in touch with your 
nearby distributor of Series 538 and 71 
Diesel engines. 

Get together with him now. He has truck 
Diesels to fit most any make or model from 
16,000 GVW up, flywheel housings and kits 





to make many installations fast and easy. 


Call your GM Diesel distributor today. 
You’ll find him in the Yellow Pages under 
‘Engines, Diesel.’’ Then, when the prospect 
asks for a Diesel, you’ll be able to quote 
prices and performance—nail down the sale 
on the spot. 


DETROIT DIESEL ENGINE DIVISION 
GENERAL MOTORS, DETROIT 28, MICHIGAN 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Parts and Service Worldwide 


Series Bd © Series 71 


TRUCK DIESEL ENGINES OF THE ALL-PURPOSE POWER LINE 





SERIES 71—“V" and “in-line”’ 


SERIES 53—“V"’ and “‘in-line’’ 
engines 145 to 434 H.P. 


engines 97 to 185 H.-P. 
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Many Units Obsolete Under New Code... 





‘Low-Temp’ Boom Seen 


By Jack Weed 
Truck Editor 


i. of the fastest-growing 
branches of “on rubber” 


transportation is wondering 
what will happen if the code is- 
sued by the Assn. of Food and 
Drug Officials of the United States 
should be rigidly enforced in the 
seven states which have adopted 
part or all of it. 

AFDOUS already has rejected 
the frozen-food industry’s sugges- 
tion that the code be used only 
as a guide and not law by regu- 
latory agencies. However, the as- 
sociation admits that the code 
includes sections pertaining to 
various segments of the industry, 
including transportation, which 
are not suitable in present form 
for adoption into law by states 
and municipalities. 

The code is being tried in Massa- 
chusetts on a voluntary basis, and 


Truckin’ 





RUCK factories are advising 

their dealers to work more 
closely with local equipment dis- 
tributors. Many dealers are not 
realizing the full profit potential 
on the trucks they sell by not sell- 
ing the bodies and equipment that 
must go on the truck to make it 
an efficient hauling unit. 

Chevrolet and Ford, in particu- 
lar, drive home this salient point 
in their truck salesmen training 
courses. 

In this year’s training course, 
Chevrolet had this to say to the 
salesmen working for Chevrolet 
dealers across the nation: 

“Work with your special equip- 
ment representative. There are 
many services he can provide, ex- 
plaining his equipment line item 
by item, supplying you with prod- 
uct information literature, mar- 
ket information, bulletins, and 
price lists; giving you pointers in 
fitting trucks to various jobs; 
pointing out the things that make 
the difference between profit and 
loss to you. 

“And don’t forget, his company 
carries a complete inventory of 
equipment, parts and tools for 
mounting his equipment on your 
truck chassis. 

“When it comes to getting a sig- 
nature on the dotted line, more 
than one special equipment distrib- 
utor has been known to go out 
with a truck salesman and help 
sock in the deal. 

“Your special equipment man is 
one helpful guy to know and work 
with. There’s just one requirement: 
Play it square with him.” 

* * # 


On Price, Keep Mum! 


puat last phrase is all impor- 

tant. Truck dealers and truck 

salesmen cannot expect to get full 
(Continued on Page 24, Col, 1) 
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as one refrigeration engineer close 
to the picture comments: “It would 
take but one small epidemic to stir 
the majority of our states into ac- 
tion.” 

Basically, the code specifies that 
the temperature level in refriger- 
ated units must be maintained at 
zero degrees or lower. 

June 1 is the date set by AFD- 
OUS for the final report by the 
Frozen Foods Standards Committee 
for any changes the food and drug 
officials fee] should be made in the 
wording of the code. 

The Frozen Food All-Industry 
Coordinating Committee has count- 
ered with its own code in hopes 
that it can induce the food and 
drug officials to agree to a volun- 
tary policing of the industry. 

Not even members of the frozen- 
food committee, however, see much 
hope of voluntary action because 
too many states are pushing for 
immediate compliance with the 
AFDOUS code. 

* * * 

oo members of the industry, 

mainly shippers and engineers 
for makers of low-temperature 
equipment, already are saying that 
the AFDOUS code is not stiff 
enough, especially as it is being 
applied in Massachusetts and 
Maryland. 

They feel that no allowance 
should be permitted from zero 
temperatures regardless of equip- 
ment. At present the AFDOUS 
allows a rise in temperature to 
plus 10 degrees under some con- 
ditions. 

It was thought that the issuance 
of the code would hit trailer mak- 
ers and long-distance haulers first 
and then the wholesale-and-retail- 
delivery trade, but this has not 
been the case. The retail and 
wholesale transporters are being 
checked along with the long-dis- 
tance haulers. 


dustry, as well as those who deliver 
milk and other products, are watch- 
ing the situation with some alarm. 
One industry expert, a member 
of a committee studying problems 
brought on by the transportation 
of frozen foods, said “it will be very 
interesting to see just how the 
trucking industry reacts to this 
situation. Actually the handling of 
frozen and perishable foods is fair 
in the trailer field, and poor with 
little sign of improvements in the 
truck-body field.” 
* * * 


Maker, Dealer Can Help 


vus puts it squarely up to the 
truck manufacturer and truck 
dealer to do everything they can 
to protect buyers of dee p-freeze 
(Continued on Page 23, Col, 1) 





"Cold Storage’ Fleet— 


This fleet of Borden trucks blazes the 
trail for future fleet operations in the 
low-pressure field. These trucks, equipped 
with holdover plates, are loaded at night 
and put on charge so that they are ready 
to go in the morning. They, thus become 


Thus, the entire frozen-food in-| a part of the firm's cold storage facilities. 





Truck and Trailer Show 


Draws 15,000 


By William Carroll 
West Coast Editor 

OS ANGELES. — Nearly 15,000 

truckers and truck service per- 

sonnel attended the three-day Na- 

tional Truck, Trailer and Equip- 

ment Show which closed April 15. 

Show Manager Paul Theodore 

told Automotive News that his 

show was bigger than ever be- 
fore. 

“We had more large displays, 
and better engineering talent staff- 
ing the displays, than in last year’s 
show,” he said. “About 75,000 square 
feet of exhibit space was taken by 
the 65 exhibitors,” (The 80,000 
square foot Great Western Exhibit 
Building appeared about 70 percent 
occupied.) 

The show, sponsored by the Auto- 
motive Council of Los Angeles, in- 
cluded exhibits and displays by 
major manufacturers, Among these 
were Dodge, Chevrolet, Ford, In- 
ternational, GMC and Cummins 
Diesel. 

ok * * 

N UNUSUAL exhibitor was 

Isuzu Motor Co. of Japan. Two 
Japanese trucks were shown. One 
was a large 190-horsepower (230 
with turbocharging) over-the-road 
rig. The other, a small panel, offered 
either gasoline or diesel power. 
West Coast price of the gas panel 
is $2,500. 

Akira Komatsu, of the Japanese 
truck builder said, “We're only be- 
ginning over here, In the past year 
we’ve sold one of the large units 





on Coast 


and four panels. They are being 
tested extensively.” 

Truck drivers inspecting the 
Japanese products found them 
well built. As one driver said, “It’s 
a nice unit, but the cab and con- 
trols are not placed properly for 
a big man.” 

At the Chevrolet truck display, 
Salesman C. E. Hines said, “It’s a 
good show. We've had quite a bit 
of activity and it looks like we’ll 
wind up with a few orders, Most 
of the people we talk with are 
drivers who come down to make 
comparisons between our equip- 
ment and the trucks they now 
drive.” 

The International Truck people 
reported plenty of action on the 
new Scout, but little serious in- 
terest in the big jobs. 

“We never do too much business 
at a show,” claimed Wallace Mor- 
gan, Cambria Spring Co. “We meet 
people we should, then follow up 
the inquiries.” 

* ok * 
REPRESENTATIVE of Rock- 
well-Standard Corp. commented, 

“For the location and type of show, 
it’s good. We’re seeing top mainte- 
nance people who are interested in 
our products.” 

Many exhibitors were of the 
opinion that large-equipment 
buyers were not visiting the 
show. 

Attendance estimates by exhibi- 
tors ranged from 8,000 to 12,000 for 
the three-day event, 





Eight-Hole Job— 


The new, eight-hole power take-off 
mounts directly on to the transmission case 
designed to take it. This take-off provides 
69 percent of input in high speed and 
85 percent of input speed in reverse. Can 
be used for large winches requiring re- 
versing action. 


Sales Descend 
From 1960 Pace; 
Willys, S-P Up 


EW-TRUCK sales fell off in 

February after the year got a 
solid start in January. Result: This 
year’s sales are running behind the 
1960 pace. 

Sales in February totalled 
59,322 units, figures from R, L. 
Polk & Co. show, It was the low- 
est February total since 1958, 
falling 4.79 percent below the 
62,307 truck sales in January and 
14.745 percent below the 69,588 
sales in February, 1960. 

Willys and Studebaker pushed 
their February sales above the total 
for the like month of last year but 
all other makers suffered declines. 
However, Ford was able to restrain 
its fall and take over first place in 
the sales race. It was the first time 
that Ford had been No. 1 since last 
October. 

* * * 

HE sales of each of the lines for 

February of this year and last 

were: 











Feb., Feb., 

1961 1960 
EINE dacpsuvccsnccxemcconeeee 19,937 21,460 
Chevrolet. ._............... 19,898 24,111 
International ............ 6,060 8,194 
MMMM, siictsssckommticanane 5,150 
IDs sesiessascesessvscesseres 2,993 
Willys ...... 2,058 
White ...... 1,028 
OE os escsidevsaxtseasic 852 
Studebaker 138 
Diamond T 198 
Brockway 90 
Miscellaneous. .......... 2,071 3,316 
TOUMER . cisiisscscguveacseren 59,322 69,588 


New-truck registrations in the 
(Continued on Page 25, Col. 3) 








Power Takeoffs 
Fit Extra Needs 


Expanding Market 
Brings New Versions 


| Saetry pa oe growth of bulk 
solid-fluid transportation, the 
demands of jet fueling of aircraft, 
the desire to drive large air com- 
pressors with the truck’s engine 
power and many other extremely 
heavy uses for taking power off the 
truck engine to drive accessories 
has brought about a new develop- 
ment in the power takeoff field. 

A number of variations of the 
standard power takeoffs have been 
used to meet the new requirements 
brought on by this rapidly expand- 
ing market. These variations in- 
clude split shaft takeoffs and the 
flywheel type units. 

However, it is claimed that the 
extra-heavy service imposed has 
created a high maintenance cost 
situation. 

To meet this new need of the 
transporters, Spicer has developed 
an entirely new version for trucks 
—an eight-hole bolt hole type take- 
off—plus a new case for its 6000 
series transmission. This has power 
takeoff openings to fit the new 
heavier unit. 

The new eight-bolt unit is not an 
entirely new development as it has 
been used in numerous off-highway 
applications with such transmis- 
sions as the Allison, large Fuller 
and Twin Disc. 

* * * 


_ its application to trucking 
operations, the Spicer unit now 
makes it possible for many trans- 
porters who formerly used to have 
to rely on separate auxiliary en- 
gines for their power to drive the 
accessory components or to use @ 
split shaft unit that necessitated 
cutting the driveshaft and insert- 
ing the unit in the drive line to 
obtain their power. 

The eight-bolt takeoff installed on 
a Spicer 6000 transmission will de- 
liver 500 foot pounds of torque or 
95 horsepower at 1,000 revolutions 
per minute output shaft speed for 
intermittent service. It is being pro- 
duced in both one speed forward 
and one speed reverse to meet all 
requirements. Several speed ratios 
are available, dependent upon ap- 
plication. 

Designed to withstand high 
torque and the horsepower nec- 
essary to operate such heavy- 
duty equipment as bulk cement 
and other fluid-solid blowers, 
earth boring augurs, large 
winches (30,000 pounds capacity 
and over), centrifugal pumps, 
hydraulic pumps, air compressors 
and similar equipment, the new 

case is available for both original 
(Continued on Page 22, Col, 1) 





Larger Unit Handles More— 


Spicer’s eight-bolt hole power take-off, right, is considerably larger than the 
standard six-bolt unit shown at left. The eight-bolt unit is offered as an alternate 
to the installation of split-shaft gear boxes frequently required to power high-torque 
materials handling accessory equipment. Center holes, top and bottom, are dowel pin 


holes for alignment purposes. 

















e UP TO 434 LBS. 
MORE PAYLOAD 


e A SMOOTHER RIDE 
LOADED OR EMPTY 


e LESS WEAR AND 
TEAR ON TRUCK 
AND CARGO 





















COMPLETELY NEW 
IN DESIGN... 
EXCLUSIVE “TAPER-LEAF” SPRINGS _It isn’t the amount of spring steel but the way that it is used that 


gives strength to springs. With only two long tapered leaves in 





MEAN LESS WEIGHT— each spring Rockwell-Standard can achieve the same strength 
and load carrying capacity that standard suspensions can carry 
MORE PAYLOAD with multi-leaves...and at less than half the weight. 


Optional aluminum frame support brackets and torque’rods cut 
suspension weights by almost 25%. 


BALANCED “CRADLE-RIDE”’ 
FOR SMOOTHER GOING—LOADED OR EMPTY 


Balanced design with long resilient springs assures an easy 
buoyant ride and reduces vehicle hopping, pitching and 
swaying. Because of greatly reduced inter-leaf friction even 
slight road imperfections are absorbed. This shock absorb- 
ing action keeps vehicles tight, minimizes maintenance, 
reduces cargo damage and makes handling easier on or off 
the road. 


A A 
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*piher Rou Yy.. ROCKWELL-STANDARD 


CORPORATION STANDARD 





Transmission and Axle Division, Detroit 32, Michigan 
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Many New Versions... 
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Power Takeoffs Fit 
Widened Demands 


(Continued from Page 20) 


equipment or as a replacement 
assembly. 

It is readily interchangeable with 
the standard six-bolt hole case now 
in use in the field. 

* * * 

_s ADDITION to the new eight- 

bolt aperture on the right side, 
the case is designed with standard 
six-bolt aperture on the left side. 
An adapter, which permits chang- 
ing the eight-bolt aperture to six- 
bolt, also is available, further in- 
creasing the versatility of the unit. 
Standard six-bolt PTOs mounted to 
this adapter obtain increased 
speeds and appreciably more power, 
it is claimed. 

As the need for utilizing the 
power of the truck engine has in- 
creased through the years, the de- 
velopment of power takeoffs has 
continued to keep pace with the 
needs of the truck operators. 





power takeoff was used primarily 
to actuate hydraulic pumps for 
hydraulic dumping mechanisms 
and for other power applications 
of a similar nature. 

Application of the power takeoff 
has become more complex. Cur- 
rently contractors’ demands for 
utilizing the power of the truck en- 
gine instead of resorting to auxil- 
iary engines for many power-driv- 


Two Eastern Firms Add 


10 Mack Diesels to Fleets 


PITTSBURGH.—The purchase of 
10 more Mack B67T diesel tractors 
by Continental Transportation 
Lines, Inc., McKees Rocks, Pa., has 
been announced by Mack Trucks, 
Inc. 

Mack also announced the sale of 
six B61LT diesel tractors to Van 
Rompaye Trucking Corp., Chester, 


In the early applications the |N. Y. 






WORLD'S LARGEST PRODUCER 
OF AUTOMOTIVE 
WHEELS, HUBS AND DRUMS. 


AUTOMO 





KELSGEY-HAYES 


VE AVIATION AND AGRICUL 


TURAL PARTS HAND TOOLS FOR INDUSTRY AND HOME 





en truck accessories have made the 
job of selecting the proper power 
takeoff to do the wanted job more 
than that of simple selection. 

In many cases the very location 
of the takeoff determines to a great 
extent the efficiency of the installa- 


tion, 
aK * + 


IHUS, it behooves truck dealers 

and salesmen to take their 
power takeoff problems to truck 
equipment distributors who are 
thoroughly acquainted with the 
many takeoff options available and 
who have had the experience neces- 
sary to make the proper installa- 
tion. 

This is particularly true today 
when contractors are demanding 
that the truck engine power to be 
used in many heavy-duty installa- 
tions that but a few years ago 
would be considered a practical im- 
possibility. 

With the constantly increasing 
cost of truck operation, these 
men are looking to be relieved 
not only of the initial cost of the 
auxiliary engines that have been 
used for this heavy-duty service 
but wish to eliminate the extra 
maintenance cost of keeping this 
auxiliary power in efficient run- 
ning condition. 

As the contractors demand that 


TO MEET 





Split-Shaft Type— 

The split-shaft power take-off is still 
used in many applications where full- 
engine torque is required. This was the 
second stage in the development of power 
take-offs. Operators are able to get vari- 
ous transmission speeds with the unit. 
This unit must be installed in the drive- 
ine. 

* * ea 
such fluid-solid commodities as 
cement and flour be transported in 
bulk, the transporters have been 
driven into demanding heavier and 
more efficient power takeoffs to 
take care of the extra demands. 

The top mounted power takeoff 
was one of the first units brought 
out to deliver high torque or full 
engine torque to drive such acces- 


THE CHALLENGE 


OF THE FUTURE 


Over one-million square feet of floor space 






(bigger than twenty-three football fields). 
That's the size of Kelsey-Hayes’ new corporate 


headquarters and automotive wheel 


manufacturing facilities at Romulus, Michigan. 


With centralized control and all facets 
from development through production 
under one roof, the new Kelsey-Hayes 


plant is equipped with the best. . . with 
everything it takes to meet the challenge 
of finest in wheels for the great new cars 
of the future. Kelsey-Hayes Co., Romulus, Mich. 





GOMBRANINT 


OPERATIONAL PLANTS: Detroit, Jackson ané 
Romulus, Michigan; Los Angeles, California; 
Philadelphia, Pa.; Springfield, Ohio; New Hartford 
and Utica, N. Y.; Davenport, Iowa; Rockford, 
Illinois; Windsor and Woodstock, Ontario, Canada, 








sory equipment. This unit could 
only be mounted on an auxiliary 
transmission. Thus, the operator 
could only use this type of takeoff 
when he had an auxiliary trans- 
mission in his power line. 

* * * 


OLLOWING development of the 

top mount came the split-shaft 
type of power takeoff. This unit 
had to be fitted into the power line 
the same as an auxiliary transmis- 
sion, which meant cutting the 
driveshaft and shortening it to 
mount the split shaft PTO in the 
line, 

The split-shaft PTO was and is 
a versatile unit, enabling the opera- 
tor to obtain various speeds to ac- 
commodate the demands of the 
driven equipment. 

Another field of transportation 
that has demanded a better 
heavy-duty PTO has been the jet 
aircraft refuelers, where the time 
element is critical. Another need 
has developed among those who 
use wood chippers where tree 
limbs and chunks are ground into 
small bits for ease of transporta- 
tion. 

Another field that has demanded 
a heavier-type PTO comprises 
truck servicing units and other air 
compressor mounted installations, 
where the transporter has been 
forced to use auxiliary power in 
the past. Utility companies have 
also demanded such a PTO to take 
care of supplying power for their 
large earth-boring machines. 

In addition to Spicer PTO’s made 
by Dana Corp., Toledo, power take- 
offs also are made by the Chelsea 
Division of Dana; Tulsa Winch Di- 
vision, Tulsa; Arrow Gear Division, 
Broken Arrow, Okla. (also sold by 
Braden Winch Division, Tulsa); 
Ramsey Winch Mfg. Co., Tulsa; 
Anthony Co., Streator, Ill.; Muncie 
Parts Division, Muncie, Ind.; Rock- 
ford Clutch Division, Rockford, II1.; 
Cotta Transmission Co., Rockford, 
Ill., and Gar Wood Industries, Inc., 
Wayne, Mich. 

PTO’s also are sold by many 
other manufacturers of power driv- 
en assemblies, 

* 


* * 





First Take-Off— 


The top mounted power take-off was 
the first unit developed by Spicer to en- 
able operators to obtain the high torque 
or full-engine torque to drive heavy ac- 
cessories. The unit was mounted on an 
auxiliary transmission. 





Later Version— 


This improved version of the split-shaft 
power take-off is designed for a range 
of applications calling for an output shaft 
extending to front or rear with top, right 
or left side mounting. This version still 
is used for fire apparatus, jet refuelers, 
air compressors and other heavy-duty in- 
stallations. 


White Sells to Lease Firm 


CLEVELAND.—Orders for 65 
White compact trucks have been 
received from Lease Plan Interna- 
tional, Inc., Great Neck, N. Y., by 
the White Truck Division. They 
will be used by Liebmann Brew- 
eries in New York City. 
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Many Units Obsolete Under New Code. .- . 
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‘Low-Temperature’ Boom Seen 


(Continued from Page 20) 


trucks and to make as certain as 
possible that the equipment they 
sell this year will not be obsolete 
next~-year. 

After June 1 if the states of 
Massachusetts, Connecticut, Flor- 
ida, Illinois, Maryland, New 
York and Tennessee decide to en- 
force the code, most of these 
truck bodies would become ob- 
solete, 

It has been estimated that only 
10 percent of the insulated truck 
bodies are mechanically refriger- 
ated, while approximately 90 per- 
cent of the insulated trailers are, 
and satisfy code restrictions. This 
situation leaves a very attractive 
market for the refrigerated truck 
body. ; 

Buyers of low-temperature equip- 
ment today are cautious because it 
takes only a relatively small rise 
in temperature to cause many 
frozen foods to lose their taste and 
become “flat” even though they are 
not dangerous to use. 

Industry opinion indicates that 
great strides are being taken in 
the construction of “low-temp 
boxes” by several trailer and truck- 
body builders, that they are invest- 
ing considerable sums of money in 
the developing of new and more 
efficient types of insulation, and 
that they are in position to guar- 
antee the customer that they can 
furnish a unit which will meet 
the customer’s transportation 


needs. . 
But it cannot be done at a price. 
* * * 


| | ete is a situation where until 
more is known about the prop- 
erties of some of the new insulating 
materials and methods of construc- 
tion, the best is none too good. 
And the best thus far in the trans- 
portation of frozen foods has be- 
come the most economical. 

The growth of the frozen-foods 
industry in the past few years 
has been phenomenal, according 
to makers of refrigerating equip- 
ment, and they feel it is still in 
its infancy. Many believe its 
growth might have been far 
greater if quality had been main- 
tained with proper refrigeration. 

But because of stiff price com- 
petition, too many people in the 
distribution chain failed to realize 
that dollars saved through inade- 
quate refrigeration can be sacri- 
ficed in the long run by the loss 
of consumer and customer confi- 
dence, 

Most current retail and whole- 





sale truck refrigeration had its 
origin in the dairy and meat in- 
dustry, where temperature require- 
ments are not so exacting. Only a 
small percentage of the equipment 
on the road can achieve and main- 
tain subzero temperatures. 

There has been an increasing 
awareness in the last few years of 
the sales value of a frozen food 
maintained in a high quality con- 
dition, and there has been increas- 
ing pressure from within the in- 
dustry by frozen-food packers for 
better temperatures and for units 
which hold those temperatures 
while unloading. A few food chains 
have achieved astonishing sales in- 
creases by maintaining high qual- 
ity standards. 


* * * 
Concern Is Widespread 


ONCERN in the industry has 

been widespread. If the AF'D- 
OUS code were adopted in its pres- 
ent form, most refrigerated trucks 
would be incapable of maintaining 
the required temperatures. Despite 
excellent insulation, the heavy load 
imposed by frequent door openings 
would require a refrigeration ca- 
pacity beyond the ability of most 
equipment now being sold. 

It seems inevitable that stiffer 
temperature requirements will be 
imposed sooner or later, and 
from all indications sooner. Deal- 
ers should sell such equipment 
with the code requirements in 
mind. This may mean more 
maintenance expense and higher 
initial cost, but any other ap- 
proach today may be very costly. 
There is need for distributor 
service in the refrigeration field, 

according to many experts in the 
business, and in some areas suc- 
cessful sales-service operators are 
beginning to appear. 

Car and truck dealers who have 





air-conditioned service facilities 
might find it profitable, and a good 
sales aid, to have their air-condi- 
tioning men learn the functioning 
of low-temperature refrigeration 
systems. 

Not only is the transportation of 
frozen foods an exploding market, 
but the insulation of the modern 
bodies also is moving ahead rap- 
idly. 

* * * 
T LEAST one trailer and one 
body firm will announce full 
foam-urethane insulation within 
the next 30 days. In this type of 
body the insulation is foamed into 
the panels, and because it is a 
foam, it completely fills every nick 





Activities Abroad 
WASHINGTON.—A new edition 
of the booklet, Activities of Ameri- 
can Chambers of Commerce 
Abroad,” has been issued by the 


and cranny in the body walls. As 
it has the property of adhering to 
both walls and structural members, 
it not only adds strength to the 
unit but enables higher insulation 
values with less thickness. 

Some very interesting and suc- 
cessful work has been done with 
liquid nitrogen and carbon di- 
oxide. Both will drop box temper- 
atures quickly and hold for a 
number of hours. Neither has 
any detrimental effect on frozen 
foods, it is claimed. 

While everyone is talking about 
less weight in refrigerated boxes, 
the experts claim we have reached 
a point when the emphasis should 
be put on quality, and that trucks 
and trailers for this service should 
be built to stand at least 10 years 
of hard usage to be economical. 

The trucker dealer, however, 
should be careful to take his “low- 
temp” problems only to body or 
trailer firms with experience and 
those who will guarantee to build 


Chamber of Commerce of the;to meet the customer’s require- 


United States. 


| ments. 
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Insulated for Low Temperatures— 


This retail delivery truck, produced by Divco Truck Division, Divco-Wayne Corp., 
Detroit, is one of the units now in service in the milk and meat industry. It has the 
insulation to hold for low-temperature work. The rear doors on this truck body are 
of ribbed, plastic-pan construction. This is the type of body being used by the 
Bureau of Standards for low temp tests. 


ee 


Wondering how new-car and truck production and sales are makin ? 
g out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





THE NEW 


Now offered in regular transcontinental passenger service, 
American Airlines’ new 707 Astrojet brings you a new 
standard of jet performance by the airline that’s first 
choice of experienced travelers, 


Powered by revolutionary new Jet-Fan engines, the 707 
Astrojet greatly outperforms all other airliners. It takes 
off more quickly, uses far less runway than the best of 
standard jets. Aboard it, you experience a wonderful 
feeling of confidence as the Astrojet climbs swiftly to 
*Service mark of American Airlines, Inc, 


* 


JET AGE: STAGE IT 


cruise easily, smoothly, within the transonic range— 
faster than any other jetliner in the world. 

In keeping with its 25-year tradition of leadership, 
American is proud to be first in bringing you this new 
dimension in jets—this historic new era in air travel. 


AMERICAN AIRLINES 


America’s Leading Airline 












Truckin’ e ce ce ec By Jack Weed 
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buyer is going to demand long life 
so that the equipment amortization 
is such that his cost of operation 
will remain within reasonable 
limits. 


cooperation from the special equip- 
ment distributor or his salesmen 
if they are given the “cutthroat” 
treatment, if they are left holding 
the bag if the deal gets tough or if 
the dealer tells the customer the 
distributor’s price to the dealer. 

Revealing the distributor-to- 
dealer price of truck equipment 
to the retail buyer destroys the 
margin of profit in that piece of 
equipment for all the truck deal- 
ers in the area, makes it almost 
impossible for the distributor to 
work with the dealer and puts 
the equipment distributor in an 
embarrassing position of having 
to take the business directly be- 
cause some thoughtless or spite- 
ful dealer has destroyed the pric- 
ing structure of the product in 
the area. 

Chevrolet goes into this dealer- 
distributor relationship even fur- 
ther when it tells its truck sales- 
men: 

“The real ‘pro’ knows his special 
equipment representatives well. He 
treats them as valuable colleagues 
and works closely with them be- 
cause he knows they can help him 
before, during and after a sale in- 
volving special equipment. 

“Before the sale special equip- 
ment men help by acting as a 
prime source of information on the 
ins and outs of special equipment. 

“During the sale, they make 
recommendations in the hard-to- 
figure applications, and often go 
out to help close a tough deal. 

“After the sale, they are invalu- 
able in providing fast, efficient 
service for the equipment, and sug- 
gesting quick remedies if trouble 
develops.” 


* * * 


New Signs for IH 

NTERNATIONAL HARVESTER 

has placed what is termed one 
of the largest orders for dealer 
road signs. 

The signs will be nearly 13 feet 
wide and 15 feet high when erected 
and allow International dealers to 
emphasize the phases of their busi- 
ness that they wish to without de- 
stroying the continuity of the sign 
or its basic design. The name of 
the dealer goes in a big panel ap- 
proximately 4 by 8% feet, with the 


Allen Buys Olds Deal 


DALLAS.—4Jim Allen has pur- 
chased Freeman Olds at 2029 S. 
Garland St. The firm will be known 
as Jim Allen Olds Co. 


* * * 
Unfair Practices 


oO*. COURSE, no factory men or 
real truck dealers condone the 
practices of a few truck equipment 
distributors who take the attitude 
that the truck dealer ig not essen- 
tial to their sales program and de- 
liberately go behind the dealer’s 
back or drag a favored dealer into 
the picture when the distributor 
was brought in by another dealer. 

What I am trying to bring out 
is that neither the dealer and his 
salesmen nor the distributors and 
their salesmen are blameless for 
the bad relationships that exist to- 
day in certain areas. 

This is an area that hits di- 
rectly at both truck dealer and 
equipment distributor profits and 
while it seems almost useless to 
talk about ethics in business to- 
day, the very law of self-preser- 
vation should work to bring 
about a better relationship be- 
tween the two most important 
forces in the maintenance of our 
rubber transportation. Even the 
most important person in the pic- 
ture, the customer, suffers when 
legitimate profits go out the win- 
dow. 

A harmonious working-together 
will be essential if the Food and 
Drug Administration is successful 
in getting enforcement of its AFD- 
OUS code. Here is an area where 
the truck dealer, the equipment dis- 
tributor and the body builder will 
have to work as a team or the 
truck dealer will be left out of the 
picture beyond selling the chassis 
upon which the body and equip- 
ment will be mounted. 

Another area of essential work- 
ing harmony between the two is 
seen in the fast growing demand 
for truck engine driven heavy 
duty equipment like bulk cement, 
grain and flour, post hole diggers, 
large compressors and other items 
of like nature. Here it will take 
engineering to work out the proper 
power, speeds and time element of 
an efficient operation. 

And in both of these fields the 








Clayton Quits in St. Louis; 
Third to Close in 1961 


ST, LOUIS.—The third casualty 
since the first of the year among 
St. Louis dealerships was marked 
by the closing of Clayton Motors 
(Plymouth). 

Previously, Midtown Ford and 
Auffenberg Buick had called it 
quits. The Clayton premises have 
been taken over by John Barry 
Motors (Volkswagen-Porsche). 


familiar IH shield in the upper left 
hand corner. 

The product panels over and di- 
rectly under the dealer name panel 
are standard with each sign, but 
allow the dealer six choices to fit 
his particular business. The prod- 
uct signs include International 
Trucks, Farm & Industrial Equip- 
ment, Farm Equipment, Industrial 
Tractors & Equipment, Construc- 
tion Equipment and Parts and 
Service. 

Thus, an exclusive truck dealer 
can feature trucks and parts and 
service. If he is a combination 
farm equipment and truck dealer 
he can announce both ends of his 
business, 

Continuity of the signs is aimed 
at getting maximum visibility for 
all Harvester dealers and products 
and should be as outstanding an 
identification feature as are the 
pylons that were promoted for 
dealer buildings some years ago. 

* * * 


Dodge Offers Camper 

ODGE is the latest truck com- 

pany to jump into the travel- 
truck business, with a camper body 
on a truck chassis. Called the 
Motor Home, with body by Frank 
Motor Homes, Inc., of Brown City, 
Mich., Dodge offers a home on 


Now...on your trucks.. 
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Fiberglass Cab— 


This fiberglass tilt-cab is one of two 
models introduced by Diamond T. Both 
models, 738CG and 838CG, are powered 
by the company’s wet-sleeve gasoline en- 
gines. Gross combination weight ratings 
go to 70,000 pounds. 


wheels, with a six-foot, three-inch 
ceiling and 7% feet wide. With four 
bunks on one side, a couch and a 
dinette-bed, it is said to sleep up 
to eight persons. The driver com- 
partment is equipped with swivel 
seats. 

The electric truck is still with 
us. The Cleveland Electric Co. is 





in production with a unit that wil! 
run 500 miles without charging th 
battery at speeds from 35 to 4( 
miles per hour. 

Reading the press release on 
this latest production took me 
back at least 40 years when I 
had a hand in promoting the De- 
troit Electric for commercial use 
and knew the competition of that 
day intimately. I remember well 
one run we made for publicity 
purposes to prove the number of 
miles one could go on one bat- 
tery charging. The run was from 
Detroit to Orchard Lake. Sorry 
to say, not one of the three jobs 
on the run made the Orchard 
Lake Country Club that day. 

I went out to see Louis Welch 
and the unique new diesel engine 
that he and a former engineer from 
Ford have developed. I can’t de- 
scribe it, as it is designed on a 
principle that I have never seen 
before, with opposing cylinders and 
a very unique arrangement of ap- 
plying the power. 

Welch claims great things for 
this little engine, which is claimed 
to have more than twice the ther- 
mal efficiency of the average auto- 
motive gasoline engine, has a lower 
weight versus horsepower ratio and 
can be built at a much lower cost. 


.get an extra 


tire mile for every two you run! 





NEw Firestone | 


Tune in Eyewitness to History every Friday evening, CBS Television Network 


TRANSPORT-100 BOOSTS 
TRUCK TIRE MILEAGE 50% 


coo AND MORE 


Copyright 1961, The Firestone Tire & Rubber Company 
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the miscellaneous group suffered 
losses in sales and penetration. 
Their figures were: 

International, 12,134 units sold, 
9.98 percent of the market, down 
2.23 points; White, 1,696 units, 1.40 
percent, down 0.37 points; Mack, 
1,129 units, 0.93 percent, down 0.40 
points; Diamond T, 295 units, 0.24 
percent, down 0.07 points; Brock- 
way, 123 units, 0.10 percent, down 
0.04 points, and miscellaneous, 4,286 
units, 3.52 percent, down 1.61 points. 

* * * 
ALIFORNIA was in its custom- 
ary place as the top truck-buy- 
ing state in February with Texas 
in second place. The top 10 states 


Ford Moves to Top Spot... 





How They Fared... 


Commercial Car Registrations Truck Sales Falter ° 


First ne hnes vs. 1960 Trail Year-Ago Pace 


First 2 First 2 Percent Percent Percent 
Months, Months, Share of Share of Points 
Make 1960 61 Market ’60 Market Change (Continued from Page 20) 


Chevrolet £1,916 54.06 53.78 Thee first two months of this year reach-| Ford, 40,060 units, 32.94 percent, up 
40,210 32.94 31.46 +148 | eq 121,629 units, down 4.88 percent| 1.48 points. 

15,602 9.98 12.21 from the 127,872 units sold in the ees =e 

9,150 8.05 7.16 like period of last year. a maintained its penetra- 
5,653 4.42 4.42 . = 'e : tion at 4.42 pe recent as sales 
IHREE lines were able to in-| Slipped to 5,381 units. 








as i var crease their sales and market| The other five major lines and | and their registrations for Feb- 
1 7 r penetration in the first two months ruary of this year and last were: 
> 1,700 1.33 over their showings in the like pe-| Harvester Sees Its Vans i too 
265 -60 riod of 1960. e . : ; 
403 24 31 GMC sales hit 9,787 units, gooa | Cutting Sales of Imports 1. California 6,671 8,380 
7 x for 8.05 percent of the market, HAMILTON, Ont.—International Be OID sseveveceen. 5,374 5,016 





18 -10 14 up 0.89 percentage points over | Harvester of Canada counts on| % Illinois .......... 2,166 3,060 
6,562 3.52 5.13 the 1960 penetration figure; Wil- | capturing 30 to 40 percent of the| 4 New York . 2,738 3,915 
—_—_— lys, 4,587 units sold, 3.77 percent | sales now being taken by imported| 5- Pennsylvania ........ 2,535 2,871 
121,629 127,822 100.00 100.00 of the market, up 0.70 points, and | vans, O. G. Voss, president, an-| 8 ONO... 2,201 2,978 
* White includes Autocar, Freightliner, Reo and Sterling. Studebaker, 734 units, 0.60 per- | nounced. 7. Michigan. ................ 2,183 3,205 
** Miscellaneous includes imports, Corbitt, Diveo, FWD, Kenworth, Marmon-Her- cent, up 0.39 points. Two new models to be made in| 8. New Jersey ............ 1,877 = 1,718 
rington, Peterbilt, ete. —Compiled from R. L. Polk & Co. data, Both Chevrolet and Ford were| Canada by International Harvester a + tom oo aa cas 
. Missouri. .................. 4 Y 





able to up their market penetration | will be the first of their type to be 
Wondering how new-car and truck production and sales are making out? AUTOMO- poe gg 417 pn: oie Py oS — Saaeis ter cookely aeiastion ty 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the e * 
automotive industry, every week throughout the year. cent of the market, up 1.26 points;| any manufacturer, Voss said. 


Reflecting the national pattern, 34 
states and the District of Columbia 
reported that truck registrations in 
February fell below the year-earlier 
total while 16 states reported in- 
creases. 


UMS Courses 
Offered for Fleet 


Maintenance Men 


DETROIT.—Training courses in 
electrical, tuneup and light repair 
for fleet maintenance personnel are 
being offered by United Motors 
Service at General Motors Training 
Centers throughout the United 
States. 

In the passenger-car area the fol- 
lowing are available: Complete en- 
gine tuneup (40 hours), electrical 
tuneup (24 hours), simplified car- 
buretor tuneup (16 hours) and light 
mechanical service (eight hours). 

Of interest to truck fleet service- 
men is the Delco-Remy heavy-duty 
electrical equipment course. Includ- 
ed in the 40 hours of instruction 
are: Fundamentals of electricity, 
batteries, generators (AC and DC), 
regulators, ignition, starting mo- 
tors, wiring and preventive mainte- 
nance. 


Additional courses for car and 
truck men are the Rochester car- 
buretor course (40 hours) and 
Hydra-Matic transmission (40 
hours). 

Instruction booklets, specification 
booklets, shop coats and all neces- 
sary tools are furnished. Students 
pay for transportation, lodging and 
meals. 





















































ADVERTISEMENT 





Worth Knowing 


An Image of Integrity can be pro- 
jected for you through a weekly 
newspaper column which you may 
publish in your local newspaper. It 
presents bits of 
Philosophy, hu- 
mor, and mean- 
ingful things said 
by the best minds 
of the past and 
present. The gen- 
uinely human-in- 
terest material 
obtains tremend- 
ous public follow- 
ing for you. Spon- 
soring and hav- 

Ed Fiske ing these friend- 
ly, highly moral thoughts connected 
with you is tantamount to having 


No other tire so totally new—so thoroughly traction power that greatly outperforms 
tested—so completely proved. That’s what any other highway truck tire. It stops in 


i S i ‘3 -thi i a ie something good said about you in 

| you get in the all-new F irestone Transport two-thirds the distance—even on treacher vote leet Gece: eames ac 
100, long since proved in more than 109,- ous wet pavements—that most other tires year. The public consensus becomes 
: ‘ * that if you think this way you must 

000,000 miles of fleet tests to bring you50% _need to stop. New stone guards, too, keep also conduct your business on the 
ons ° : same considerate, high moral plane, 

more original tread mileage and much tread free of damaging rocks and pebbles. cat te unieieeesic anas Ga 
greater drive wheel traction. Some sound Get an extra tire mile for every two.. . get drawn to the most honest business 
‘ ‘5 ‘ Mi they can find. (Format is similar 

reasons why: a mileage-boosting, quiet- the new Firestone Transport-100. In Shock- to this ad, about same size, with 
2 . oye ° ° ( our photo in place of mine.) Ex- 
running 3-rib stabilized tread design. New ‘Fortified Nylon or Tyrex® Rayon cord, <innive statin Sane: he anaes al 
bladed traction slots and a broader shoulder _ tubeless or tubed, at your nearby Firestone ee ee = = a 
rib for far easier steering. Stop-and-go Dealer or Store! @®7-.m. of Tyrex, Inc. *Firestone T.M. tion, may be had from Edward 
Fiske Company (Public Relations), 

ALWAYS SPECIFY FIRESTONE TIRES ON NEW TRUCKS a eee en White Plains, New 

Member of THE ATA FOUNDATION of THE AMERICAN TRUCKING INDUSTRY EE 




































Of all U.S. car and truck manufacturers, only Ford, through 
its exclusively franchised dealers, has a nation-wide 
authorized program for remanufacturing engines and parts. 


Reaping benefits exclusive among auto retailers on a national scale, 
Ford dealers in 1960 sold well over 75-million dollars’ worth of recon- 
ditioned engines and parts to car and truck fleet operators, garage 
and service station owners and other buyers! 

Why this flourishing market for Ford reconditioned products? The 
answer, of course, is quality. Ford authorized reconditioners don’t 
just rebuild engines and parts, they remanufacture them to “like-new” 
standards. 


Located in 31 key areas around the nation, Ford authorized recon- 
ditioners must continually meet strict factory requirements in order to 
use and display the Ford authorized reconditioner seal. Every engine 
and part must be remanufactured according to rigid Ford blueprint 
specifications. Only genuine Ford parts are used in the reconditioning 


POWER-PAGKED 
PROFIT MAKERS 


FORD DEALER 
EXCLUSIVE! 













process. And every authorized re- 
conditioner must maintain a complete 
quality control department and program 
for testing reconditioned units. 


In a typical engine reconditioning operation, over 100 new parts 
are used. Timing chain, crankshaft bearings, pistons and piston rings 
are just a few of the vital replacements made in every Ford authorized 
reconditioned engine. 


The Ford authorized reconditioning program is an example of Ford 
Motor Company’s desire to serve every type of vehicle user—and to 
broaden sales opportunities for its dealers everywhere. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 236 OF A SERIES 


authorized 
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CYLINDER HEAD RE 
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PISTON & CYLINDER WALL HONING ASSEM 


CRANKSHAFT REGRINDING DYNAMOMETER TESTING 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Ford e Faicon «e Thunderbird e Comet e Mercury « Lincoln Continental 
e English Ford Line e Ford Trucks e Farm and Industrial Tractors 
and Equipment e industrial Engines ¢ Special Military Vehicles 
e Aeronutronic—Products for the Space Age e The American’ Road 
insurance Company e« Ford Motor Credit Company 









For Increased Payload— 


Increased load capacity and operating economy are reasons why Fred Rocque 
replaced his four-year-old panel with a Ford Econoline Van for door-to-door deliveries. 
Rocque owns the Allen Locker Co., Detroit. Van often starts out on daily 80-mile round 
trip loaded with five 300-pound orders. Vehicle is equipped with optional 4,100-pound, 
gross-vehicle-weight package that includes 830-pound front and 980-pound rear springs 
plus heavy-duty front and rear shocks. 
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Across the Nation... 


Truck News in Brief 


DEARBORN. — A new GMC 
Truck factory branch has been 
opened here on the northwest cor- 
ner of Wyoming and Ford Road. 

Ralph L. Slaten is manager. The 
new facility replaces GMC’s pre- 
vious retail outlet at 3925 Vermont 
Ave., Detroit. Besides retail opera- 
tions, it will also house GMC’s De- 
troit zone wholesale organization 
under the direction of Edgar W. 
Jolly. 


* * * 


Trucking Accounting Council 


Schedules June Meeting 
WASHINGTON.—Peaks of Prog- 
ress will be the theme of the 1961 
annual meeting of the National 
Accounting and Finance Council 
of the American Trucking Assns. 
The meeting, June 25-29 at the 
Denver Hilton Hotel, Denver, will 
feature technical sessions on cost 
controls, paperwork reduction, 





financing, auditing procedure and 


personnel handling. 
* * * 


Safety for Air Brakes 

PASADENA, Calif—A book con- 
taining information on the Califor- 
nia law which makes it mandatory 
for all trucks, trailers and buses 
using air brakes to install a safety 
device which, upon loss of air 
pressure, automatically applies the 
brakes has been issued by Maxi- 
brake, Inc., 232 N. Lake Ave., Pasa- 
dena, Calif. 

* * * 


Coburn Buys Control 
Of Equipment Firm 

KANSAS CITY.—Controlling in- 
terest in Perfection Spring & 
Equipment Co. here has been pur- 
chased by Hugh W. Coburn. 


Coburn formerly was executive 
vice-president of Yellow Transit 
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For the complete story on Parish 
heat-treated alloy siderails, write 
for the interesting, illustrated 
booklet—“Load and the Road.” 





Commercial vehicles — from off-the- 
road loggers to transcontinental vans 
—are being designed to carry heavier 
loads farther at a faster pace. And 
the BIG FACTOR that means longer 
life for many of these vehicles is 
extra-strength Parish siderails. 


Parish alloy steel siderails are 277% 
stronger than ordinary carbon steel. 
Made of heat-treated chrome man- 
ganese molybdenum steel, they’re the 
finest combination of modern mate- 
rials and design know-how. They mean 


The One 
BIG FACTOR 


Truck’s 





ish heat-treated 


PAHIS RH 





DIVISION OF DANA CORPORATION e 


PRESSED STEEL 


READING, PENNSYLVANIA 


That Increases A 


Life! 


extra strength without extra weight. 


Parish siderails absorb shock bet- 
ter, hold their shape better, than do 
conventional siderails. Misalignments 
caused by frame warping are almost 
non-existent. Drive train components 





last longer. Maintenance costs and 
downtime are reduced. 
That’s why some 30 leading truck 


and trailer manufacturers are now 
designing their vehicles around Par- 


siderails—the extra 


strength siderails that stay aligned. 





Freight Lines. Perfection is a sales 
and service company handling 
truck equipment and parts. 

+ * * 


Trucker Defends Rates 
For Hauling Scrap Iron 


WASHINGTON. — Pittsburgh & 
New England Trucking Co., Drav- 
osburg, Pa., appeared before the 
Interstate Commerce Commission 
to show why it has not increased 
scrap iron rates from Connecticut, 
Rhode Island and Massachusetts 
to the Pittsburgh area for approxi- 
mately 15 years. 

The ICC requires that all pub- 
lished rates must be compensatory 
or they must be increased. Fred- 
erick T. Hiller, president of the 
trucking firm, said the rates his 
company charges are compensa- 
tory, but he added that he would 
like to increase scrap iron rates if 
the consumers could stand the in- 


crease. 
* x * 


GMC Moves Detroit Office 


DETROIT.—The Detroit zone of 
GMC Truck & Coach Division is 
now in new facilities at 5701 Wy- 
oming Ave., Dearborn, Mich. 

* * * 


Harvester Gffers New Sign 


For Dealership Use 


CHICAGO.—A new roadside sign 
for its dealers has been introduced 
by International Harvester Co. 

The sign is built in five sections 
and features a panel of 34 square 
feet for the name and personalized 
message of the local franchise 
holder. It is built of 24-gauge steel. 


* * * 
Driver Training Leader 


Wins Merit Award 

LOS ANGELES. — Harold L. 
Smith, long active in the field of 
driver training, has been selected 
for the Automotive Council of Los 
Angeles’ 1961 Merit Award. 

In addition to devising new con- 
cepts in driver training, Smith 
has been a participant in various 
national safety clinics and meet- 
ings. 

* * * 


New Synthetic Rubber 


Called Highly Versatile 

AKRON.—Diene, a polybutadiene 
synthetic rubber earmarked early 
in its development for successful 
blending with other rubbers in the 
manufacture of truck tires, is ex- 
hibiting outstanding versatility, ac- 
cording to Firestone Tire & Rub- 
ber Co. 

The company is learning that 
diene rubber has useful applica- 
tions in fields other than tires. It’s 
quite likely the consumer not only 
will ride on diene rubber, but also 
walk on it, play with it and find 
it serves him in many unobtrusive 
ways. 

* * * 
Inventor to Demonstrate 
‘Flying Car’ at Truck Show 


SAN FRANCISCO.—A feature of 
the International Truck, Trailer 
and Equipment Show here June 28- 
30 will be a display and demonstra- 
tion of the Aeromobile 200, which 
travels suspended about 12 inches 
above the ground over any un- 
obstructed surface, land, water, 
sand or ice. 

This will be the first public dem- 
onstration of the Aeromobile in the 
San Francisco Bay area. Dr. Wil- 
liam Bertelsen, inventor, will dem- 
onstrate the “flying car” at the 
show in Brooks Exhibit Hall. 


* * * 
Universities to Be Cited 
For Safety Contributions 


WASHINGTON.—Twelve leading 
United States universities and the 
Ontario Safety League will receive 
the first “Leadership Awards” of 
the National Committee for Motor 
Fleet Supervisor Safety for their 
outstanding contributions to high- 
way safety. 

The National Committee is com- 
posed of 20 leading organizations 
in the motor transportation, safety 
and insurance fields. A spokesman 
said, “In creating this special Hall 
of Fame for educational institu- 
tions, the National Committee seeks 
to call deserved attention to the 
tremendous contribution these in- 
stitutions have made to the safety 
and efficiency of the motor trans- 
portation industry in their states 
and to increased safety for all 
highway users.” 
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Doesn’t Want ’Em in His Image .. . 


} Selling Dealer Looks at Salesmen 


By C. Thomas 
Staff Correspondent 

EL PASO, Tex.—M. E. (Jim) 
Neessen, president of Rudolph’s 
Chevrolet, reports that new-car 
sales have risen 100 percent since 
he took over the former Watkin’s 
Motor Co. seven months ago, 

“While our net profit has 
shown an increase of 120 per- 
cent,’ Neessen added, “Our 
grosses are as high or higher 
than those prevalent in the area.” 
Neessen is recognized as an or- 
ganizer and a recruiter of sales- 
men. He came to El Paso from 
Phoenix, home base of Rudolph’s 
Chevrolet, where, as truck man- 
ager, he built a sales organization 
that placed third among the na- 
tion’s Chevrolet dealers in 1959. 
Neessen’s seven-man sales crew 
walked off with 25 percent of the 
truck sales in the area in their 
weight class. 

He contends that a deal is en- 
tirely dependent upon the salesman 
handling it. 

“Let’s assume,” he said, “That 
with a product as well known as 
Chevrolet, and with the public ac- 
ceptance it has, we have a pre-sold 
new-car audience. Yet a salesman 
working on the floor or off a sales 
lot seldom encounters a wrap-up 
sale. 

“An automotive salesman’s 
prime function should be to fer- 
ret out his own prospects, and 
work up a deal with them.” 

Unfortunately, there are not 
enough such salesmen, Neessen 
said. Consequently, his 21 salesmen 
are not dependent on the cold 
spear. 

One of the first things Neessen 
did upon taking over the dealer- 
ship was to open a new, brilliantly 
lighted, showcase-type sales lot on 
a main thoroughfare some five 
miles from the downtown dealer- 
ship. 

He also refurbished the original 
used-car lot across from the deal- 
ership and later opened a third 
sales lot near the downtown area. 

The four locations are not en- 
tirely for the convenience of the 
customer and the prospect. Nees- 
sen explains that walk-ons invari- 
ably shop from lot-to-lot for some- 
thing less tangible than a car and 
a deal, and a large percentage keep 
shopping until they are stopped by 
the type salesman they want to 
deal with. 

“This is a daily happening,” he 
said. “It’s not unusual for a pros- 
pect to shop two of our lots and 
be closed on the third, without 


Cars Rental 
Plans Workshop 
In Chicago 


FORT LAUDERDALE, Fla. — 
The second regional workshop of 
Cars Rental System, Inc., will be 
held at the Edgewater Beach Hotel 
in Chicago, May 
10-11, according 
to Lyle D. Pres- 
ton, Cars Rental 
general manager. 

The two-day 
session, open to} 
all system mem-| 
bers in the Mid- 
west, has been) 
developed to en-| 
able members to! 

. discuss mutual) 
Lyle D. Preston problems and ex-| 
change ideas, Preston said. It is| 
also designed to assist in educating 
members in the newest methods, 
experiences and leasing practices, 
and to encourage a greater cooper- 
ative effort, Preston said. 

Members in the Chicago area 
who will assist and participate in 
the workshop include Ted Borek, 
Al Rudolph, Joe Lesniak, H. D.| 
Maggio, Ed Stephani, Frank Ryan 
and Nick Zasiebida. 

Preston said the workshop is the 
second in a series that will, within 
the next year, cover the country. 
He also said the members of the 
system’s headquarters staff in Fort 
Lauderdale will take part in the 
workshop. 

The Cars Rental staff also will 





finding a vehicle more to his lik- 
ing, nor a better deal. 

“Our salesmen’s daily reports 
verify this. A dealer relying on one 
showroom and one used-car lot is 
operating under a low ceiling.” 

Neessen realizes that every sales- 
man has his limitations, regardless 
of his sales ability and product 
knowledge. He feels it’s the sea- 
soned salesman who has been at it 
long enough to have established 
a following—and identified with 
one dealership—who becomes the 
consistent producer. 

Since his dealership is only seven 
months old, Neessen has not had 
this advantage. However, after a 
new salesman has made a few 
deals and missed a few, he can 
pretty well judge the type cus- 
tomer that particular salesmen can 
handle. 

“When one of my salesmen 
brings me a deal, I know whether 
or not to put another salesman on 
it, and which salesman to assign,” 
Neessen said. 

“Most deals that didn’t jell can 
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be attributed to a personality clash 
between seller and buyer. No dealer 
is intentionally impossible: to deal 
with.” 

When it comes to new-car in- 
ventory, Neessen treads neither 
lightly nor cautiously. 

“I'm a sincere believer in a 
heavy inventory,” he said, “with 
never less than a 60-day supply on 
hand.” 

“Salesmen can deduce only one 
or two motives to explain a hand- 
to-mouth stock of cars,” he said. 
Either the dealer doesn’t anticipate 
many sales in the near future, or 
he isn’t in a healthy financial con- 
dition. 

“A dealer has to think of all the 
factors which contribute to and in- 
fluence his salesmen’s morale.” 

Neessen takes a dim view of 
recruiting raw, inexperienced car 
salesmen and breaking them in his 
way. 

“A dealer with a sales force 
made in his own image, has had 
it,” he declared, 

Neessen’s salesmen represent 


Sa S 


Boss Is Pleased— 


Dealer M. E. (Jim) Neessen, right, beams 
his approval of a deal brought to him 
by a salesman at Rudolph's Chevrolet, El 
Paso, Tex. The new-car sales rate has 
doubled since Neessen took over 
franchise seven months ago. 

* * * 
about every type of personality. 
They differ widely in education, 
physical appearance, mannerisms, 
background, grooming and nation- 
ality. 
“We have one salesman who 
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ropes ranchers on the run,” he 
said, “yet he can’t get going 
with businessmen. Conversely, we 
have top-producing salesmen 
whom ranchers wouldn’t think 
twice about dealing with. 

“Narrowing down this wide- 
scope view to a spotlight focus, 
some salesmen can deal only with 
prospects in the higher income 
bracket. 

“This works both ways, for we 
have professional men who will 
deal only with a brusque, horse- 
trading type salesman, and shy 
away from the polished type. 

“By hard knocks of the trial- 
and-error variety, the seasoned car 
salesman learns the type of pros- 
pects he can handle and he devotes 
his time to them exclusively,” Nees- 
sen said. “In the meantime, by 
close supervision, I’m able to switch 
salesmen in midstream and pull 


the | deals out of the fire.” 


Obviously, Neessen believes 
there is more to selling than 
tailoring a deal to a prospect or 
fitting him to a particular model 
or price range. 

Advertising? “We allot one per- 
cent of sales to advertising,” Nees- 
sen concluded, 





LOOK AT THE 


@® WEST BEND 


excellence, craftsmanship and outstanding value! 


@ WEST BEND gives you a wide selection of 
over 400 prized houseware premiums. 

Imaginative giftware, pantryware, cookware, 
automatic appliances, coffee makers and unique 
specialties — quality crafted in aluminum, stainless 
steel, copper and ceramics. Priced to meet your 
requirements for all sales and incentive plans. 


@ WEST BEND has automotive know-how from 
experience in handling premiums for many outstanding 






is nationally recognized for product 


automotive and accessory manufacturers. 


@ WEST BEND 


facilities to produce a premium that is exclusively yours. 


has designing and manufacturing 


@ WEST BEND has been merchandising premiums 
successfully for over 50 years — and offers 

you complete service — everything from inventory 

to packaging and mailing. 


West Bend. 


THE WEST BEND COMPANY 


(formerly West Bend Aluminum Company) 
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ANNIVERSARY 












conduct a two-day seminar on leas- 
ing and financing for members and 
prospective members, The seminar 
will be held May 8-9. 
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Mail this coupor today ! 


THE WEST BEND COMPANY 
PREMIUM DEPT. 235 
WEST BEND, WISCONSIN 


[] Please send me FREE “Profitable Premium Products” 


Promotions” Booklet 
( Have your representative call 
NAME 
ADDRESS 
CITY 
FIRM 


ANTAGES 


you get with 


ect Bend 


PREMIUMS 


BE in, GET asccceesssccniectene 5 
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°59 760 
June 






Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * * 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of April 19, Big 
demand for sharp units. Prices certainly are 
not showing any sign of weakening at pres- 
ent. It is our opinion prices will remain 
strong for several weeks. Sold 225 cars from 
349 consignments. 

BUICK—’61 Invicta conv., $3,055* (ps). 

60 Invicta 4-dr , hardtop, 2 at $2,415* 
(ps); 4-dr., $2,400* (ps), $2,340* (ps); 
LeSabre conv., $2,400* (ps); Estate 
Wagon 4-dr., $2,400* (ps); 4-dr., $2,- 
265* (ps); 2-dr. hardtop, $2,240* (ps); 
2-dr., $1,900* (ps). 

’59 Electra 4-dr. hardtop, $1,890* (ps); 
4-dr., $1,610* (ps); LeSabre 4-dr. hard- 
top, $1,790* (ps), $1,600* (ps), $1,470*; 
4-dr., $1,620* (ps), $1,365; Invicta 2- 
dr., $1,690* (ps); 2-dr. hardtop. $1,650* 
(ps); Estate Wagon 4-dr., $1,660* (ps). 


’58 Century 4-dr. Riviera, $1,150* (ps); 
Special 4-dr. Riviera, $900*. 

’57 Special 2-dr., $760; 2-dr. Riviera, $700, 
$585*; Super 4-dr., $665* (ps); Cen- 
tury 4-dr., $610* (ps). 

’56 Special 4-dr. Riviera, $285*. 

’°55 Super 2-dr. Riviera, $255* (ps). 

CADILLAC—’60 (62) 2-dr. iardtop, $3,- 
505* (ps), $3,460* (ps). 

’57 (62) 2-dr. hardtop, $1,245* (ps); 4-dr. 
hardtop, $1,110* (ps). 

"56 (62) Coupe de Ville, $785* (ps). 

CHEVROLET—’61 Impala (8) conv., §$2,- 
700* (ps), $2,385* (ps); 2-dr. hardtop, 
$2,250; Parkwood (8) 4-dr., $2,380*. 

*60 Corvette (8) conv., $2,725; Impala (8) 
conv., $2,200*, $2,195*; 4-dr. hardtop, 
$2,090* (ps); 4-dr., $1,875* (ps); 2-dr., 
$1,965*, $1,860; Brookwood (8) 4-dr., 


Bel Air (6) 2-dr. hardtop, 
2-dr., $1,650; 


$1,775* (ps); 
$1,770*; Corvair 700 (6) 
Corvair (500) (6) 2-dr., $1,400; 4-dr., 
$1,380*, $1,325*, $1,280, $1,240; Bis- 
cayne (6) 4-dr., $1,625, $1,565. 

’59 Impala (8) 2-dr., $1,700; 2-dr. hard- 
top, $1,560*; 4-dr. hardtop, $1,550* 
(ps), $1,475* (ps); 4-dr., $1,400*; Im- 
pala (6) conv., $1,610* (ps); Bel Air 
(8) 4-dr., $1,325*, $1,250*; Bel Air (6) 
4-dr. hardtop, $1,300* (ps); 4-dr., $1,- 
265*; Brookwood (6) 4-dr., $1,220, $1,- 
140; 2-dr., $1,165; Biscayne (6) 2-dr., 
$1,115. 

"5S Impala (8) 4-dr., $1,150*; 2-dr. hard- 
top, $1,115*; Impala (6) 2-dr. hardtop, 
$605*; Bel Air (8) 2-dr. hardtop, $1,- 
025*; 2-dr., $1,010*, $810*; 4-dr. hard- 
top, $995* (ps); 4-dr., $889*; Biscayne 
(8) 4-dr., $990*, $975*; Biscayne (6) 
4-dr., $885, $750*; 2-dr., $760; Brook- 
wood (8) 4-dr., $805*; DelRay (6) 2- 
dr., $790; Yeoman (6) 2-dr., $750*, 
$725*. 

’57 Bel Air (8) station wagon 4-dr., $1,- 
050*; 4-dr. hardtop, $830*; Bel Air (6) 
4-dr., $785*, $770*; Two-ten (6) 2-dr., 
$740; station wagon 4-dr., $565; Two- 
ten (8) station wagon 4-dr., $705*, 
$690*; 2-dr. hardtop, $700; 2-dr., $580. 

56 Two-ten (8) 4-dr., $535*, $415, $365*; 
station wagon 4-dr., $475*; 2-dr., 
$390*, $320, $215; One-fifty (6) 2-dr., 
$350. 

"55 Bel Air (6) 4-dr., 
4-dr., $255*, $100*. 

’54 Two-ten 2-dr., $180*. 


DODGE—’'59 Coronet (8) 4-dr., 
’58 Coronet (8) 4-dr., $515*. 
"57 Royal (8) 4-dr., $630*; Custom Royal 

(8) 2-dr., $485*. 


EDSEL—’58 Corsair 2-dr., $620* 


FORD—’60 Galaxie (8) Starliner, $1,665* 
(ps); 2-dr. Victoria, $1,660* (ps); Fal- 
con (6) station wagon 4-dr., $1,625; 
4-dr., $1,450*, $1,425*, $1,350*, $1,350, 
$1,340, $1,340*, $1,205; 2-dr., $1,390. 

759 Thunderbird (8) 2-dr, hardtop, $2,- 
220* (ps); Country Sedan (8) 4-dr., 
$1,575* (ps); Galaxie (8) 2-dr., $1,- 
390*; 2-dr. Victoria, $1,390*, $1,360; 
conv., $1,335; Custom 400 (8) 4-dr., 
$1,25 50%: 2-dr., $740*; Custom 300 (6) 
4-dr., $1,095*, $975; Ranch Wagon (8) 
4-dr.. $1,200* (ps); Fairlane (8) 4-dr., 
$1,190*, $1,185*; Fairlane 500 (8) 
4-dr., $1,140. 

’58 Fairlane 500 (8) Skyliner, $1,100* 
(ps), $925* (ps); Fairlane 500 (8) 
conv., $1,000*; Fairlane (6) 2-dr. Vic- 
toria, $915*; 4-dr., $800; Country Se- 
dan (8) 4-dr., $900*; Custom 300 (6) 
2-dr., $665; 4-dr., $510*. 

’57 Custom 300 (8) 2-dr., $580*, 
4-dr., $575*, $455*, $350*; 
Wagon (8) 2-dr., $500* (ps), 
(ps). 

’56 Fairlane (8) 
(ps); Custom (8) 4-dr, 
(ps). 


LINCOLN—’ 61 
(ps). 


$550; Two-ten (8) 


$875*. 


(ps). 


$480*; 
Ranch 
$460* 


$450* 
$415* 


Crown Victoria, 
hardtop, 


Continental 4-dr., $4,800* 








CHRYSLER—’ 53 Windsor 
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OLDSMOBILE — ’61 (88) 4-dr., $2,600* 
(ps). 

’60 (98) conv., $2,675* (ps); (88) 4-dr., 
$2,300* (ps). 

759 (98) 4-dr, Holiday, $1,940* (ps); 
4-dr., $1,750* (ps); (88) Super conv., 
$1,755* (ps). 

5S (88) 4-dr., $1,060*, $875*; 2-dr., 
$725; (88) Super 2-dr, Holiday, $1,- 
020* (ps); 4-dr, Holiday, $980*. 


’57 (88) Super 4-dr, Holiday, $655*. 
’56 (88) 4-dr. Holiday, $505* (ps); 4-dr., 
$335". 


PLYMOUTH—’60 Fury (8) conv., $1,975* 


(ps); Suburban (8) Custom 4-dr., $1,- 
805* (ps). 

’59 Savoy (8) 2-dr., $750. 

’5S Plaza (6) 4-dr., $470*, $410*. 

’57 Plaza (6) 2-dr., $260. 

PONTIAC—’61 Tempest (4) 4-dr., $1,980*. 

°60 Bonneville conv., $2,700* (ps); Cata- 
lina conv., $2,360* (ps). 

’59 Bonneville 4-dr, Vista, $1,765* (ps); 
Catalina 4-dr, Vista, $1,565*; 4-dr., 
$1,565*, $1,525*. 


’5S8 Chieftain 2-dr, Catalina, $825*. 
’57 Chieftain 2-dr. Catalina, $750*; Star 
Chief 4-dr. Catalina, $400* (ps). 
RAMBLER—’61 American (6) Super sta- 
tion wagon 4-dr., $1,800. 


760 Custom (6) station wagon 4-dr., $1,- 
700; American (6) Super 4-dr., $1,- 
075*, $850. 

’59 Super (6) 4-dr., $980; American (6) 
Super 2-dr., $850. 

’5S8 Super (6) Cross Country 4-dr., $1,- 
015*; 4-dr., $925* (ps); Custom (8) 
Cross Country 4-dr., $900* (ps). 

STUDEBAKER—’59 Lark (6) Deluxe 4- 


dr., $780. 


MISCELLANEOUS—’59 Chevrolet %-ton 
stake, $1,105; %-ton pickup, $900. 


KANSAS CITY, MO. 


K. C. Automobile Auto Auction Co, Sale 
every Wednesday, Prices are for sale of 


April 19. 


BUICK—’59 Invicta 4-dr. hardtop, $1,345*. 
’58 Special 4-dr., $900*. 
’57 Super 4-dr. Riviera, $7410* (ps). 
’55 Century 4-dr, Riviera, $520*; Super 
4-dr, Riviera, $445*. 
CADILLAC—’56 (62) 2-dr. hardtop, $680* 
(ps). 
’55 (62) 2-dr. hardtop, $700* (ps). 
’54 (62) 4-dr., $537* (ps). 


CHEVROLET—’60 Impala (8) sport sedan, 


(6) 4-dr., $1,745; 
$1,685*; Corvair (6) 


$1,967; Parkwood 
Bel Air (8) 4-dr., 
4-dr., $1,385*. 

’59 Impala (8) sport sedan, $1,655* 
(ps); conv., $1,585*, $1,525*; Park- 
wood (8) 4-dr., $1,565*; Brookwood 
(8) 4-dr., $1,325*; Bel Air (8) 4-dr., 
$1,280*; Biscayne (8) 4-dr., $1,150*. 

758 Impala (8) sport coupe, $1,287* (ps), 
$1,000* (ps); Brookwood (8) 4-dr., 
$1,025*; Yeoman (6) 4-dr., $930; Del- 
ray (6) 2-dr., $652*. 

’57 Bel Air (8) sport sedan, $900*; 4-dr., 
$775*; Two-ten (8) station wagon, 
$807*, $695*; 2-dr., $765; Two-ten (6) 
4-dr., $735, $702, $510; 2-dr., $725. 

56 Two-ten (8) station wagon, 2 at 
$697*; 4-dr., $637*; Bel Air (8) conv., 
$685*; 4-dr., $590*; One-fifty (6) 2- 
dr., $442*. 

’55 Bel Air (8) 2-dr., $647*, $532* (ps); 
4-dr., $385*; Two-ten (8) 2-dr., $450*, 
$370"; 4-dr., $430*. 

2-dr. hardtop, 

$112*. 

DeSOTO—’ 57 Firesweep 4-<dr., $582*. 

’55 Firedome 2-dr, hardtop, $317* (ps). 


DODGE—’60 Dart (8) Seneca 4-dr., $800*. 
’59 Coronet (8) 4-dr., 3 at $1,100*, $1,- 
085". 
FORD—’61 Falcon (6) 4-dr., 
’60 Thunderbird (8) 2-dr, hardtop, §$3,- 
100* (ps); Falcon (6) 4-dr., $1,345*; 
Fairlane (8) 4-dr., $1,300* (ps). 
"59 Galaxie (8) 4-dr. Victoria, $1,530*; 
conv.,’ $1,457*; Country Sedan (8) 4- 
dr., $1,310*; Fairlane (8) 4-dr., $975*; 
Custom 300 (8) 4-dr., $770. 
’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 


$1,695. 


050*, $810*. 
’57 Fairlane 500 (8) 4-dr., $650* (ps); 
Fairlane (8) 4-dr., $640, $550*, $412*. 
’56 Fairlane (8) 4-dr, Victoria, $595*; 
2-dr., $587* $560*, $525* $370*, 
$350; Custom (8) 2-dr., $322. 
"55 Custom (8) 4-dr., $405*, $192*; 
Ranch Wagon (8) 2-dr., $252. 
’54 Crest (8) conv., $320*; Custom (8) 
2-dr., $100. 
’53 Custom (8) 2-dr., $115. 
MERCURY — '57 Monterey conv., $552*; 
4-dr., $552*. 
’55 Custom 2-dr., $300. 
OLDSMOBILE—’59 (88) Fiesta 4-dr., $1,- 
682* (ps), $1,575* (ps). 
’5S (98) 4-dr., $1,162* (ps). 
"56 (98) 4-dr. Holiday, $550* (ps). 
’55 (88) conv., $690*; 2-dr. Holiday, 
$275*. 
’53 (88) 4-dr., $205. 
PLYMOUTH—’59 Savoy (6) 2-dr., $745. 
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’5T Savoy (8) 2-dr., $385*, $322*. 
’55 Belvedere (8) 4-dr., $200*. 
’53 Cambridge 4-dr., $187. 
PONTIAC—’60 Catalina 4-dr. Vista, $1,- 
930. 

’59 Bonneville 4-dr, Vista, $1,820* (ps). 
'55 Star Chief 2-dr, Catalina, $365*. 
RAMBLER—’59 Custom (6) Cross Coun- 

try, $1,130. 
’58 Custom (6) 4-dr., $792*. 
57 Custom (6) 4-dr., $655*. 
MISCELLANEOUS—’60 Ford (6) Falcon 
Ranchero, $1,500; Chevrolet (6) %4-ton 
pickup, $1,310. 
’57 Chevrolet (6) %-ton pickup, $502. 


’53 Chevrolet 2-ton truck, $555; Ford (8) 


"61 


Average Price of Used Cars Sold at Auction 


anor 





Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars. 
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$385 ; 


%-ton pickup, GMC (6) 
$340. 


’50 Chevrolet %-ton pickup, $195. 


WAREHOUSE POINT, CONN. 


Sale every 
Wednesday. Prices are for sale of April 19. 


BUICK—’60 LeSabre 4-dr. hardtop, $2,075* 


Southern Auto Sales, Inc, 


(ps), $2,000* (ps). 
’58 Super 4-dr, Riviera, $1,090* (ps). 
‘57 Special 2-dr., $575*; Century 4-dr. 


Riviera, $505* (ps). 


56 RM conv., $675* (ps); Special 2-dr. 
Riviera, $550*, $300*. 
’55 Special 4-dr., $315*. 






CHEVROLET — '60 Parkwood 
















¥ -ton, 





’54 Century 4-dr., $170*; 2-dr. Riviera, 
$150". 
CADILLAC—’60 (60) Special 4-dr. hard- 


top, $3,950* (ps). 
’59 de Ville 4-dr, hardtop, $2,980* (ps), 
$2,900* (ps). 
’54 (62) 4-dr., $455* (ps). 
(8) 4-dr., 
Air (8) 4-dr., 
4-dr., $1,270*, 


$1,800*, 
$1,610*; 


$1,700*; Bel 

Biscayne (6) 
$1,220*; Corvair (6) 4-dr., $1,225. 

’59 Impala (8) 4-dr,, $1,370* (ps); Bel 
Air (8) 4-dr., $1,250*, $1,200*, $1,100, 
$1,075* (ps), $1,055; Bel Air (6) 4-dr., 
2 at $1,125*, $1,105*, $1,100, $1,075; 
Brookwood (6) 4-dr., $1,110; Biscayne 


(8) 4-dr., $1,065*; Biscayne (6) 4-dr., 
$1,010* (ps), $955; 2-dr., $940. 

’58 Brookwood (8) 4-dr., '$975*, $825*; 
Biseayne (8) 4-dr., $955* (ps), $870*. 

’57 Two-ten (8) station wagon, $835*; 
Two-ten (6) sport coupe, $825*; Bel 
Air (8) 4-dr., $600. 

’56 Two-ten (6) 4-dr., $710, $600*, $525*, 
$505*; Delray, $625": Bel Air (8) sport 
sedan, $695*; 4-dr., $695*, $400*, 
$330*; 2-dr., $500*; sport coupe, $455* 
(ps), $325*. 

55 Two-ten (8) Delray, $405*; 4-dr., 
$405, $360*, $265*, $150*; Bel Air (6) 
conv., $350* (ps); Bel Air (8) 4-dr., 
$250* (ps); One-fifty (6) 2-dr., $190. 

’54 Bel Air 4-dr., $320*. 

"53 Two-ten sport coupe, $240; 4-dr., 
$175* (ps), $150* (ps); 2-dr., $100. 

CHRYSLER—’54 Windsor 4-dr., $225*, 

DODGE—’54 Coronet (8) 4-dr., $170*. 

FORD—’60 Falcon (6) 2-dr., $1,340; Fair- 
lane (8) 4-dr., $1,330* (ps), $1,300*, 
$1,280* (ps), $1,275*. 

’59 Galaxie (8) 4-dr. Victoria, $1,400*. 

’58 Thunderbird (8) 2-dr, hardtop, §$1,- 
770* (ps); Fairlane (8) 4-dr., $740*; 
Custom 300 (8) 2-dr., $600*; Ranch 
Wagon (8) 4-dr., $580*, $570. 

’57 Fairlane 500 (8) conv., $735* (ps); 
4-dr, Victoria, $650*, $575*; Country 
Sedan (8) 4-dr., $655, $645*, $635, 
$605*; Fairlane (8) 2-dr. Victoria, 
$650*; 2-dr., $450*; Ranch Wagon (8) 
2-dr., $600; Custom 300 (6) 2-dr., 
$590*; Custom 300 (8) 4-dr., $465, 
$450; Custom (6) 4-dr., $215. 

"56 Custom (8) 4-dr., $490*; 2-dr., 
$350*, $265*, $210; Country Sedan (8) 
4-dr., $405*; Ranch Wagon (8) 2-dr., 
$400*; Main (6) 2-dr., $155. 

’55 Fairlane (8) 2-dr. Victoria, $520*, 
$395*, $150* (ps), $145*; Ranch Wag- 
on (8) 2-dr., $230, $170*. 


(Continued on Page 22, Col, 1) 








Frequency Rates: Listing 
-. Automotive News, 





(maximum: three lines of 
seston apece, 33 inch on 1 column—maximum 
Detroit 7, Michigan. 


_ LEADING USED-CAR AUCTION DIRECTORY 


at 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
aches on 2 columns.) For display Rates contact Want Ad 












ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our {5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


DETROIT'S 


Oldest, Largest and Very Best | ‘)_ 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ "DUAL RING" 2 lines running simultane- 


ously. 


®@ Conveniently located in the heart of the 


automobile world. 


@ Ten acres of completely fenced parking 


area, 

© Always a fine selection of sharp cars, 
@ Friendly relations prevail at all times, 
© Congenial auctioneers, 

@ Fair management, 


MICHIGAN'S FINEST SALE 


12:00 SALE EVERY WEDNESDAY 


3711 Western Road 





NEW JERSEY 


N-A-D-E 


Tea Se 


oN: 


TYG Ce 


EVERY WEEK NS 


Junction of Penna. and N Lavi aalel ta 
206 South, Bordentown, N. J 
Turnpike * AXminster 8-3400 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions. 





M. D. McCollum, Vice-President and Manager 
Phone CEdar 2-318! 


NEW JERSEY 





Minutes from New York City 









EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 





Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


— Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





WISE HIRING IS NOT AN ART... 


We all like to think we’re shrewd judges of men 
—that we can size up a hotshot salesman and 
hire him on the spot; but can we? How often 
have our best-looking prospects turned out to be 
mere order-takers, or bright-eyed optimists with 
a batch of sales just around the corner, or:slickers 
that close so hard and fast that it’s hard to tell 
whether they’re doing more harm than good? 


How can we tell beforehand? How can we spot 
the money-hungry men that love the business— 
the genuine salesmen? Must it always be trial 
and error? 


The answer is ‘“‘no.”? Hiring can be surprisingly 


scientific, considering the animal involved. There 
will never be a real substitute for experience in 
dealing with people, but even the newest sales 
manager can hire with a fair degree of success 
if he follows the rules. 

And the rules? You’ll find them in the May 
issue of Profit Pointers, our monthly publication. 
We offer you a list of the traits that go to make up 
the good salesman and how to weigh them. We 
spell out the proper interview procedures and 
how to apply them. We give you the basic facts 
on how to build a good sales force from the bot- 
tom and increase your profit thereby. It’s not a 
complete course on hiring, by any means, but 


it’s a good refresher, and that’s something we can 
all use now and then. 


You will find an article of just this type in every 
issue of Profit Pointers—short, hard-working, and 
of real use. If you’d like a copy, write us, or con- 
tact your nearest Associates representative, and 
we'll be delighted to put you on the list. It’s part 
of our extra service at The Associates. 


ASSOCIATES 


INVESTMENT COMPANY « South Bend, Indiana 
Associates Discount Corp. * Associates Discount 


ASSOCIATES 


(Canada) Ltd. * Emmco Insurance Company 
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Used-Car Auction Prices 


(Continued from Page 30) 


’54 Crest (8) 2-dr. Victoria, $235*; Main 
(8) 2-dr., $150*. 

MERCURY—’58 Monterey 2-dr., $785*. 

’57 Monterey 2-dr. hardtop, $575*, $540*; 
Turnpike Cruiser 2-dr,. hardtop, $450* 
(ps). 

’56 Montclair 4-dr, hardtop, $175*. 
’55 Monterey 2-dr, hardtop, $370* 
Custom 2-dr., $175. 
OLDSMOBILE — '59 (98) 

$1,710* (ps). 

’57 (88) 4-dr. Holiday, $780* (ps), $610* 
(ps); (88) Super 2-dr. Holiday, $730* 
(ps). 

'55 (88) Super conv., $315* (ps), $250*. 

PLYMOUTH—’60 Belvedere (6) 2-dr., $1,- 
425°. 

"59 Suburban (8) Custom 4-cir., $1,010* 
(ps). 

’58 Belvedere (8) 2-dr., $720*. 

"57 Savoy (6) 4-dr., $440; Savoy (8) 2- 
dr., $360; Suburban (6) 2-dr., $425*. 

’56 Belvedere (8) conv., $445* (ps). 

’54 Belvedere 4-dr., $125*. 

PONTIAC—’59 Catalina sport coupe, $1,- 
410*, $1,350* (ps). 

’58 Chieftain 2-dr. Catalina, $985* (ps). 

’57 Chieftain 4-dr, Catalina, $525*. 

56 Star Chief 4-dr., $485* (ps). 

’55 Chieftain Safari, $200*; 2-dr. 
lina, $180. 

’53 Chieftain 2-dr., $110*. .- 

RAMBLER—’59 American (6) station wag- 
on, $900. 

’55 Super 4-dr., $220. 

STUDEBAKER—’59 Lark (6) 2-dr., $730, 
$695. 


(ps); 


4-dr. Holiday, 


Cata- 





TRUST 


56 Champion (6) 2-dr., $340. 
MISCELLANEOUS—’57 Ford 
$230. 
’55 Ford (8) panel, $295*. 
’51 Chevrolet %-ton pickup, $160. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday, Prices are for sale of April 19. 
Continuing growing demand for older clean 
ears '55s through ’59s. Same picture for 
new cars—No demand, 


BUICK—’57 Special 2-dr. Riviera, $600*. 


(8) panel, 


’55 Special 2-dr, Riviera, $405*; 4-dr., 
$300*. 
’54 Special 2-dr., $200. 
CHEVROLET—’60 Impala (8) 2-dr., $2,- 


100; 2-dr. hardtop, $1,915*. 

"59 Impala (8) 4-dr, hardtop, $1,460*; 
2-dr, hardtop, $1,425*; Bel Air (8) 
4-dr., $1,140. 

’58 Impala (8) 2-dr., $1,130; 2-dr, hard- 


top, $1,110*; Bel Air (8) 4-dr, hard- 
top, $790* (ps); Biscayne (8) 4-dr., 
$660. 

’57 Bel Air (6) conv., $890; Bel Air 
(8) 2-dr, hardtop, $865*; Two-ten (8) 
2-dr., $785. 

’56 Bel Air (8) 4-dr., $700; 2-dr. hard- 
top, $635* (ps), $570*; 2-dr., $630; 


Two-ten (6) 2-dr., $470, 5350. 

"55 Bel Air (6) 4-dr., $455; 
(6) 2-dr., $290. 

’54 Bel Air 4-dr., $300. 

’53 Bel Air 2-dr., $225; Two-ten 2-dr., 
$205. 


One-fifty 


The Bulletin 7s Philadelphia—familiar as the Liberty 
Bell or the New Year’s Day Mummers’ Parade. 


Whether it’s reviewing the world-famous Phila- 
delphia Orchestra’s performance of a Chopin con- 
certo, or reporting on the dramatic redevelopment 
of historic Society Hill, Philadelphians trust The 
Evening and Sunday Bulletin for accurate news of 
their neighbors, accurate news of the world. 


THE PHILADELPHIA BULLETIN 



























’51 Deluxe 4-dr., 2 at $300. - $760*, $750*, $700* (ps); 4-dr., $755; 
CHRYSLER—’57 Windsor 2-dr, hardtop, Bel Air (6) 4-dr., $800*; Two-ten (8) 
$800* (ps). Model Breakdown station wagon 4-dr., $580*; 2-dr., 
DODGE—’57 Royal (8) 4-dr., $505. $525*, $430*. 
Pom 72, cna (®) Saricer, Sezmer.| Of Auction Averages [64 reise (sits eet 
‘alcon ) -dr., $1, ; airlane ; 4-ar., ; - 
500 (8) 2-dr., $1,200*. April, Mar., Feb., 2-dr., $230; Bel Air (6) 2-dr., $375*. 
59 Fairlane (8) 4-dr., $1,110*; Custom| Model 1961 1961 1961 ‘55 Bel Air (8) 4-dr., $400*; 2-dr., $395°; 
18 trlrtane Bio 18) fade $rS8 cus #2ADk $2,561 SEAS | Dre tooe chaps, sat, $807 Dal 
tom (8) 4-dr., $600, $590: 2-dr., $580. 1,935 1,909 1,932 $210*; 4-dr., $200*; One-fifty (8) 4- 
Sr (8) _, —, $2,- 1,367 1,355 — Se sare"; One-fifty (6) 2-dr., $135*, 
$ ‘airlane 0 (8) 2-dr., $820*, 960 963 ao 
$685*, 2 at $650*; 4-dr., $635*; Fair- CHRYSLER — ’58 Windsor 4-dr, hardtop, 
lane (8) 2-dr., $735*; 4-dr., $720* 654 634 632 $625* (ps); 2-dr, hardtop, $480* (ps). 
(ps); Custom 300 (8) 2-dr., $709, 433 444 439 | DeSOTO—’55 Firedome 2-dr. hardtop, 
; - 210* (ps); 4-dr., $175* 
156 Fairlane (8) ar. Victoria. $635; 4- = s38 ae DODGE_’51 Sierra "thy acdr., $600*; Coro- 
dr, Victoria, $460*; 4-dr., $570*; Coun- 210 206 219 net (6) 4-dr., $345; 2-dr., $220*, 
try Sedan (8) 4-dr., $465; Ranch Overall —— '56 Coronet (6) 4-dr., $160*; 2-dr., $115*. 
+56 1 Seirtans is) ‘ide, 900° $350*; Cus- Average $1,047 $1,049 $1,046 oar. $190° Soe. eee bagi: 
— “Lae” $375, $330*: Custom (6) mt wuue/ 66 Gaia ta) oh oar eee* cnn 
-dr., A . poe? alaxie ) 2-dr., , PSs); 
LINCOLN—’56 Premiere 4-dr., $570*. 56 Special 4-dr., $335*; 4-dr, Riviera, Fairlane (8) 4-dr., $1,385*, 
MERCURY—’60 Commuter 4-dr., $1,960*. 200". : ’59 Thunderbird (8) 2-dr, hardtop, $2,- 
’57 Monterey 2-dr., $995*. TN auee baeeer's _ 3 2-dr., 300 *(Ps) Galaxie o 2-dr., — 
OLDSMOBI —’ 8 js * , ae ee, ° (ps); Fairlane 4-dr., $1,150*; Custom 
(ps). ie eee ee re CADILLAC—’57 (62) 4-dr., $1,350* (ps). (8) 2-dr., $870*. 
756 (88) 4-dr., $600*; 2-dr, Holiday, 56 (62) Sedan de Ville, $850* (ps), ’58 Fairlane 500 (8) 2-dr. Victoria, $890* 
$510". $700*; 2-dr. hardtop, $690*, $600* (ps); 4-dr., $840* (ps); 2-dr., $825*; 
’55 (88) 4-dr, Holiday, $505, $450* (ps). (ps); 4-dr., $635* (ps). Fairlane (8) 4-dr., $750* (ps); 2-dr. 


PLYMOUTH—’ 57 Savoy (6) 4-dr., $550. 
PONTIAC—’57 Super Chief 4-dr., $750*. 
MISCELLANEOUS—’60 Ford (8) 2-dr. 


$2,490* (ps). 


CHEVROLET—’61 Impala (8) sport coupe, 


’60 Impala (8) sport coupe, $2,060* (ps), 
$1,875* (ps); Bel Air (8) 4-dr., $1,595* 









Victoria, $600*, 

’57 Fairlane 500 (8) 2-dr. Victoria, $900*, 
$735*; 4-dr., 2 at $630*; Ranch Wagon 
(8) 2-dr., $600*; Fairlane (8) 2-dr. 

4-dr. Victoria, 


pickup, $1,190; Willys (6) 2-dr, Jeep, ( - Bel Air (6) 2-dr. 1,485* Victoria, $475*, $465*; 
$935. +59 ‘Tmpala (8) sport coupe, $1,545* (ps); Cs7e% S62. Sere"; Come 2 ee 
’58 Ford (8) 2-dr. pickup, $720. conv., $1,500* (ps); 4-dr., $1,490* dr., 2 at $410*; Custom (8) 2-dr., 
(ps); sport sedan, $1,475* (ps); Bel 5 $205". 7 
DYER IND. Air (8) 4-dr., $1,265*, $1,080*, $1,075*, 56 Fairlane (8) 2-dr., $520* (ps); 4-dr., 
: $1,055*; 2-dr., $1,205*; Biscayne (6) $470%, $800°; 2-dr., S510%; Cony, 
Dyer Auto Auction, Inc. Sale every Fri- , r . ‘ $250*, $220*; Custom (8) 4-dr., $280*, 


day, Prices are for sale of April 21, 284 

cars sold from 364 consignments. 

BUICK—’59 LeSabre 4-dr., $1,415* (ps), 
’58 Super 4-dr. Riviera, $1,160* (ps). 
’57 Special 2-dr. Riviera, $300*, 


(ps), $815*. 


$840". 


Salignac 





From Independence Hall to the Main Line, from 
Bucks County to Atlantic City—in the Greater 
Philadelphia market—trust has helped make The 
Bulletin Philadelphia’s leading newspaper. When you 
buy The Bulletin you buy more than top-rated 
circulation and readership... 


You buy belief when you buy The Bulletin! 


A member of MILLION MARKET NEWSPAPERS, INC. 





Advertising Offices: New York, Chicago, Detroit, Los Angeles, San Francisco. Florida Resort Office: The Leonard Company, Miami Beach. 


IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 


4-dr., $1,095*; 2-dr., $995* (ps), $995* 


’58 Impala (8) sport coupe, $1,105* (ps); 
Bel Air (8) 4-dr., $920*; sport coupe, 


’57 Bel Air (8) sport coupe, $925* (ps), 









$135*; 2-dr., $255*, $215*, $210*, $190*. 
’55S Fairlane (8) 2-dr, Victoria, $460*, 
$340*, 2 at $300*; 2-dr., $310*, $270*; 


4-dr., $270*; Custom (8) 4-dr., 2 at 
$185*, $175*, $130*; 2-dr., $185*, 
$170". 


HUDSON—’55 Hornet (8) 4-dr., $115. 
LINCOLN—’55 Custom 4-dr., $245* (ps). 


MERCURY — ’60 Parkiane 2-dr. hardtop, 
$2,325*, 
’58 Monterey 2-dr, hardtop, $780*, 
’57 Monterey 2-dr., $365*, 
’56 Medalist 2-dr. hardtop, $195*; 4-dr., 
$185*. 
’55 Monterey 2-dr. hardtop, $215*. 


NASH—’57 Ambassador (8) 2-dr, hardtop, 


$400*. 
’55 Ambassador (8) 4-dr., $450*, 
OLDSMOBILE — ’61 (88) 4-dr., $2,745* 


(ps). 

’58 (98) 4-dr., $1,050* (ps), $880*. 

’57 (88) 4-dr. Holiday, $875* (ps); conv., 
$710*; 4-dr., $570*. 

’56 (88) 2-dr. Holiday, $275* (ps); (98) 
4-dr., $140* (ps). 

’55 (88) 2-dr. Holiday, $300* (ps), $185*; 
2-dr., $110*. 


PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,700* (ps); 4-dr., $1,605*, 

58 Savoy (8) 2-dr, hardtop, $450*, 

$400*; Savoy (6) 2-dr. hardtop, $210*. 

’57T Savoy (8) 4-dr., $200; 2-dr., $190*. 

’56 Belvedere (8) 4-dr, hardtop, $275*; 

Suburban (8) Custom 4-dr., $240*; 


(Continued on Page 34, Col. 3) 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (April 19). Activity runs 
high as all three lanes buzz, Increased 
number of buyers indicates strong desire 
for the clean sharp merchandise, Sold 81 
percent of 547 consignments. 

* * Eo 


CALDWELL, N. J. 

Skyline Auto Auction. Sale every Tues- 
day (April 18). Good varied consignment. 
Strong buying enthusiasm. Prices good. 


Sold 226 cars from 282 consignments. 
* 2k * 


CHICAGO 
Greater Chicago Auto Auction. Sale every 
Thursday ‘(April 20). Fair weather brought 
out the crowd, Sharp cars are in high de- 
mand. Sold 381 cars from 576 consign- 
ments. 
* * * 


COLUMBUS, O. 

Capital Auto Auction, Inc, Sale every 
Thursday (April 20). Market steady on all 
makes. Sold 258 cars from 391 consign- 
ments. 

* * * 


FARGO, N. D. 

Tri-State Auction Co., Inc., Sale every 
Thursday (April 20), Market very good. 
Need cars. Sold 70 cars’from 108 consign- 
ments. 

* * BS 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (April 20), Strong demand for all 
sharp cars. Bidding strong on all models. 
Sold 159 cars from 218 consignments, 

* of 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (April 21). Prices are generally firm. 
There is a demand for the clean cars, Sold 
82 percent of 934 consignments. 

* * * 


NEWINGTON, CONN. 
Newington Auto Auction, Sale every 
Thursday (April 20). Prices seem a little 
weaker and market not as firm, Clean cars 
are bringing good prices, Sold 52 cars from 
84 consignments. 
* * * 


PADUCAH, KY. 

Fred Brown Auto Auction, Sale every 
Tuesday (April 18). Activity continued to 
increase as clean and sharp cars were in 
demand. Sold 84 cars from 167 consign- 
ments. 














PORT-A-WALL 5 
TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper 













Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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Newton Transportation specifies Spicer transmissions, clutches, universal joints and 
propeller shafts on all new over-the-road trucks it purchases. Why? Because Spicer 
components have proved to be cost-cutters in both operation and maintenance. And 


replacement parts are available everywhere. 


FOR TRUCK DEALERS THIS MEANS... 


that you can help your customers save dollars— 
and plenty of them—by recommending Spicer 
components when they buy new trucks. 

Tear this page out—and show it to your cus- 
tomers. Let the facts and the experience of 
Newton Transportation Company speak for 
themselves. Here’s proof—and only one example 


La 
eater ater 





Ed Newton, owner and president, hears from driver 
Charles Whisnant that Spicer Model 8125 12-speed 
transmission in this Kenworth shows no wear after 


80,000 miles. 


among thousands—that Spicer components cut 
operating costs as no others can. 

Want names of other fleets that specify Spicer 
and save? We’ll be glad to send them to you. 
And, if you want to know what Spicer compo- 
nents are available, write the truck manufacturer 
or Dana Corporation, Toledo 1, Ohio. 





Neil Pennell, maintenance chief, tells mechanic that 
some Spicer joints have logged over 300,000 miles 
for Newton, with no signs of wear. 


Spicer 





“SPICER 


COMPONENTS 


REDUCED 
OUR COSTS 18%!” 


Neil Pennell, maintenance chief at Newton Transportation 
Company, Lenoir, North Carolina, tells why his firm speci- 
fies Spicer equipment on all over-the-highway trucks in its 
fleet. Says Mr. Pennell . . 

“Spicer components saved us 18% in labor and parts 
costs due to fewer road failures and fewer maintenance trips. 
We found that Spicer components last longer than other 
makes, are simpler in construction, are easier to install, and 





are easily and quickly available in all the states we cover. 
says Neil 


” 


“Our preventive maintenance program, 
Pennell, “is based on driver education, lubrication and in- 
spection at regular intervals, and parts replacements. At 
4,500 miles crankcase oil is changed. At 10,000 miles 
clutches get a full inspection. We see that shanks of pins fit 
securely in flywheel rims, that heads are square with friction 
faces, that release and pilot bearings are in good condition, 
that friction faces are clean and smooth. 

“Based on our experience, our recommendation to any- 
one in the over-the-road hauling business is: Specify Spicer! 
You'll save!” 

Newton Transportation, founded in 1945 by Ed Newton, 
owner and president, hauls furniture to points in Ohio, 
Indiana, Illinois, Kentucky, New Jersey, New York, Penn- 
sylvania, West Virginia, Maryland and Washington, D. C. 
Newton trucks take in stride the 8 to 10% grades in the 
Smokies and the Blue Ridge range. Makes of trucks that are 
Spicer-equipped are International, Kenworth and White. 


SPECIFY 
SPICER! 


CORPORATION 
Toledo 1, Ohio 








The Newton fleet has standardized on Spicer 14” 2- 
plate clutches because of their exceptional durability. 








Made by a company with 29 years automotive experience 


SELL 
CLIMATIC 
AIR 


The 
Profit 










Performance 


Portamatic 


Climatic Air auto air conditioners for 1961 offer YOU more 
Profits, more satisfied 
quality performing unit. A model for every style and make 
of automobile including most foreign models and American 
compacts. The Portamatic truck unit offers the finest per- 
formance on record for every truck cab on the road. It will 
PAY you to check-NOW with the auto air conditioner line 
that SELLS with a sales promotion plan for dealers: 


customers, more prestige with a 


for Distributor and Dealer information — contact: 


REFRIGERATED 


AUTO AND TRUCK AIR CONDITIONING 


3030 CANTON 804 W. ERWIN 
DALLAS, TEXAS TYLER, TEXAS 
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$200*. 
4-dr., $280*; Savoy (8) 


Savoy (6) 2-dr., 
’55 Belvedere (8) 


2-dr, hardtop, $175*; 4-dr., $110*, 
PONTIAC—’58 Star Chief 4-dr., $1,020*. 
’57 Chieftain 2-dr, Catalina, $490*; 4- 
dr., $445*, $300*. 


°56 Chieftain 2-dr. Catalina, 2 at $400*; 
4-dr. Catalina, $330*; 4-dr., $350*, 
$340*, $230*, $200*; 2-dr., $300*, $210*. 
’55 Chieftain 2-dr. Catalina, $360*, $290*, 
$250*; 4-dr., $270*, $220*; 2-dr., $195*, 
$155". 
RAMBLER—’55 
dr., $350*. 
STU DEBAKER— 60 


Custom Cross Country 4- 


Lark (6) 4-dr., $1,- 


’59 Lark (6) station wagon 4-dr., $855*. 


Used Imported 


Cars 


ALBANY 
Renault—’59 Dauphine, $470. 
Volkswagen—'57 Karmann-Ghia 2-dr. hard- 
top, $775; conv., $750. 
BORDENTOWN, N. J. 
Fiat—’58 4-dr., $340. 
Ford (English)—’60 
$650. 

’59 Escort station wagon 2-dr., $395. 
MG—’5S8 conv., $950. 

’57 Roadster, $790. 
Peugeot—’'59 4-dr., $445. 
Renault—’59 4-dr., $500. 

’5S 4-dr., $515. 

’57 4-dr., $200. 
Volkswagen—’'61 2-dr., 

’60 2-dr., $1,200. 

’56 conv., $650. 

CALDWELL, N. J. 
MG—’61 MGA 4-dr., $1,770. 
Prinz—’'61 NSU 4-dr., $575, 3550, $320. 
Renault—’56 4-CD 4-dr., $150. 
Taunus—’60 2-dr., $650. 

’58 Deluxe statior wagon 2-dr., $550. 
Volkswagen—’ 57 2-dr., $720. 
Volvo—’58 station wagon 2-dr., 

CHICAGO 
Borgward—’58, $600. 
Metropolitan—’60 2-dr., 
Peugeot—’58 4-dr., $745. 
Vauxhall—’59 Super 4-dr., $725. 

’58, $600. 

Volkswagen—’60 sunroof 2-dr., 
dr., $1,100. 

COLUMBUS, O. 

Austin-Healey—’5S8 roadster, $850. 

Hillman—’58 Husky station wagon 2-dr., 
$315. 

Renault—’57 Dauphine 4-dr., 

Volkswagen—’61 2-dr., $1,580. 

756 2-dr., $585. 

DAYTONA BEACH, FLA. 

Ford (English)—’60 Anglia 2-dr., $780. 

’59 Anglia 2-dr., $450. 
Metropolitan—’59 2-dr., 
Volkswagen—'60 2-dr., 

’59 conv., $1,100. 

*58 2-dr., $810. 
DETROIT 
’59 Sprite roadster, 
conv., $1,)00. 


Anglia 2-dr., 2 at 


$1,525. 


$150. 


$885. 


$1,345; 2- 


$355. 


$615. 
$1,225, $1,155. 


Austin-Healey- $1,075. 
Metropolitan—’ 60 
’57 conv., $545. 


Renault—’58 Dauphine 4-dr., $350. 


Volkswagen—’59 2-dr., $1,350; conv., $1,- 
310. 
"58 4-dr., $785. 


DYER, IND. 
Metropolitan—’'58, $350. 
Opel—’ 58, $545. 
Volkswagen—’'55 


2-dr., $460. 
T 


Ford (English)—’58 Zodiac 4-dr., $410. 








Opel—’59 2-dr., $610. 

Vauxhall—’60 station wagon, $930. 

Volkswagen—’60 2-dr., $1,265. 
’59 2-dr., $940. 

FONTANA, WIS. 
Opel—’59 4-dr., $925. 

Renault—’59 4-dr., $605. 

Skoda—’60 2-dr., $805. 
KANSAS CITY, MO. 

Vauxhall—’58 4-dr., $505. 

LOS ANGELES 
Austin-Healey—’59 Sprite, $985. 
Hillman—’58 Minx conv., $435*. 
Jaguar—’59 XK150 2-dr., $1,920. 
MG—’59 MGA roadster, $850. 
Mercedes-Benz—’57 220S 4-dr., 
Metropolitan—’58 2-dr., $600. 
Renault—’60 Dauphine 4-dr., 

’58 Dauphine sunroof, $250. 
Triumph—’59 TR3 roadster, $1,035. 


$1,685. 
$810. 


Vauxhall—’59 station wagon 4-dr., $690. 

Volkswagen — ’'59 sunroof 2-dr., $1,050, 
$975. 

’58 Karmann-Ghia 2-dr., $1,165; 2-dr., 


$975. 

MANHEIM, PA. 
Alfa-Romeo—’59 conv., $1,549. 
Austin-Healey—’60 roadster, $2,040. 
Crosley—’52 station wagon, $300. 
Fiat—’58 1100 4-dr., $555; Deluxe 4-dr., 

$400; 1900 4-dr., $375. 


Ford (English)—’59 4-dr., $850; Anglia, 
$5035. 
MG—’59 MGA 2-dr., $1,000. 
Mercedes-Benz—’61 2-dr. 190SL, $4,400; 
220 4-dr., $3,460, $3,225. 
’55 180 4-dr., $800. 
Opel—’ 59 2-dr., $875, $625. 
Porsche—’ 5S 2-dr., $1,830. 
Renault—’60 4-dr., $670. 
59 Dauphine, $435. 
’57 4-dr., $400. 
Simca—’60 4-dr., $470. 

759 4-dr., $310. 

Triumph—’59 station wagon, $480. 
Vauxhall—’59 4-dr., $330. 
Volkswagen—’61 2-dr., $1,360. 

’60 2-dr., $1,300, $1,270, $1,135. 

’59 Karmann-Ghia 2-dr., $1,305; station 
wagon, $1,195, $1,100; Microbus, $1,- 
160; 2-dr., $1,100, $1, 60. 

758 Karmann-Ghia 2-dr., $1,275, $1,110; 
2-dr., $900, $770; sunroof 2-dr., $850. 

"57 conv., $790; 2-dr., $710, $560. 


Volvo—’ 59 544 2-dr., $975. 
’bS8 2-dr., $605. 
NEWINGTON, CONN. 
Renault— 59 2-dr., $340. 
WAREHOUSE POINT, CONN. 
Renault—’59 Dauphine 4-dr., $570. 
Volkswagen—’'59 Deluxe 2-dr., $800. 


Used-Car Auction Prices 


(Continued from Page 32) 













'57 Commander 
$320". 
’56 Champion (6) 4-dr., $120*, 
MISCELLANEOUS—’57 Dodge tractor, $1,- 
195; GMC pickup, $695; Chevrolet %- 
top pickup, $645, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of April 18. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,825* 

(ps), $1,685. 

’57 Super 4-dr. Riviera, $710* (ps); 
conv., $695* (ps). 

’56 Century 4-dr. Riviera, $525* 
Super 2-dr. Riviera, $490* (ps). 

"55 Century Estate Wagon, $525* (ps); 
conv., $395* (ps); 2-dr. Riviera, $260* 
(ps); Special 2-dr. Riviera, $400* (ps), 


(8) station wagon 4-dr., 


RM 


(ps); 


$370*, $335*; 4-dr., $320*; Super 2-dr. 
Riviera, $260* (ps); RM 2-dr. Riviera, 
$240* (ps). 
$4,110* (ps), $4,050* (ps); 4-dr. hard- 
top, $4,095* (ps); (62) 2-dr. hardtop, 
$3,910* (ps). 

CADILLAC—’60 de Ville 2-ir. hardtop, 
$4,110* (ps), $4,050* (ps); 4-dr. hard- 
top, $4,095* (ps); (62) 2-dr. hardtop, 
$3,910* (ps). 

759 de Ville 2-dr. hardtop, $3,580* (ps), 
$3,255* (ps); 4-dr. hardtop, $3,385* 
(ps), $3,260* (ps), $3,185* (ps); (60) 
Special 4-dr, hardtop, $3,550* (ps); 


(62) conv., $3,350* (ps); 4-dr., $3,060* 
(ps), $3,025* (ps), $2,700* (ps); 2-dr. 
hardtop, $3,015* (ps). 

’58 (62) Sedan de Ville, $2,350* (ps), $2,- 


275* (ps); 2-dr. hardtop, $2,225* (ps), 
$2,085* (ps), $2,030* (ps); conv., $1,- 
885* (ps); 4-dr., $1,800* (ps); (60) 


Special 4-dr. hardtop, $2,280* (ps). 
"57 (62) Coupe de Ville, $1,740* (ps); 4- 


dr., $1,690* (ps), $1,570* (ps); 2-dr. 
hardtop, $1,550* (ps); Sedan de Ville, 
$1,385* (ps); (60) Special 4-dr. hard- 
top, $1,560* (ps), $1,550* (ps). 

’56 Eldorado Seville, $1,200* (ps); (62) 
Sedan de Ville, $1,185* (ps), $1,005* 
(ps), $900* (ps); Coupe de Ville, $1,- 
085; 4-dr., $915* (ps); (650) Special 4- 
dr., $1,035* (ps). 


55 (62) Coupe de Ville, $905. 

’54 (62) conv., $925; 2-dr. hardtop, $920, 
$730* (ps). 

’53 (62) 4-dr., $260. 

CHEV ROLET—'61 Impala (8) sport coupe, 
$2,250; Corvair 700 (6) 2-dr., $1,860. 
’60 Impala (8) sport coupe, $2,200* (ps), 
$2,150* (ps); sport sedan, $2,150*, $2,- 
O85* (ps), $2,060* (ps); Kingswood (8) 
4-dr., $2,200* (ps); Bel Air (8) 2-dr., 
$1,785* (ps), $1,680*; 4-dr., $1,650* 
(ps); Corvair 700 (6) 2-dr., $1,535, $1,- 
400; 4-dr., $1,475*; Corvair 500 (6) 4- 





d?., $1,275. 

759 Corvette (S) conv., $2,500*, $2,450*; 
Impala (8) sport coupe, $1,855, $1,790* 
(ps), $1,745* (ps), $1,740*, $1,730* 
(ps), $1,600* (ps); sport sedan, $1,- 
650* (ps), $1,625* (ps); Parkwood (8) 
4-dr., $1,660* (ps); Bel Air (8) 4-dr., 
$1,370*, $1,350*, $1,325*, $1,300*, $1,- 
270*, $1,140; 2-dr., $1,300*; Bel Air (6) 
2-dr., $1,195*; Biscayne (6) utility se- 
dan, $735. 

758 Corvette (8) conv., $1,785*; Impala 
(8) sport coupe, $1,255* (ps), $1,190, 
$1,085*, $1,085* (ps), $1,050; conv., 
$1,250* (ps), $1,200* (ps); Bel Air (8) 
2-dr., $1,190* (ps), $800* (ps); sport 
coupe, $1,085* (ps); 4-dr., $900*; 
Brookwood (8) 4-dr., $1,170* (ps), $1,- 
145* (ps), $1,125 (ps), $1,030* (ps); 
Biscayne (8) 4-dr., $900* (ps), $815*; 
2-dr., $790*; Delray (6) 2-dr., $785; 
Delray (8) 4-dr., $685*. 

’57 Corvette (8) conv., $1,575; Bel Air 
(8) sport coupe, $1,100 (ps), $1,000*, 
$975*; Bel Air (6) conv., $750; Two-ten 
(8) station wagon 4-dr. (9 pass.), $1,- 
015* (ps), $975*; 2-dr., $730*; 4-dr., 
$725 , $645*; Two-ten (6) station wag- 
on 4-dr., $865; 4-dr., $705; One-fifty 
(6) 4-dr., $650. 

°56 Bel Air (8) sport sedan, $760*; 4-dr., 
$650*; conv., $595* (ps); Two-ten (8) 
sport coupe, $670*, $540*; +-dr., $500*; 
station wagon 4-dr., $410*; One-fifty 
(8) 4-dr., $485*; One-fifty (6) utility 
sedan, $475. 

’55 Two-ten (8) 4-dr., $625, $375*; 2-dr., 
$440*; Two-ten (6) 2-dr., $485*; 4-dr., 
$465*, $290; Bel Air (8) conv., $585, 
$485*; 2-dr., $485*; sport coupe, $435*; 
4-dr., $400*; Bel Air (6) 4-dr., $485*; 
One-fifty (6) utility sedan, 2 at $385. 

754 Bel Air 2-dr., $355; sport coupe, 
$330*, $260*; 4-dr., $240*; station wag- 
on 4-dr, (8 pass.), $225*; Two-ten 4- 
dr., $260*. 

’53 Two-ten 4-dr., $235, $170; 
utility sedan, $230. 

CHRYSLER—’ 60 (300F) 2-dr. hardtop, $3,- 
530. 

’58 (300) 2-dr. hardtop, $1,950. 

’57 Saratoga 4-dr, hardtop, $1,020; 
4-dr., $940* (ps). 

’56 Windsor 2-dr. hardtop, 

COMET—’61 Comet station 
$2,390*. 
DeSOTO—’59 Firedome 4-dr., $1,435* 

’5S Firedome 4-dr., $925* (ps). 

’57 Firesweep station wagon 4-dr. (9 


One-fifty 


NY 


$450*. 
wagon 4-dr., 


(ps). 











070* (ps), $1,280* (ps); Fairlane 500 
(8) 2-dr. Victoria, $1,050, $1,025* (ps), 
$800* (ps); Country Sedan (8) 4-dr. (9 
pass.), $985*; (6 pass.), $975*, $945* 
(ps); Fairlane (8) 4-dr., S725*, $600*; 
Custom 300 (8) 4-dr., $635*. 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$890* (ps), $835* (ps); Fairlane 500 
(8) 2-dr. Victoria, $840, $815* (ps); 


(Continued on Page 36, Col, 2) 





Designed and manufactured 
by Benmatt... 
the world's largest manufacturer 
of automobile dealer 
identification items— 
to fit all makes and models 
of domestic and foreign cars. 
There's a style for your 
exact purpose — to fit your 
price range. Check with Benmatt! 


a3. ae 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 2 ae Telk 
ele eee Phila. 45, 
California UES Anal) 


FRE 






Send for 
illustrated literature! 














PORT-A-WALL .>~ 


TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 






Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 








DON’T REPLACE 


WINDSHIELDS 
DUE TO 
WIPER MARKS 


8-Oz. Buffing Compound 
Special Buffing Wheel Used ¢ $75 
In Yg4-Inch Drill 
Enough for 10 Average Jobs 
2-OZ. SAMPLE KIT ...... 
Send Check or Money Order to: 


L & M COMPANY, P. O. Box 57 
ATLANTIC BEACH, L. I., N. Y. 





DEFIANCE + OHIO 








pass.), $1,030* (ps). 
DODGE—’60 Dart (8) Pioneer 2-dr. hard- 
top, $1,860* (ps), $1,810* (ps). 


’58 Royal (8) 4-dr., $790* (ps). 
’57 Coronet (8) 4-dr. hardtop, $700* (ps); 


4-dr., $600*; 2-dr. hardtop, $545*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,375* (ps), $3,950* (ps), $3,700* 
(ps); Falcon (6) 2-dr., $1,775. 

’60 Thunderbird (8) conv., $2,935* (ps); 
2-dr. hardtop, $2,930* (ps), $2,800* 
(ps); Galaxie (8) conv., $1,890* (ps), 
$1,800* (ps); starliner, £1,850* (ps), 
$1,825* (ps); 4-dr. Victoria, $1,790* 
(ps); 4-dr., $1,595*; Ranch Wagon (6) 
4-dr., $1,680 (ps); Ranch Wagon (8) 
4-dr., $1,635; Falcon (6) 2-dr., $1,475, 


$1,390, $1,315. 


759 Thunderbird (8) 2-dr, hardtop, $2,- 
590* (ps), $2,585* (ps), £2,415* (ps); 


Galaxie (8) 2-dr. Victoria, $1,685* (ps), 


$1,545* (ps), $1,510* (ps); 4-dr. Vic- 
toria, $1,455*; conv., $1,350* (ps), $1,- 
275*; Country Sedan :8) 4-dr, (9 


pass.), $1,490* (ps); (6 pass.), $1,435* 
(ps), $1,405* (ps); Fairlane 500 (8) 2- 
dr. Victoria, $1,300* (ps), $1,130* (ps); 
Ranch Wagon (8) 4-dr., $1,270*; Fair- 
lane (8) 4-dr., $1,135* (ps); Custom 
300 (8) 2-dr., $1,080, $975; 4-dr., $900* 
(ps), $785. 

’58 Thunderbird (8) 





2-dr, hardtop, $2,- 
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9M\ Nuts, screws, ‘‘frozen’’ parts! 





“The mechanic’s friend 
+++ works in seconds” 


w YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, N.C. 


ENJOY THE 
Best 
; BETTER 


Automotive Men 


Let the sign of the ''Gold- 
en Briefcase"' be your guide 
to Quality, Courtesy, Hos- 
pitality and Fairness. For 
free guidebook, write Bet- 
ter Motels of America, 
Charleston, Ill. 
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No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 


Automatiue News 
965 East Jefferson Avenue 


Detroit 7, Michigan 


Postage 
Will be Paid 





NEW SUBSCRIPTION ORDER 


Send me Automotiue News every week for 
2 Years $16 [ | 1 Year $9 [) (U.S. and Canada) 
All Other Countries, 2 Years $22 [_] 1 Year $13 _) 
for which check is attached [| or send bill (| 


Name & Title _ 


Company__ 


Street Address____—_ 3 ; se 
; TRADE CONNECTIONS: 
City_ - . Car Dealer [] Make of car 


Used Car Dealer oO Truck Dealer 
Zone State ; Manufacturer _] Jobber 
Service Station (|| Engineer 


or 


(PLEASE DO NOT USE THIS CARD IF YOU ARE ALREADY A SUBSCRIBER) 









73> PERCENT 


OF DELAWARE VALLEY’S 
GASOLINE STATION SALES 
ARE MADE 
IN THE SUBURBS 


Che Philadelphia AMnguirer delivers your advertising to 27% more 
suburban adult readers than does any other Philadelphia newspaper. 
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Sources: 1960 Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sindlinger & Company, Inc. based on over 50,000 interviews, 1957-59. (Summary of 1960 study available on request.) 











VI, 


UNS Ord a8) 


Can be installed 
in dash or under 
dash as desired! 

















plate kit for 
YOUR CARI 


CUSTOMIZED 


@ VIBRATOR-OPERATED with Tone Control 


The ATR Customized Karadio is a compact, new, self- 
contained airplane-styled radio for small import and 
compact American cars. This economical unit is perfect 
for all small cars because it can be easily and inex- 
pensively installed in-dash or under-dash on most any 
make or model automobile—and its powerful 8-tube 
performance provides remarkable freedom from engine, 
static, and road noises. ATR Karadios are built to look 
and fit like original equipment with sleek, modern 
styling and solid, singlé-unit construction. They offer 
many customized features and provide highest quality 
fidelity—yet cost far less than comparably designed 
units. The ATR Customized Karadio comes complete 
with speaker and ready to install... and is the ideal 
way to add fun and value to your small import or 
American automobile! 


ATR KARADIO 
. . + is ideal 
for smallimport 
ee J cars or com- 
he 4 . , . pact American 
ae . cars! Unit is 
completely self-contained—extremely compact! 
Can be mounted in-dash or under-dash—wher- 
ever space permits! For 6 volt or 12 volt! 


SEE YOUR JOBBER OR WRITE FACTORY 






e “A” Battery Eliminators «DC-AC Inverters « Auto Radio Vibrators 
American Tetevision & Ravio Co. 


Quality Products Since 1931 
SAINT PAUL 1, MINNESOTA, U. S. A. 





TO KEEP THAT 


es DL 


/ 
On Your Customers’ Cars 





Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too. Fine for household use, In hand- 
some meta! container. 


Sold with success by car dealers 
everywhere, 


Also in the complete Las-stik line of 
car care products: leather cleaner 
wash mitts ¢ tar remover e windshield 
washer solvent ¢ white tire cleaner 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 
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conv., $740* (ps), $580*%; 4-dr., $625*; 
2-dr., $550*; Ranch Wagon (8) 2-dr., 
$790* (ps); Custom 300 (8) 4-dr., $535, 
$485*; 2-dr., $505, $405*; Custom (6) 
2-dr., $350*. 

’56 Thunderbird (8) conv., $1,160*; Coun- 


try Sedan (8) 4-dr. (9 pass.), $510*, 
$465*; Fairlane (8) 2-dr. Victoria, 
$490* (ps); conv., $410* (ps), $375* 
(ps); Custom (8) 4-dr., $400*; 2-dr., 
$300; Main (8) 2-dr., $365*. 

55 Country Sedan (8) 4-dr, (9 pass.), 
$470*; Fairlane (8) conv., $400*; 2-dr., 
$210; Custom (8) 2-dr., $390*, $290*, 
$285; 4-dr., $280*; Custom (6) 2-dr., 


$240*; Main (8) 2-dr., $260. 


’54 Main (8) 4-dr., $270; Custom (8) 4- 
dr., $225; Ranch Wagon (8) 2-dr., 
$215’. 


’53 Country Sedan (8) 4-dr., $245. 

IMPERIAL — '59 Imperial 2-dr. hardtop, 
$2,760. 

’57 Crown 4-dr. hardtop, $1,190; Imperial 
4-dr. hardtop, $1,185. 

’55 Imperial 2-dr. hardtop, $645, $620. 

LINCOLN—’ 59 Premiere 2-dr. hardtop, $2,- 
705. 

’58 Continental Mark III 4-dr. hardtop, 
$2,110*; conv., $1,985* (ps); Premiere 
2-dr. hardtop, $1,690* (ps). 

’57 Premiere 2-dr. hardtop, $1,400* (ps), 
$1,310* (ps). 

’56 Premiere 2-dr. $785* (ps), 
$635* (ps). 

MERCURY—’59 Commuter 4-dr. (9 pass.), 
$1,810* (ps); (6 pass.), $1,690* (ps); 
Monterey 4-dr., $1,580* (ps); 2-dr., $1,- 
560* (ps). 

’58 Park Lane 4-dr, hardtop, $1,125* 
(ps); Monterey 4-dr., $800* (ps); 
Standard 2-dr., $585*. 

’5b7 Monterey 2-dr., $685*; 4-dr. hardtop, 
$645* (ps). 


hardtop, 


’56 Montclair 4-dr., $460* (ps); Mon- 
terey 2-dr. hardtop, $290* (ps). 

’55 Montclair 2-dr. hardtop, $455* (ps); 
Monterey 2-dr, hardtop, $400, $200*; 


station wagon, $335* (ps). 
’54 Monterey 4-dr., $175*. 
’53 Monterey conv., $160*. 
*52 Custom 2-dr., $185. 
OLDSMOBILE—’ 61 F-85 4-dr., $2,100. 
’60 (88) 4-dr. Holiday, $2,300* (ps). 
’59 (88) Super 2-dr. Scenic, $2,050* (ps); 


(98) 4-dr. Holiday, $1,950* (ps); (88) 
4-dr. Holiday, $1,750* (ps), $1,650* 
(ps); conv., $1,695* (ps); 2-dr, Holi- 


day, $1,385* (ps). 

"58 (98) 2-dr. Holiday, $1,275* (ps), $1,- 
030* (ps). 

’57 (88) 2-dr. Holiday, $685* (ps). 

’56 (98) conv., $650* (ps); 4-dr. Holiday, 


$585* (ps); (88) Super 4-dr. Holiday, 
$605*, $495* (ps); (88) 2-dr. Holiday, 
$580* (ps), $450* (ps); 4-dr. Holiday, 


$500*. 

’55 (98) 4-dr. Holiday, $590* (ps), $465* 
(ps); (88) Super 4-dr., $490* (ps). 
’54 (98) 2-dr. Holiday, $410* (ps), $260* 
(ps); (88) Super 4-dr., $255* (ps); (88) 

2-dr. Holiday, $240*, 
PLYMOUTH—’61 Suburban (8) 4-dr., $2,- 
385*. 

60 Valiant 100 (6) station wagon, $1,- 
610; Savoy (8) 4-dr., $1,235*. 

’59 Fury (8) 4-dr. hardtop, $1,415* (ps); 
2-dr. hardtop, $1,370* (ps); Belvedere 
(8) 2-dr. hartdop, $1,260*, $1,185* (ps). 

’5S Belvedere (8) conv., $705* (ps). 

’57 Suburban (8) Sport 4-dr., $890* (ps); 
Suburban (6) Sport 4-dr., $640*; Fury 
(8) 2-dr. hardtop, $770* (ps); Belve- 
dere (8) 2-dr. hardtop, $585* (ps), 
$500*; 4-dr., $460*. 

’56 Belvedere (8) 4-dr. hardtop, $385*. 

’55 Belvedere (8) 2-dr. hardtop, $400; 4- 
dr., $225*; Belvedere (6) 2-dr., $250. 

’54 Belvedere 2-dr. hardtop, $405. 

PONTIAC—’ 61 Tempest station wagon, $2,- 
440*. 

’60 Bonneville 4-dr. Vista, $2,430* (ps); 
Star Chief sport coupe, $2,200* (ps). 
’59 Bonneville 4-dr, Vista, $2,200* (ps), 
$2,170* (ps); sport coupe, $2,200* (ps); 
Catalina sport coupe, $1,900* (ps); 4- 
dr. Vista, $1,740* (ps), $1,700* (ps); 

4-dr., $1,540* (ps). 

’57 Chieftain 2-dr. Catalina, $700*; Star 
Chief 2-dr. Catalina, $635* (ps). 

’56 Chieftain Safari 4-dr., $610* (ps); 2- 
dr., $375, $330. 

’55 Star Chief 2-dr. Catalina, $445* (ps), 
$365*, $290* (ps); Chieftain 2-dr, Ca- 
talina, $385*, $305*; Safari 2-dr., 
$380*; 2-dr., $355*; 4-dr., $235. 

RAMBLER—’59 Custom (6) Cross Country, 
$1,610* (ps), $1,600*; Super (6) Cross 
Country, $1,200; 4-dr., $1,040*, 

’58 Custom (6) Cross Country, $1,225* 
(ps). 

STUDEBAKER—’58 Golden Hawk (8) 2- 
dr. hardtop, $1,290* (ps). 

’55 Commander (8) 2-dr., 3390. 

MISCELLANEOUS—’60 Ford (6) 
Ranchero, $1,350. 

759 Chevrolet (8) El Camino, $1,535*, $1,- 
485, $1,450*, $1,435*; (6) %-ton pick- 
up, $1,090; Ford (8) Ranchero, §$1,- 
260*; Dodge (6) %-ton pickup, $860. 

’5S Ford (8) Ranchero, $1,055* (ps); (8) 
Courier, $595; Chevrolet (6) %-ton 
pickup, $860. 

’57 Ford (6) %-ton pickup, $685, $670*; 
(8) Ranchero, $680*. 

’56 Ford (8) %-ton pickup, $625; (8) %- 
ton pickup, $490; (6) %-ton pickup, 
$385*. 

’55 Chevrolet (8) 
(6) %-ton pickup, $400, 
(8) %-ton pickup, $435. 

’54 Willys (6) utility wagon, $485; Ford 


Falcon 


$610*; 
Ford 


¥%-ton pickup, 
$385*; 


(6) %-ton pickup, $335. 

’53 Chevrolet %-ton pickup, $375; Ford 
(6) %-ton pickup, $275, 

’51 Ford (8) %-ton pickup, $285; (8) %- 
ton pickup, $285. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of April 19. 


BUICK—’61 Invicta 2-dr. hardtop, $2,800* 
(ps). 

°60 Electra 225 conv., $2,555* (ps); Le- 
Sabre 4-dr., $2,275* (ps). 

’59 Invicta 4-dr, hardtop, $1,805* (ps); 
LeSabre conv., $1,735* (ps); Estate 
Wagon, $1,725* (ps). 

’57 Special conv., $805* (ps). 

’56 Special 2-dr., $400*. 

CADILLAC—’60 de Ville 2-dr. hardtop, 
$3,830* (ps), $3,625* (ps). 


’59 (62) conv., $3,065* (ps), $2,745* (ps). 
’5T (62) conv., $1,460* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 
$2,105* (ps), $2,010* (ps); Bel Air (8) 
4-dr., $2,020* (ps); sport coupe, §$2,- 





015*; Bel Air (6) 2-dr., $1,590*; Kings- 
wood (8) 4-dr., $1,975*; Biscayne (6) 
4-dr., $1,545*; 2-dr., $1,525*, $1,425; 
Corvair 700 (6) 4-dr., $1,380, $1,350. 

’59 Impala (8) conv., $1,675* (ps); 4-dr., 
$1,600* (ps); sport coupe, $1,600* (ps), 
$1,575*; Parkwood (8) 4-dr., $1,615* 
(ps); Bel Air (6) 4-dr., $1,250* (ps); 
2-dr., $1,220; Biscayne (6) 2-dr., $1,- 
100°. 

’58 Bel Air (8) sport coupe, $1,030, 
$970*; Bel Air (6) 2-dr., $975*; Impala 
(8) sport coupe, $1,000*; Biscayne (8) 
4-dr., $965*; Delray (6) 2-dr., $785*; 
4-dr., $750. 

’57 Bel Air (6) sport coupe, $1,125*; 2- 
dr., $1,000*, $850*, $825*, $700*; sport 
sedan, $910*; One-fifty (6) station 
wagon 2-dr., $680, $575. 

’56 Bel Air (8) sport sedan, $650* (ps); 
Bel Air (6) 2-dr., $550*; Two-ten (6) 
4-dr., $645*; station wagon, $560. 

’55 Two-ten (8) station wagon, $365*. 


CHRYSLER—’59 NY 4-dr. hardtop, $1,- 
670*. 
‘57 Windsor 4-dr, hardtop, $600* (ps), 
$550* (ps). 


’55 Windsor 4-dr., $225. 
COMET—’60 Comet (6) 4-dr., $1,560; 2-dr., 


$1,540. 

DeSOTO — ’55 Firedome 2-dr. hardtop, 

$260*. 

DODGE—’61 Lancer 170 (6) 2-dr., $1,695. 
’59 Coronet (8) 2-dr. hardtop, $1,100*. 
’58 Coronet (8) 2-dr., $750*, $650*. 

’57 Coronet (8) 2-dr. hardtop, $475*. 

EDSEL—’59 Ranger 4-dr., $880*. 

’58 Bermuda 4-dr., $675* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3,590* (ps). 

’60 Thunderbird (8) conv., $2,910* (ps), 
$2,900* (ps); 2-dr. hardtop, $2,810* 
(ps), $2,775* (ps); Galaxie (8) conv., 
$2,050* (ps); 4-dr. Victoria, $1,760* 
(ps), $1,675*; 4-dr., $1,575*; starliner, 
$1,750* (ps); 2-dr., $1,515*, $1,400; 
Country Squire (8) 4-dr., $1,760; Coun- 
try Sedan (8) 4-dr., $1,750* (ps), $1,- 
725*; Ranch Wagon (8) 4-dr., $1,600*, 
$1,450; Custom 300 (6) 2-dr., $1,360; 
Falcon (6) 2-dr., $1,320, $1,310. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
300* (ps), $2,115* (ps); Galaxie (8) 
skyliner, $1,695* (ps); conv., $1,640* 
(ps), $1,560* (ps); 2-dr. Victoria, $1,- 
565* (ps), $1,500* (ps); 2-dr., $1,400* 
(ps), $1,355*, $1,325*; 4-dr, Victoria, 
$1,355*, $1,340; Ranch Wagon (8) 4- 
dr., $1,400* (ps); Country Sedan (8) 4- 
dr., $1,325*; Fairlane 500 (8) 2-dr., 
$1,150* (ps); Fairlane ‘8) 4-dr., $1,- 
080*, $930*; Custom 300 (8) 4-dr., $1,- 
010*, $1,000*; 2-dr., $980*, $930*. 

’58 Thunderbird (8) 2-dr. nardtop, $1,- 
900* (ps), $1,855* (ps), $1,700* (ps); 
Fairlane 500 (8) conv., %1,000*; 2-dr., 
$950*, $750*, $740* (ps); 2-dr. Victoria, 
$855*; Fairlane (8) 2-dr., $825* (ps); 
Custom 300 (6) 2-dr., $710*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $660* 
(ps); Country Sedan (8) 4-dr., $610*, 
$550*; Fairlane (8) 2-dr. Victoria, 
$500*; Custom (6) 2-dr., $215*. 

’56 Custom (6) 2-dr., $320*. 

’55 Fairlane (8) Crown Victoria, $390*; 
4-dr., $325* (ps). 

LINCOLN — ’59 Premiere 2-dr. hardtop, 

$2,385* (ps). 

MERCURY—’59 Montclair 2-dr. hardtop, 

(ps); Monterey 2-dr. hardtop, 

$1,310*. 

’58 Montclair 4-dr., $925*. 

’57 Commuter 2-dr., $665* (ps). 

’56 Montclair 2-dr. hardtop, $400*. 

OLDSMOBILE—’60 (88) Super 4-dr, Holi- 

day, $2,350* (ps). 


’59 (98) 2-dr. Holiday, $1,700*; (88) 
Super 2-dr. Holiday, $1,680* (ps); (88) 
4-dr., $1,530*. 


’57 (88) 2-dr. Holiday, $720* (ps). 
’56 (88) 2-dr., $400*. 
PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 
$2,245* (ps). 
760 Belvedere (6) 2-dr. hardtop, $1,310; 
4-dr., $1,200. 
’59 Fury (8) 2-dr. hardtop, $1,400* (ps); 


4-dr. hardtop, $1,300*; Suburban (6) 
Deluxe 2-dr., $920* (ps). 

’58 Suburban (6) Custom 2-dr., $700* 
(ps). 

’57 Belvedere (8) conv., $730*; 2-dr. 


hardtop, $475*; Savoy (8) 4-dr., $360*. 

PONTIAC—’60 Catalina sport coupe, $2,- 
215* (ps); 4-dr. Vista, $2,050* (ps). 

’59 Catalina conv., $1,750*. (ps); 4-dr. 








Dow Sponsors Racers— 


Dow Chemical Co., Midland, has signed 
to sponsor the Camoradi U. S. A. sports- 
car racing team for the 1961 international 
racing season. Signing the agreement are, 
from left, W. R. Lewis, Dow field sales 
manager of Dowgard products; Harry 
Hardenbrook, public relations representa- 
tive, and Lloyd Casner, Camoradi presi- 
dent. The Camoradi team will participate 
in 22 races. As part of Dow's continuing 
racing program to substantiate the im- 
portance of coolants in proper cooling 
system care, the team will race with Dow- 
gard ‘'Fill-Line’’ coolant in Maserati, Lotus 
and Cooper cars. 


Vista, $1,670* (ps); 4-dr., $1,315*; 
Star Chief 4-dr. Vista, $1,655*. 
’58 Chieftain 2-dr. Catalina, $900*; Super 
Chief 4-dr., $815*. 
’56 Chieftain 4-dr., $335*. 
’55 Chieftain station wagon 4-dr., $285*. 
RAMBLER—’59 Super (6) 4-dr., $985; 
Cross Country, $830*. 
’58 Super (6) Cross Country 4-dr., $850*. 
STUDEBAKER—’59 Lark (6) Deluxe 2-dr., 
$725. 
MISCELLANEOUS—’58 Ford 
up, $550. 


¥%-ton pick- 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of April 18. Mr. Winter 
with seven inches of snow came through the 
windy city which hurt our consignments. 
Sola 307 cars from 501 consignments. 
BUICK—’ 60 LeSabre 4-dr. hardtop, $1,980* 

(ps). 

’59 Electra 225 4-dr. hardtop, $1,705* 
(ps); Invicta 4-dr. hardtop, $1,675* 
(ps); 4-dr., $1,550* (ps), $1,325* (ps), 


$1,285*. 

’58 Special conv., $1,250* (ps); 4-dr., 
880*; Century 4-dr., $1,100* (ps), 
$895* (ps); Limited 4-dr. Riviera, $1,- 


0907 (ps). 
’57 Super conv., $695* (ps); RM 2-dr. 
Riviera, $645* (ps); Century 4-dr., 


$575* (ps); Special 2-dr. Riviera, $495* 
(ps). 

’56 Century conv., $500* 

4-dr. Riviera, $420* (ps). 
CADILLAC—’61 (62) 4-dr., $5,100* 
de Ville 4-dr. hardtop, $4,705* (ps). 

"60 (60) Special 4-dr. hardtop, $4,175* 
(ps); (62) conv., $4,010* (ps), $3,840* 
(ps); de Ville 2-dr. hardtop, $3,700* 
(ps); (62) 2-dr. hardtop, $3,570* (ps). 

’59 (62) conv., $3,110* (ps), $2,750* (ps); 
2-dr. hardtop, $2,900* (ps); 4-dr., $2,- 
750* (ps), $2,680* (ps), $2,745* (ps). 

’58 (62) 4-dr. hardtop, $1,800* (ps), $1,- 
790* (ps). 

’57 (60) Special 4-dr, hardtop, $1,485* 
(ps); (62) 2-dr. hardtop, 41,455* (ps). 

’56 (62) Sedan de Ville, $1,085* (ps), 
$1,075* (ps); (60) Special 4-dr., $845* 
(ps). 

’55 (62) Coupe de Ville, $600* (ps). 

’53 (62) 4-dr., $350* (ps). 

CHEVROLET—’ 61 Impala (8) 4-dr., $2,490* 
(ps); sport sedan, $2,390* (ps). 

’60 Impala (8) conv., $2,270* (ps), $2,- 
110* (ps); sport coupe, $2,100* (ps); 
sport sedan, $2,065* (ps), $2,060* (ps), 
$2,055* (ps), $1,950, $1,900; Kingswood 
(8) 4-dr., $1,750*, $1,595* (ps); Bel 
Air (8) 2-dr., $1,440*; 4-dr., $1,395; 
Biscayne (8) 2-dr., $1,350; Corvair (6) 
4-dr., 2 at $1,290. 

’59 Impala (8) conv., $1,785* (ps), $1,- 
680* (ps), $1,655, $1,650* (ps), $1,605* 
(ps), $1,585* (ps), $1,545* (ps); sport 
sedan, $1,655* (ps), $1,605* (ps), $1,- 
565* (ps), $1,550*, $1,500* (ps), $1,- 
480*, $1,445, $1,370*; sport coupe, $1,- 
580* (ps); Bel Air (8) 4-dr., $1,265*, 
$1,235*, $1,170*, $1,100*, $1,070* (ps); 
2-dr., $1,165* (ps), $1,110, $1,075*, $1,- 
035*; Bel Air (6) 4-dr., $1,100; 2-dr., 
$900; Parkwood (8) 4-dr., $1,245*; Bis- 
cayne (8) 2-dr., $1,155, $1,075*, $1,- 
005*; Brookwood (6) 4-dr., $880*. 

’58 Impala (8) conv., $1,410* (ps); sport 
coupe, $1,100*; Biscayne (8) 4-dr., $1,- 
080*; 2-dr., $80*; Nomad (8) 4-dr., $1,- 
070* (ps); Bel Air (8) 4-dr., $795*; 
Delray (8) 2-dr., $750. 

’57 Bel Air (8) conv., $950*; sport sedan, 


(ps); Special 


(ps); 


$915* (ps), $830* (ps); 4-dr., $885* 
(ps), $745*; Two-ten (8) station wag- 
on, $725*. 


’56 Bel Air (8) station wagon (9 pass.), 
$645*, $590*; 4-dr., $600*, $565*. 
CHRYSLER—’59 (300E) 2-dr. hardtop, $2,- 


300* (ps); NY 4-dr. nardtop, $1,205* 
(ps); Saratoga 4-dr. hardtop, $1,100* 
(ps). 


’57 NY 4-dr., $925* (ps); 4-dr, hardtop, 
$895* (ps), $890* (ps). 


DeSOTO — ’60 Adventurer 2-dr. hardtop, 
$1,675* (ps). 
’59 Adventurer 2-dr. hardtop, $1,770* 


(ps); Firedome 4-dr., $890*. 
DODGE—’60 Matador (8) station wagon, 
$1,795*. 

’59 Custom Royal (8) conv., $1,430* (ps); 
Coronet (6) 4-dr., $925*. 

’58 Coronet (8) 2-dr. hardtop, $700* (ps); 
Coronet (6) 4-dr., $590* (ps). 

’57 Coronet (8) 4-dr. hardtop, $515* (ps); 
2-dr. hardtop, $345*. 

EDSEL—’58 Citation 4-dr. hardtop, $625* 
(ps). 
FORD—’ 61 Falcon (6) 4-dr., $1,825, 

’60 Thunderbird (8) 2-dr. hardtop, $3,- 
025* (ps); Galaxie (8) conv., $1,900*; 
4-dr. Victoria, $1,750*, $1,700* (ps); 
Falcon (6) 4-dr., $1,270*; Fairlane 500 
(8) 4-dr., $1,235*, $1,220*; Fairlane 
(8) 4-dr., $1,265. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
180* (ps), $2,050* (ps); Galaxie (8) 
4-dr. Victoria, $1,415* (ps), $1,380*; 
conv., $1,290*, $1,240* (ps); Country 
Sedan (8) 4-dr., $1,250* (ps); Ranch 
Wagon (8) 4-dr., $1,100*; 2-dr., $950*; 
Fairlane (8) 4-dr., $1,080*, $1,000*, 
$1,000, $975. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
775* (ps); Fairlane 500 (8) Skyliner, 
$1,035* (ps); 2-dr. Victoria, $680*; 
Fairlane (8) 4-dr., $695*; Custom 300 
(8) 4-dr., $615*, $585*; Ranch Wagon 
(8) 2-dr., $550*. 

’57 Fairlane 500 (6) 4-dr., $425*; 
lane (8) 2-dr. Victoria, $355*. 

’56 Fairlane (8) conv., $600* (ps); 2-dr., 
$350. 

’55 Fairlane (8) 2-dr., $365*; 4-dr., $300. 
IMPERIAL—’ 54 Imperial 4-dr., $480* (ps). 
LINCOLN—’59 Continental Mark IV 4-dr., 

$2,630* (ps). 
MERCURY — ’60 Montclair 4-dr. hardtop, 
$1,765* (ps); 4-dr., $1,715* (ps). 

’59 Park Lane 4-dr. hardtop, $1,475* (ps). 

’58 Turnpike Cruiser 4-dr. hardtop, $950* 
(ps); Montclair 4-dr., $705* (ps); Mon- 
terey 4-dr. hardtop, $685* (ps); 2-dr., 
$600*; Standard 4-dr., $505* (ps). 

’57 Turnpike Cruiser conv., $710* (ps), 


Fair- 


$700*; Montclair conv., $630* (ps). 
’56 Custom 2-dr., $410*; Medalist 4-dr. 
hardtop, $315". 

OLDSMOBILE—’60 (88) Super 2-dr. hard- 
top, $2,350* (ps); (88) 4-dr., $2,200* 
(ps); conv., $1,835* (ps). 

’59 (88) Super conv., $1,920* (ps); (88) 
4-dr. Holiday, $1,900* (ps), $1,665* 


(ps), $1,585* (ps); (98) 4-dr. Holiday, 
$1,850* (ps); 4-dr., $1,850* (ps). 

758 (88) 4-dr., $1,075* (ps); Fiesta 4-dr., 
$1,000* (ps); 4-dr., $895* (ps). 


’57 (88) Super 4-dr., $820* (ps); 2-dr., 
$540* (ps); (98) 4-dr., $700* (ps); 
conv., $685* (ps), $580* (ps). 

°56 (88) Super conv., $435* (ps). 

55 (98) 4-dr., $415*. 

PLYMOUTH—’60 Fury (8) conv., $1,950* 
(ps); 2-dr. hardtop, $1,625*; 4-dr. 
hardtop, $1,610* (ps); Valiant (6) 4-dr., 
$1,300. 


’59 Fury (8) 2-dr. hardtop, $1,225*; Bel- 












































vedere (8) 4-dr., $1,040*, $985*. 

’57 Belvedere (8) 4-dr, hardtop, $560*; 
4-dr., $480*; Belvedere (6) 4-dr. hard- 
top, $465*; 2-dr. hardtop, $400*, $365*. 

PONTIAC — ’60 Bonneville conv., $2,700* 
(ps), $2,250* (ps); Safari 4-dr., $2,370* 
(ps); Catalina 4-dr. Vista, $2,245* (ps); 
sport coupe, $1,650* (ps). 

’59 Bonneville 4-dr. Vista, $2,000* (ps), 
$1,735* (ps); sport coupe, $1,680* (ps); 
Star Chief 4-dr., $1,680*; sport coupe, 
$1,550* (ps); Catalina 4-dr, Vista, $1,- 
550* (ps), $1,365*; sport coupe, $1,175*. 


’58 Bonneville conv., $1,420* (ps); Star 
Chief 4-dr., $875* (ps), $840* (ps); 
Chieftain 4-dr., $780* (ps); 4-dr. Cata- 
lina, $750". 


’57 Star Chief 4-dr. Catalina, $750* (ps), 
$725* (ps), $620* (ps); Chieftain 4-dr. 
Catalina, $695* (ps). 

’55 Star Chief 2-dr. Catalina, $475*, $440* 


(ps). 

RAMBLER—’57 Custom (8) Cross Coun- 
try, $645*; Super (8) Cross Country, 
$550*. 


’56 Super 4-dr., $365. 
STUDEBAKER—’60 Lark (6) 2-dr., $985. 


MISCELLANEOUS ’58 Dodge pickup, 
$670. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of April 
17. The car market continued firm at our 
auction here today, with plenty of brisk 
action out in the yard and on the block. 
Car quality showed a lot of fresh used cars 
and many good retail used car buyers, Sold 
137 cars from 171 consignments. 
BUICK—’56 Special 4-dr. Riviera, $535* 
(ps); 2-dr. Riviera, $460*, $430*, $220* 
(ps); Estate Wagon, $400* (ps); 4-dr., 
$220. 

CADILLAC—’61 (62) 4-dr., $4,800* (ps). 

’59 (62) 4-dr., $2,850* (ps). 

’5S (62) 4-dr. hardtop, $1,850*. 

’57 (62) 2-dr. hardtop, $1,360* (ps). 

’56 (62) 4-dr., $985* (ps). 
CHEVROLET—’60 Biscayne (6) 4-dr., $1,- 

475. 

759 Bel Air (6) 4-dr., $1,225*, $1,140*, 
$1,050; Bel Air (8) 4-dr., $1,125*, $1,- 
100, $1,075*. 

’58 Brookwood (6) 4-dr., $1,150*; Bis- 
cayne (6) 4-dr., $1,100, $1,000*, $950*; 
Bel Air (8) 4-dr., $935* (ps); Two-ten 


(6) 4-dr., $925; Yeoman (6) 4-dr., 
$920*, $740. 
’"57 Two-ten (6) station wagon 4-dr., 


$950; 4-dr., $925*, $595*; Two-ten (8) 
2-dr., $825*, $710* (ps), 5700*; station 
wagon 2-dr., $790*; Bel Air (8) 4-dr., 
$950*, $925*, $915*; 2-dr., $925*; sport 
coupe, $885*; Bel Air (6) 2-dr., $900; 
One-fifty (6) 4-dr., $360. 

’56 Two-ten (6) sport coupe, $590; 2-dr., 
$565*, $550; Two-ten (8) 4-dr., $575*, 
$560*, $400*; station wagon 4-dr., 
$550*, $530*; Bel Air (6) sport coupe, 
$570". 

755 Two-ten (8) sport coupe, $450*; Two- 
ten (6) 4-dr., $380*; Bel Air (8) 2-dr., 
$435”. 

’54 Two-ten station wagon 4-dr., $310*. 

’53 Two-ten 2-dr., $180. 


CHRYSLER — ’58 Windsor 4-dr., $1,059* 
(ps). 
*53 NY 2-dr., $100* (ps). 
DeSOTO—’57 Fireflite 4-dr., §510* (ps); 


Firesweep 2-dr. hardtop, $480* (ps). 
DODGE—’56 Royal (8) 4-dr., 3650*. 
FORD—’ 60 Galaxie (8) conv., $2,075* (ps); 

Falcon (6) 2-dr., $1,335. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
325* (ps); Custom 300 (8) 4-dr., $820. 

’58 Fairlane 500 (8) conv., $850* (ps); 
2-dr. Victoria, $800*; Custom 300 (8) 
4-dr., $780; 2-dr., $710*; Fairlane (8) 
2-dr., $580*. 

’57 Fairlane 500 (8) 2-dr., $880* (ps), 
$650*; 4-dr. Victoria, $710*, $700* (ps), 
$630* (ps); Country Squire (8) 4-dr., 
$875*; Fairlane (8) 2-dr. Victoria, 
$570*, $420*; Country Sedan (8) 4-dr., 
$540* (ps); Custom 300 (6) 2-dr., $410; 
Custom (6) 2-dr., $400; Custom (8) 
4-dr., $390*. 

’56 Country Squire (8) 4-dr., $600* (ps); 
Fairlane (8) 4-dr., $450*, $230* (ps); 
2-dr. Victoria, $250*; Ranch Wagon (8) 
2-dr., $400*, $220; Custom (8) 4-dr., 
$390*, 2 at $350*, $270*; 2-dr., $350; 
Country Sedan (8) 4-dr., $250*. 

’54 Custom 2-dr., $100. 


LINCOLN — ’56 Premiere 2-dr. 
$440*. 
MERCURY—’58 Standard 2-dr., $600. 

’57 Monterey conv., $760* (ps); 4-dr., 
$750* (ps); 2-dr. hardtop, $430* (ps); 
Turnpike Cruiser 4-dr. hardtop, $700* 
(ps); Montclair 2-dr. hardtop, $460*. 

’54 Monterey 4-dr., $170* (ps). 

OLDSMOBILE—’59 (88) Super 4-dr., $1,- 
768* (ps). 

’56 (98) 4-dr. Holiday, $650* (88) 
2-dr. Holiday, $335* (ps). 

53 (98) 4-dr., $120* (ps). 

PLYMOUTH—’57 Suburban (8) Custom 4- 
dr., $575; Belvedere (6) 4-dr., $450*; 
Plaza (6) 4-dr., $390. 

’56 Savoy (6) 2-dr., $385*; 4-dr., $220*; 
Belvedere (6) 2-dr. hardtop, $280*. 
’b5 Savoy (8) 4-dr., $300; Plaza (8) Su- 

burban 4-dr., $240; Belvedere (8) 4-dr., 


hardtop, 


(ps); 


$230". 
PONTIAC—’60 Star Chief 4-dr. Vista, $2,- 
225* (ps). 


’59 Catalina 2-dr., $1,190*. 
’58 Bonneville sport coupe, $1,175* (ps). 
’57 Chieftain 2-dr., $675*; 4-dr, Catalina, 
$450*; Super Chief 4-dr., $450* (ps). 
’56 Chieftain (860) 2-dr. Catalina, $380*. 
RAMBLER — ’58 Rebel (8) Super Cross 
Country 4-dr., $840* (ps). 


’56 Super 4-dr., $585*; Custom 4-dr., 
575 *. 
STUDEBAKER — ’'56 Champion (6) 2-dr., 
$170. 
’55 Commander (8) Deluxe 2-dr., $160. 
MISCELLANEOUS—’60 Ford %-ton pick- 
up, $1,340. 
’56 Ford %-ton pickup, $470; %-ton cab 


and chassis, $375. 












PORT-A-WALL ~~ 
TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 













Bearfoot Airway Corporation 
Automotive Division @® Wadsworth, Ohio 
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Cutlass Campaign .. . 





By Martin L. Whitmyer 
Staff Writer 

Announcement advertising for 
Oldsmobile’s new F-85 Cutlass 
sports coupe will be spearheaded by 
a four-color two-page spread in 
Life magazine starting May 10. 
This will be followed by single 
four-color pages in a number of 
other general and special-interest 
magazines. 

Newspaper advertisements in the 
national campaign prepared by D. 
P. Brother & Co. are scheduled for 
May 12, and F-85 Cutlass commer- 
cials will be carried with the Lowell 
Thomas CBS radio newscast over 
200 stations on May 10. 

Oldsmobile dealers will receive 
strong point-of-sale support, includ- 
ing advertising mat kits, show- 
room decorating materials and 
other merchandising aids. 

* * * 


Buick Skylark Boost 


Buick will introduce its new 
Special Skylark on the Bob Hope 
television show May 13, with an- 
nouncement ads running in Time, 
Life, Sports Illustrated, The New 
Yorker, Harper’s Bazaar, Vogue, 
Car & Driver, Motor Trend and 
Town & Country the following 
week. Newspapers in various 
cities also will get the annownce- 
ment ads. 

Buick is dropping Hope after 
this show but will string along 
with Mitch Miller on NBC-TV 
next fall. The General Motors di- 
vision will sponsor Miller on al- 


ternate weeks. 
* Pd * 


Petersen Guarantees Upped 


Hot Rod and Motor Trend maga- 
zines, Petersen publications, have 
announced increases in circulation 
guarantee and advertising rates ef- 
fective with the July issues. 

Hot Rod will increase circulation 
guarantee from 600,000 to 675,000 
and the b&w one-time page rate 
from $2,200 to $2,400. 

Motor Trend will up its circula- 
tion guarantee from 375,000 to 450,- 
000 and its b&w one-time page rate 
from $1,775 to $2,000. 

Hot Rod will also increase its 
newsstand price, effective with the 
July issue, from 35 to 50 cents. At 
the same time, the publication will 
be expanded with the use of more 


color and editorial features. 
* * a 


Rambler Group for Geyer 


The Greater Cleveland Rambler 
Dealers Assn. has appointed Geyer, 
Morey, Madden & Ballard, Inc., as 
its advertising agency to serve the 
group’s expanding advertising pro- 
gram. 

As part of this program, the as- 
sociation is sponsoring half of the 
Gene Carrol Show, a local television 
variety show on WEWS-TV Sun- 


days. 
* * * 


Hot Rod Honored 


An award of excellence for 
technical illustration in Hot Rod 
magazine, from the First Annual 
Exhibition of Advertising and 
Editorial Art, has been presented 
to Petersen Publishing Co. 

The exhibition was sponsored 
by the Journal of Commercial 
Art. 


* * * 


TV Guide Revenue Up 46 Pct. 


First quarter advertising revenue 
for TV Guide magazine showed a 
46 percent increase over the same 
period in 1960, according to Michael 
J. O'Neill, advertising director. 

The quarterly revenue, as report- 
ed to Publishers Information Bu- 
reau, totalled $4,518,728. Over the 
same period last year revenue to- 
talled $3,096,395. 

+t 


* + 


Canadian Ford Shifts 


Ford Motor Co. of Canada, Ltd., 
has shifted its business that was 
at Cockfield, Brown to Vickers & 
Benson, one of three agencies that 
have been handling its business. 
The third agency is J. Walter 
Thompson. 

Approximately $6 million in 
billings is involved in the Ford 
account, which now will be han- 
dled by Vickers and Thompson. 

The Thompson agency will han- 
dle Ford, Monarch, Falcon, Thun- 
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will handle Mercury, Meteor, Comet 
and Lincoln cars, plus the accounts 
that formerly were with Cockfield, 
Brown: The British Ford line, 
Fordson and Ford tractors and 
equipment; parts and accessories, 
and “all-product” or institutional 
advertising. 
* * & 


WIX Doubles Outdoor Use 


Billed as “the hardest hitting out- 
door advertising program ever 
launched by a filter manufacturer,” 
the new 1961 WIX Corp. outdoor 





posters as were employed in the 
company’s invasion of the outdoor 
advertising medium last year. 

To reach the prospects, WIX, 
through its agency, Humbert & 
Jones, Inc., New York, employs a 
coverage pattern, called the “bot- 
tling up plan,” whereby posters are 
located on principal arteries lead- 
ing to and from each market. This 
year’s program calls for the “en- 
circlement” of almost 200 key areas 
in 44 states. 

* * ok 


Ernie Ford Ends Series 


In response to the express wishes 
of Tennessee Ernie Ford, Ford Di- 
vision has agreed with the televis- 
ion star to discontinue the Ford 
Show at the end of its fifth season 
on the air. 

Another program will be pur- 
chased and placed in the NBC-TV 





campaign will use twice as many 
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Thursday, 9:30-10:00 p.m, time 
period, which will be retained by 
Ford Division. Announcement of 

the new series will be made soon. 

“It is with genuine regret that we 
end this successful five-year week- 
to-week relationship with Ernie 
Ford,” said John R. Bowers, car 
advertising manager for Ford Divi- 
sion, “but we are hopeful that there 
will be an Ernie Ford in our future. 
We would like to continue him as 
an entertainer and spokesman for 
our products.” 

* * * 


Eaton Picks Randall 


Eaton Mfg. Co., Cleveland, has 
appointed Fred M. Randall Co., De- 
troit, as advertising and merchan- 
dising counsel for the Eaton Ma- 
rine Powernaut Drive and the 
Eaton Marine Powernaut-Intercep- 
tor Power-Pack. 


ae 





Personnel Changes 


James R, Kuhn from field repre- 
sentative in Ford’s Northeastern 
regional public relations office in 
New York to public relations field 
representative in the company’s 
Washington office . Louis M. 
Bloomberg from vice-president and 
general manager to president and 
treasurer of Wolf Detroit Envelope 
Co., succeeding Walter Laib, who 
retired. 

Harold J. McCormick from ad- 
vertising executive in the home ap- 
pliance and consumer electronic 
fields to manager of advertising 
and promotion for B. F. Goodrich 
Tire Co. ... John C, Doorty from 
associate publisher and advertising 
manager of the National Publisher 
magazine to director of publisher 
relations and promotions for Week- 
ly Newspaper Representatives, Inc. 






Air Express gets your shipment first on, first off, first there 





derbird and Ford trucks. Vickers 


AIR EXPRESS is more than America’s fastest shipping service... it’s the most impartial. Large ship- 
ments or small get identical, top priority treatment, plus those “extras” that make AIR EXPRESS first 
choice nationwide. A special fleet of 13,000 trucks, many radio-dispatched, pick up and deliver door- 
to-door. Your shipment is first on, first off, first there, via all 35 scheduled U. S. airlines, with kid-glove 
handling non-stop. And the cost for AIR EXPRESS service 

is amazingly low. Just one telephone call arranges every- 

thing, to 23,000 communities in the U. S. and Canada. Al oe 

It pays when you think fast... think AiR EXPRESS first! 

CALL AIR EXPRESS DIVISION OF RE A EXPRESS ° GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 














MIRROR—Auto Lamp Mfg. Co., 2909 
S. Indiana Ave., Chicago 16, Ill., has 
added a blind-spot mirror to its Path- 


finder truck mirror line. The unit, Cat. No. 
3553, is fitted with a ‘diminishing’ mir- 
ror, mounted on a five-inch round steel 
frame finished in grey Hammerloid enamel. 
The mirror is fitted with a U & L bracket 
to clamp on any standard bracket arm. 
The mirror gives drivers a greatly in- 
creased rear view range of vision, for 


maximum safety, it is said. 
i: # 





BRAKE DRUM—Motor Wheel Corp., Lan- 
sing, Mich., has announced an improved 
model of its heavy-duty air-cooled centri- 
fuse brake drum. The 16'%%-inch drum is 
said to combine extra iron on the braking 
surface and a special air-scoop flange for 
better heat dissipation. The drum is de- 
signed to give improved braking, longer 
lining and drum life and less drum fade, 
it is claimed. 





TRUNK LID HOLDER-—The Lock Prop is 
designed to hold the trunk lid in any 
desired position, without distorting the lid 
or springing the hinges. It can be in- 
stalled on almost any make or model of 
car, it is said. It also can be used as a 
hood prop on heavy-duty trucks. Moody 
Industries, 18230 Grand River, Detroit 13. 

 <- * 





CLEANING MACHINE — Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas 25, Tex., 
has announced the Model 200 Superciean, 
a cleaning machine for parts and motor 
blocks. The model operates on 110-volt 
current—gas, oil or electricity may be 
used to heat detergent, it is said. The 
machine is 45% inches high by 56 inches 
wide by 66 inches long. Made of steel, 
the tank is insulated with fiberglass and 
has a capacity of 200 galions. 

* 


Speckled Finish Designed 


By Ditzler for Trunk Area 


A speckled finish, designed espe- 
cially for refinishing the interior 
of trunk areas, has been announced 
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| TRUCK NEW 


by the Ditzler Color Division, Pitts- 
burgh Plate Glass Co., 8000 W. Chi- 
cago Ave., Detroit 4, Mich. 

Known as Numercolor, the finish 
provides colors to match the in- 
terior rear compartments of Chev- 
rolets, Oldsmobiles and Buicks, the 
firm said, and the standard syphon- 
type spray gun may be used for 
spraying “Numercolor.” 

ea * * 





IMPACT WRENCH — Strunk Power for 
Modern Living, Inc., Coatesville, Pa., has 
introduced a impact wrench. This 5-inch 
drive wrench is said to be the most pow- 
erful for its size and weight on the mar- 
ket. This is accomplished by a motor spe- 
cially designed for use in an _ impact 
wrench, and other design features, it is 
said. The reversing switch is located on 
the handle directly beneath the pistol grip 
trigger. Hammer parts are made of spe- 
cially treated alloy steel forgings. A 
heavy-duty 10-foot extension cord is fur- 


nished as standard equipment. 
. 


Vs ; 


TUNEUP CENTER — The Quick-Check 
portable tuneup center, announced by Lin- 
coln Engineering Co., Division of McNeil 
Machine & Engineering Co., 4010 Good- 
fellow Bivd., St. Louis 20, Mo., is said 
to include instruments needed to check 
points, plugs, coil, timing, primary and 
secondary wiring, idle speed and mixture, 
cylinder efficiency, battéry, starter, gen- 
erator and voltage regulator. The unit 
also includes timing, light and spark plug 
connectors. 


HACKSAW—A portable floor model of 
the Jefferson ‘‘601"" power hacksaw has 
been added to the line of Keller power 
hacksaws by Sales Service Mfg. Co., 2363 
University Ave., St. Paul, Minn. The saw 
capacity is five inches wide by four inches 
deep with a swivel vise that is said to 
permit sawing any angle to 45 degrees 
on material up to 3%, inches wide. All 
bearings are Oilite and the saw frame is 
equipped with adjustable, replacable 
bronze wear strips. A latch bar holds the 
frame in up position. The saw feeds by 
gravity and the weight of the saw frame 
provides fast cutting, it is said. A length 
gauge bar permits cutting uniform lengths. 
The saw stroke is 334 inches and 10 or 
12-inch blades may be used. Included as 
standard equipment is a 1%,-horsepower, 
1,725 revolutions per minute motor on a 
built-on motor mount, drive pulley and vee 
belt. 


| ing no permanent 











LUGGAGE RACK — Canell Co., 61 S. 
State St., Hackensack, N. J., has intro- 
duced qn aluminum rack for medium-sized 
vans. The units are clamp-on type, requir- 
installation. The firm 
also produces permanent racks for station 


wagons and clamp-ons for imported cars. 
 - * 





ENGINE PREHEATER — The South Wind 
engine preheater is said to maintain 


| normal engine temperature during periods 


of idling, thus minimizing wear, oil dilu- 
tion and other harmful conditions. The 
unit is a self-contained combustion heater, 
connected into the engine coolant sys- 
tem but having its own fuel pump, coolant 
pump and ignition system. It automatically 
maintains the temperature of the coolant 
between 140 and 160 degrees, it is said. 
Stewart-Warner Corp., 1826 Diversey 


Pkwy., Chicago 4 ill. ‘ 





SANDER — The 61E-783A air-powered 
belt sander, introduced by Buckeye Tools 
Corp., 5003 Springboro Pike, Dayton 1, 
O., is now being marketed in a Model B 
version with several design improvements. 
The plastic handle on the earlier model 
has been replaced by an aluminum han- 
dle offering greater resistance to damage 
and wear, and the air hose inlet has been 
moved to the top of the handle for better 
work visibility and easier handling, it is 
said. From a mechanical standpoint, the 
major change is in the throttle. The thumb- 
flip type near the front of the former 
model has been superseded by a ring 
type on the handle of the Model B, so 
that speed may be regulated by the guid- 
ing hand. Model B is 16 inches long, 
weighs 14 pounds, and drives a standard 
3-inch by 24-inch belt. Sheet metal, wood, 
fiberglass, plastic, marble and granite are 
listed among its applications. 

ok. ie 
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FENDER SECTION—An addition to its 
list of over 700 body replacement panels 
has been announced by Schofield Mfg. 
Co., 1140 E, 222nd St., Cleveland 17, O. 
The panel replaces the lower rear and 
center sections of the rear fender on all 
1957-58 Ford custom models. These preci- 
sion die-formed panels are furnished in 
right hand (P-785-R) and left hand (P-785- 
L) styles. 

* .¢ * 


Bearing Seal Introduced 


By Better Part Specialties 


A transmission bearing seal call- 
ed Seal-O-Matic permanently elimi- 
nates driveshaft “clunk,” “snap,” or 
“whip” and provides better protec- 
tion against transmission-oil leak- 
age, according to Better Part Spe- 








PRODUCTS 


cialties, 2601 San Fernando Rd., Los 
Angeles 65, Calif. The Seal-O-Matic 
is an “easy-to-install” precision 
bearing designed to support and 
hold the shaft in perfect alignment, 
the firm said. 





AIR CONDITIONER—The Vornado air 
conditioner has been announced by Auto- 
matic Radio Mfg. Co., 122 Brooklyn Ave., 
Boston 15, Mass. The unit features the 
patented ‘‘Turbo Impeller,’’ a device simi- 
lar in design to motors used in rockets, 
which gives 35 percent faster cooling and 
fuller air circulation, with less power drain 
and lower noise level than on other auto 
air conditioners, it is claimed, The Vor- 
nado air conditioner is in two-tone grey 
to blend with all car interiors. It extends 
far back under the dashboard, with only 
the controls and nozzles visible, making it 
particularly suitable for compact cars, and 
giving room for a third passenger in the 


front seat, it is said. 
* * 





SPRAY EQUIPMENT — Binks Mfg. Co., 
3140 Carroll Ave., Chicago 11, Ill., has 
added several products to its spray paint- 
ing equipment line. The Binks equipment 
includes a compact airless spray painting 
unit, a 10-to-1 ratio material pump, a 
31¥3-to-1 ratio paint circulating pump that 
will pump fluids at the rate of 15 gallons 
per minute, a 5-to-1 ratio stainless steel 
pump with 1 gallon per minute capacity 
and a 2-to-1 ratio high volume paint 
pump, and Binks Model B formulator for 
spraying two-component foams and a new 
Model 18F foam spray gun, 

a 7 


Auto Accessory Plug 


The Safco “Reversible Polarity” 
Plug No. 70-71-72, has been an- 
nounced by A. G. Busch & Co., 
Inc., 6318 Northwest Highway, Chi- 
cago, Ill. It is available to manu- 
facturers of products that use the 
automobile lighter socket for a 


power source. 
* * * 


ik FILTER 


OIL FILTER—Fram Corp., Providence 16, 
R. |., has announced a ‘‘Wear-Guard," 
easy-change type oil filter for replacement 
installation on all 1961 General Motors 
cars. A hex nut has been added to the 
standard easy-change type filter to facili- 
tate removal and change, since the factory 
filter installation does not allow room for 
removal by hand, as with other filters. 
The hex nut provides for quick wrench 
removal, it is claimed. 














TRAILER DECK—Using Aeroquip Series 
“E"’ vertical track and wood beam sockets 
to support second decking, Coordinated 
Transportation Co., Dallas, Tex., has de- 
veloped a method of converting older 
equipment. The track is riveted into posi- 
tion over the vertical posts of the trailer; 
then the plywood walls are riveted into 
place, making a flush installation. Further 
information is available from Aeroquip 
Corp., General Logistics Division, 2929 


Floyd St., Burbank, Calif. 
* * * 





FILTER-ELEMENT TESTER — A portable, 
self-contained, test stand which is said to 
provide rapid and accurate measurement 
of the largest opening in a filter element 
has been announced by Aircraft Porous 
Media, Inc., a subsidiary of Pall Corp., 
Glen Cove, N. Y. The Bubble Point Test 
Stand detects damaged or otherwise im- 
perfect filter elements prior to  installa- 
tion. The only connection required for 
operation is shop air at six to 250 pounds 
per square inch. Each unit contains an air 
filter and regulator, as well as all neces- 
sary controls. 





UTILITY PLIER—A forged alloy steel 
utility plier in 7 and 10-inch lengths has 
been marketed by Xcelite, Inc., Orchard 
Park, N. Y. Featuring box joint construc- 
tion and flush-ground rivet pin, the Xcelite 
plier is said to be 30 percent thinner than 
conventional models. For use on flat, 
square, hex or round-shaped objects, it is 
designed to produce leverage in each of 
four gripping positions with no sideway 
twist or strain. Measuring 5/16-inch at 
its thickest point, 7-inch model adjusts to 
1-1/16-inch opening. Larger 10-inch mod- 
el is Y-inch thick with maximum jaw 
opening of 1%/-inch. 





AIR IMPACT TOOL—The Size 410 Im- 
pactool is said to tighten or break loose 
nuts quickly with 900 to 1,000 impacts a 
minute when operated at 90 or 120 
pounds per square inch, respectively. Fast 
rundown is assured by free speeds of 
4,150 revolutions per minute at 90 p.s.i. 
and 4,500 RPM at 120 p.s.i. The compact 
unit weighs 115 pounds. Ingersoll-Rand 
Co., 11 Broadway, New York 4, N. Y. 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T, Parker 
Attorney at Law 


A FEW weeks ago, a higher court} 
held that, although positive 
evidence proves that a decedent 
automobile dealer practiced fraud 
in compiling only 
a part of his fed- 
eral income tax 
returns, yet his 
estate must pay 
a 50-percent pen- 
alty on all over- 
due taxes. 

For illustration, 
in Ginsberg v. 
Commissioner of 
Internal Revenue, 
271 Fed. (2d) 511, 
the testimony 
showed that one Ginsberg was 
president of “Nash Motors,” a cor- 
poration which sold used cars to 
various dealers in the area. Gins- 
berg required purchasers to pay 
one amount by check, which 
amount was put on the invoice, 
plus an additional amount in cash. 
Only the invoice amounts were re- 
corded on the company books and 
the book entries were the only in- 
come reported on the tax returns. 

Ginsberg died and in _ subse- 
quent litigation the higher court 
held Ginsberg’s estate liable for 
payment to the government the 
full amount of federal income 
taxes due on the cash payments, 
plus the 50-percent penalty, This 
court said: 

“There was ample evidence that 
at least some of the deficiencies re- 
sulted from fraud. It is not neces- 
sary to consider the several] other 
items of omissions, because a find- 
ing of fraud as to any part of the 
deficiency for any one year re- 
quires the imposition of the penalty 





Leo T. Parker 





as to the entire deficiency for that 
year.” 
* * ok 
Check Merchandise 
OE BROWN, of Los Angeles, 
wrote an interesting letter, in 
part, as follows: “Very often our 
company pays cash for merchan- 
dise represented by a negotiable 
warehouse receipt or bill of lading 
without inspecting the merchandise 
to see that it conforms with the 
description in the warehouse re- 
ceipt or bill of lading. 
“Recently on taking delivery of 


Committee Posts 
Filled by Chief 
Of St. Louis Assn. 


ST. LOUIS.—Committee appoint- 
ments have been announced by Ray 
E. Nolting, president, Greater St. 
Louis Automotive Assn. They are: 

Bupcet: C. A. Gilbert, Jack Heu- 
tel and John D. Vincel. 

Joint APPRENTICESHIP: 
and Ed Hayward. 


Al Fuchs 





RecreaTION: Harold D. Barton, 
William R. Kribs and George 
Ritchie. 

MemsersuHiP: M. A. Dorn, William 
A. Kessler, Art Haack, Charles J. 
Schneider, and Frank Leber. 

LecIsLATIVE: Vie Koenig, L. M. 
Stewart and V. T. McMahon. 

ADVERTISING: Dave _ Riesmeyer, 
Charles Johnson, Clif Placke, Vic 
Langenberg and Dick Cahill. 

Lazsor: Ed Stivers, Gene Jantzen 
and Fuchs. 

CusToMER CouRTESY CARD ORGAN- 
IZATION: Les Francis, Cliff McClure, 
Clint Lindburg, Ray Deschamp and 
Tom Costello. 

Pusiic RELATIONS AND SAFETY: 
Emerson Planck, Ottmar Grebe, 
Ray Rixman, Robert E. Murphy 
and Ralph Otto. 

E. M. Miler, H. B. Pelke and M. 
L. Mallory have been elected to the 
Code of Ethics Judiciary Commit- 
tee. Holdover members are R. E. 
Murray, Murphy and Planck. 

Named to the Line Advisory 
Committee were: 

Waldo W. Wilson sr., Buick; 
Lindburg, Cadillac; Bill James, 
Chevrolet; Stewart, Chrysler-Plym- 
outh; Rixman, Dodge; Riesmeyer, 
Ford; Stivers, Lincoln-Mercury; 
William A. Yates, Oldsmobile; Joe 
Carson, Pontiac; W. A. Fritz jr., 
Rambler; Santo Fiorita, Stude- 
baker; Dick Cahill, imported cars. 


merchandise from a railroad com- 
pany, we found that the goods were 
considerably less than the quality 
of the goods described in the bill 
of lading. In fact, I figure that we 
stand to take a loss of $8,250, Can 
we sue and collect this loss from 
the railroad company which issued 
the false bill of lading?” 

According to a leading higher- 
court decision neither a railroad 
company nor a warehouse com- 
pany guarantees correctness of 
the description of goods on a bill 
of lading or warehouse receipt. 
The purchaser of the goods must 
stand the loss from this source. | 
In other words, it is his legal 
duty to verify the correctness of 
described merchandise. 

For example, in African Metals 
Corp. v. Bull, 41 N, E. (2d) 466, the 
testimony showed facts: A man 
named Bull opened a special ac- 
count with a brokerage company 








and deposited $25,000 as a credit. 
A few days later one Meade, agent 
for Bull, approached an official of 
African Metals Corp. and showed 
him samples of pure electrolytic 
nickel which he said were taken 
from a railroad corporation’s rail- 
road car covered by a bill of lading 
in his possession, 
* * oe 
ATER Meade wrote a letter of- 
fering to sell to African Metals 
Corp. a car of 63,891 pounds of such 
nickel cathodes at 44 cents a pound. 
Soon afterward African Metals 
Corp. received the bill of lading, a 
weight certificate and a certificate 
of analysis by an analyst, which 
showed that the material in the 
car was 99.50 percent pure electro- 
lytic nickel cathodes. 

Then African Metals Corp. gave 
to Meade a check for $27,792.58. 
A few days afterward, African 
Metals Corp. purchased two 
other cars and gave its check for 
an additional $94,255.36, 

When the cars were opened, it 
was discovered that such cars con- 
tained only scrap iron. 

Hence, African Metals Corp. suf- 
fered a serious financial loss by 
failure to inspect the material in 
the cars before giving its check in 
payment therefor. 





Delivery-Body Brochure— 


This truck-body brochure containing il- 


lustrations, features, specifications and 
dimensional drawings as required by the 
drycleaning and laundry industries has 
been published by the Boyertown Auto 
Body Works, Boyertown, Pa. The delivery- 


body brochure is available at no cost. 
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J. S. INSKIP, INC., distributor for products of The British Motor Corporation 


in the states of New York, New Jersey, Connecticut and Rhode Island. 


In New York: Sales and Service: 304 East 64th Street. Sales Salon: 24 East 
54th Street. Parts and Service: 312 East 94th Street. In Providence: 776 


Elmwood Avenue. 


TOP QUALITY MEANS TOP SALES! 


There are more of these BMC sports cars on 
U.S. highways than those of all other makers combined. 


———— 





AUSTIN HEALEY 
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crease over 1959 figures. 


imports were on a steady 


units in 1959 to 88,661 in 


39 





436 Salesmen 
In Detroit Area 
Honored by Ford 


DETROIT.—Ford Division hon- 
ored 436 salesmen in the Detroit 
district for outstanding. retail sales 
performance during 1960. 

Eight men received Ford Motor 
Co.’s Top Hatter Award, whieh is 
presented annually to only one per- 
cent—or 300—of the nation’s Ford 
salesmen, 

In addition, 300-500 Club member- 
ship awards were presented to 428 
salesmen in the district for excel- 
lent retail sales performance keyed 
to the size of the dealership. The 
Ford salesmen’s 300-500 Club was 
founded in 1950 and the Top Hatter 
Award was created four years later. 

Local Ford salesmen qualifying 
for Top Hatter Awards were: Jo- 
seph R. Haney and Richard War- 
ner, Simms-Dawson Ford, Inc., 
Grosse Pointe; William J. Droelle, 
Jack Ryan and Martin Daher, 
Floyd Rice Ford, Inc.; Homer 
Swan, Bob Ford, Inc., Dearborn; 
George Hart, Stuart Wilson, Inc., 
Dearborn, and Alton J. Laverack, 
Center Motor Sales, Inc., Taylor. 
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In 1947 it was my privi- 
lege to become the first dis- 
tributor of BMC cars in 
the United States. My con- 
viction, 14 years ago, of 
the superiority and sales 
potential of MG, Morris 
and Austin cars has been 
more than justified. The 
proof of this is the steady 
sales increase these cars 
have made for us and our 
dealers. 


The 1960 sales of BMC cars 
in the four states of our 


territory, New York, New Jersey, Connecticut and 
Rhode Island, show a record-breaking 19.78% in- 


(A whopping plus for any 


distributor’s faith in a manufacturer!) This healthy 
growth came during a year when sales of most other 


decline. In this four-state 


area, the overall import market dropped from 94,583 


1960. Yet BMC’s share of 


the entire import car market in that same area showed 
an increase of over 10% for the same year. 


Our steady sales growth during the 14 years we have 
been associated with the British Motor Corporation 


of England and Hambro Automotive Corporation, 
their concessionaires for the United States,has meant 


security and profits in a d 


ifficult but rewarding mar- 


ket for us and our dealers. 


SPRITE 


Brighten Your Future with a BMC Franchise 
Distributors in the United States for products of The British Motor Corporation, Lid.— 


S. H. ARNOLT, INC., 2130 North Lincoln Ave., Chicago 14, Illinois » BRITISH MOTOR CAR DISTRIBUTORS, LTD., 
1200 Van Ness Ave., San Francisco 9, California * CONTINENTAL CARS DISTRIBUTORS, INC., 5615 Pershing 
Ave., St. Louis 12, Missouri * CRANDALL-HICKS COMPANY, 226 Worcester Turnpike, Wellesley Hills, Mass- 
achusetts ¢ FALVEY MOTOR SALES CO., 22600 Woodward Avenue, Detroit 20, Michigan * HAMBRO AUTO- 
MOTIVE CORPORATION, 5009 Xerxes Avenue South, Minneapolis, Minnesota « J. S. INSKIP, INC., 304 East 64th 
Street, New York 21, N.Y. * OVERSEAS MOTORS CORPORATION, 2824 White Settlement Road, Fort Worth, Texas 
ROYSTON DISTRIBUTORS, INC., 1601 Vine Street, Philadelphia, Pennsylvania * SHELLY MOTORS, 1017 Kapiolani, 
Honolulu, Hawaii « SHIP AND SHORE MOTORS, 701. South Flagler Drive, West Palm Beach, Florida 


J. S. INSKIP 
President 

J.S. INsk1rp, INc. 

804 East 64th Street 
New York 21, N. Y. 
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It Only Looks 


Renault's new Gordini resembles older Dauphine, but boasts a host of improve- 
ments such as 40-horsepower engine, four-speed transmission, more luxurious interior, 
smoother braking, vented wheels, lined trunk, lockable engine compartment and ad- 


ditional chrome trim. 
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The Man Behind the Wheel... 


Sales Testing the ‘61 Gordini 





Like a Dauphine— 





Epiror’s Nore: This is another 
in a series of articles exploring 
the selling features of imported 
cars. 

By William Carroll 
West Coast Editor 

HERE’S a lot of difference be- 

tween Renault’s Gordini and the 
famous Dauphine which now takes 
second place. 

Though a Gordini is based on 
the Dauphine, a massive group of 
improvements is designed to in- 
crease its saleability on the 
American market. 


The moment a prospect opens a 
door, his eyes will sparkle at the 
vinyl-trimmed interior, color- 
matched floor mats, pockets in 
both front doors, metallized inter- 
ior hardware and two-tone steer- 
ing wheel. 

The individual front seats have 
a four-position back adjustment in 
addition to the usual] sliding track. 
Every driver will appreciate the 
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black wrinkle-finish instrument 
panel which eliminates reflections 
in the windshield. 
* * ok 

7. automatic choke gives a 

quick start with a turn of the 
ignition key, which also can lock 
the steering wheel in a “Parked” 
position. The little four-speed gear 
shift lever has a flexible rubber 





Rochester Dealers Elect 


Schoen to 32nd Term 


ROCHESTER, N. Y.—Jack Kess- 
ler, Jack Kessler Rambler, Inc., is 
the new president of the Rochester 
Automobile Dealers Assn, He suc- 
ceeds Arthur Frear, Frear Chevro- 
let. 

Other officers are Edward T. 
Meagher, vice-president; Edward 
C. Schoen, secretary, and Edward 
J. Horton, treasurer. Schoen was 
reelected to the secretary position 
for the 32nd consecutive year. 
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The slots in a genuine Perfect Circle ‘‘98’’ 


oil ring face the cylinder wall head-on for 
straight-through, free-flow drainage. There 
are no bends or curves in the slots to restrict 


the natural flow of oil. 


As a result, the Perfect Circle ‘'98’’ delivers 
added protection against clogging. And, you 
get it in all 19 variations of the basic ‘‘98’’ 
ring, engineered so PC ring sets can meet the 
differing needs of individual engines. 


THE DOCTOR 

OF MOTORS 
Skilled mechanics 
the world over 
prefer and 

install 

Perfect Circle 
piston rings 


Straight-through drainage is just one rea- 
son why leading engine and vehicle manu- 


facturers, fleet operators, race drivers and 
mechanics the world over prefer PC piston 
rings. Always install Perfect Circles — the 


rings the ‘‘pros’’ prefer. 


PERFECT /._ CIRCLE 


PISTON RINGS « POWER SERVICE PRODUCTS 
HAGERSTOWN, INDIANA: DON MILLS, ONTARIO, CANADA 


* 
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gasket to prevent entry of dust or 
moisture. Clutch and brake action 
are good and there’s almost enough 
room for the largest foot. An im- 
provement women will like is a flat 
accelerator pedal, replacing the 
former roller bracket. 
Once rolling, the Gordini’s eight 
extra horses begin to show, (The 
Dauphine offered 32 horsepower. 
The new Gordini has a 25 per- 
cent boost.) The engine block of 
the Gordini is identical to that 
of the Dauphine, but engineering 
changes in valve design, camshaft 
configuration, carburetion and 
manifolding boost horsepower. 
According to Renault, these 
changes were established by racing 
car designer Amedee Gordini, after 
whom the new model is named, He 
is reported to be an engineering 
consultant to Renault of France. 

The four-speed Gordini gearbox 
is synchronized in second, third and 
fourth. Use of third gear in traffic 
is a delightful assist to darting 
about with abandon. On mountain 
roads, second and third gears are 
just right. The Gordini will hold 
its own with almost anything but 
an out-and-out sports car. 

Handling is good. Without load 
the car carries 60 percent of its 
weight on the rear wheels. Light 
loading (40 percent) on the front 
wheels makes steering easy and 
parking a complete breeze. 

* * * 


Smoother Braking 


RAKING the Gordini is smooth- 
er than in previous models. 
There’s a change in hydraulic link- 
age and an improved balancing 
valve that makes sure neither 
front nor rear wheels will lock up 
during an emergency stop. 

Lockheed hydraulic brakes 
have nine-inch drums and float- 
ing self-centering shoes. Front 
brakes have a wider lining than 
before, and rear brakes use an 
entirely new type lining to pro- 
vide greater coefficient of friction 
between the lining and drum. 

Diameter of the front-wheel 
brake cylinders has been reduced a 
16th-inch, which is quite important 
to better braking, 

Riding quality of the Gordini is 
better than the Dauphine. Wheels 
are slightly lighter from being 
vented to improve brake cooling. 
Front shock absorbers have air 
cushions of variable flexibility to 
improve rebound characteristics. 

Rear suspension, in addition to 
using new shock absorbers, has 
special rubber cushions (Aerosta- 
ble) containing air at atmospheric 
pressure. These cushions allow use 
of softer coil springs in the rear 
for light loads, as the cushions soak 
up weight of a heavy load. 

* * * 
Reo a sales standpoint, the new 
Gordini has a host of modifi- 
cations well worth knowing. In the 
engine there are new improved 
(Continued on Page 42, Col. 1) 


Car Tested: 
1961 RENAULT 
GORDINI 


Overall length, 157 inches; 
overall width, 60 inches; overall 
height, 57 inches; wheelbase, 89 
inches, 


Engine: Four-cylinder, water- 
cooled; overhead valves; bore, 
2.28 inches; stroke, 3.15 inches; 
displacement, 51.54 cubic inches; 
40 horsepower at 5,000 revolu- 
tions per minute. 


Maximum torque: 48 pounds- 
feet at 3,300 RPM; compression 
ratio, 8:1, 

Test weight: 1,600 pounds 
without driver, with 41.5 percent 
on front wheels. 

Transmission: Four-speed 
manual; ratios, 3.70, 2.28 (2.10), 
1.52 (1.46) and 1.03; rear-axle 
ratio, 4.37. 

Suspension: Independent on 
all four wheels, with coil springs 
and Aerostable units. 

Tires: 5.50 by 15. 

Accessories: Sunroof, white- 
walls, radio. 
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(Continued from Page 10) 


believe that through organized 
dealer pressure — something that 
has been sadly lacking in dealer- 
factory relations to date—the above 
can be achieved from the manu- 
facturers, 

In the event this fails, there 
seems little alternative action 
other than a concerted campaign 
aimed at informing and educat- 
ing public epinion te act, and 
vigorously so, in this all-import- 
ant matter. This being done, two 
avenues would then be open. One, 
to legislate against the above 
practices. In other words, limit 
the number of models to each 
manufacturer, and prohibit year- 
ly basic changes in model con- 
struction (other than a minimum 
of styling changes of year iden- 
tification) for a given number of 
years, say three years. 

The other avenue would be to 
urge the buying public to boycott 
the products of the alleged im- 
postors temporarily. Our big hope 
is that the monsters would see the 
light on their own and turn over 
a new leaf, dedicating themselves 
to public service, rather than their 
own selfish motives. Admittedly, 
this solution looms unlikely. 

The great need is for all involved, 
and everyone has a Stake in this, 
to wake up—and now. The method 
of attack is secondary, but a solid 
front is necessary. We know there 
will be many of you dealers who 
know the above is true, but will 
refuse to admit it to either your- 
selves or publicly. This is one of the 
prime problems facing us, in get- 
ting the corrections launched. How- 
ever, anyone close to the auto situa- 
tion must know down deep that the 
above is in fact an accurate and 
equally disturbing picture needing 
immediate attention. 

Let us have some more open dis- 
cussion of this matter, in a con- 
structive vein—Lron SuUNDAL, Slay- 


ton, Minn. 
* * * 


Automated Systems 


Please advise us where to con- 
tact Automated Systems Interna- 
tional, Inc. Article in April 17 is- 
sue very interesting.—Lester Ros- 
ENSTOCK, Rosenstock Motors, 259 
Bruckner Blvd. Bronx 54, New 
York. 

Epiror’s Note: 10040 Freeland, 
Detroit. 

* * * 


For the Record 


In the April 3rd issue of AUTOMO- 
tive News in the Import-Car News 
Notes, Saab, you published an ar- 
ticle in which you state that I will 
be assisting Radley E. Clemens in 
the Western region for Saab. 

Just to set the record straight, 
as of March 27 I joined Mercedes- 
Benz Sales, Inc., as a field sales 
manager and will locate shortly in 
Harrisburg, Pa.—Henry B. Dovuc- 
LAS, field sales manager, Mercedes- 
Benz Sales, Inc. 
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In Defense of Billboards 


Epitor’s Note: The following 
letter is in answer to a statement 
by the roads subcommittee of the 
House public works committee by 
the American Automobile Assn. 
The statement urged stronger 
federal action to curb outdoor 
advertising along the National 
System of Interstate and Defense 
Highways, saying that “unless 
corrective action is taken, this 
great dream system may become 
@ $41 billion billboard nightmare.” 

There used to be an old saying, 
“The truth hurts!” 

In this case, the lack of truth 
hurts! 

I am referring to the lead article 
in your AUTOMOTIVE NEws advertis- 
ing column of April 10, The quotes 
from the AAA have no foundation 
in fact. 

First of all, the standardized 
outdoor industry has no design 
on the still unbuilt interstate 
highway systems, Billboards 
(pardon the expression) as we 
know them and use them are not 
primarily a highway medium. 
They never have been and never 





In the Letterbox 
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| the “bonus due to those states| 
| which would regulate outdoor ad-| 
| vertising in the new federal high- 
| ways.” 

Here are some of the provisions: | 
| 1. The bonus will be paid “if and| 
| when funds are appropriated and| 
will be. The idea of a “bilfboard | available.” | 

| 
| 





nightmare” has less of a basis in | 2. T-he federal government as- 
fact than a “jalopy nightmare” | sumes no obligation in the agree- 
or a “truck nightmare.” | ment. 

I don’t understand why you fel-| 3. The state is obligated when it 
lows accept this notion that a|signs the agreement but there is| 
“fence” of billboards is going to line| no provision giving the state a| 
these express thoroughfares when| remedy if funds are never appro- | 
(and if) they are built. Nothing) priated. 
could be further from the truth.| 4 The state must police forever | 
Billboards (or poster panels, their | the interstate system (affected) | 
corect designation) are designed to}; "|. A | 
be sold in showings to sell goods| Within its borders. The bonus | 
and services in areas where busi-| Money (a fraction of the amount} 
ness or trade exists. You can’t buy| involved) is paid once; the policing | 
much on our expressway going 70| Must go on indefinitely. | 
miles an hour where even your! 5. There is no bonus for new 


you in advance. proves it is continuing its | 
To be as brief as possible, let’s| tions on old projects (on all other 
review one case in the new attack| highways). 
on “billboards.” | 6. The state is not paid for polic- 
|_ On Jan. 18, 1961, the State of| ing under this agreement. 
Maryland (the only state, to date)| 7. If changes in zoning affect) 
| entered into an agreement with| what has been done by the state, | 
| the federal government to collect | the state must repay any portion | 


| 
| 
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Sign seen on the back of a car 


choice of gasoline is dictated for| (highway) projects unless the state | in Idaho. 


Furthermore, 
get down to include “sign, dis- 
play or device which is inconsist- 
ent with the act, etc.” Could this 
very well keep the AAA from 
putting a sign or emblem on their 
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41 
own office because it was near a 
new interstate highway? 

Oregon recently defeated its 
“Highway Act” by a 2 to 1 vote 
even though it elected its advocate, 
Mrs. Maurine Neuberger, to her 
husband’s seat in Congress. People 
generally realize that the outdoor 
medium is an indispensable medium 


| which, subject to its own controls, 


can perform a service for the in- 
creasing number of motorists on 
our streets and highways. 


If this very confusing propagan- 
da (aided and abetted by AAA 
press agents) carries the day, many 
roadside businesses, including some 
advertising services, will be forced 
out of business. Not one highway 
accident claim has ever been settled 
in which a “billboard” was listed as 
a cause. Must we rule the indispen- 
sable truck off the highway be- 
cause we cannot see the distant 
trees when we are stalled or slow- 
ed behind one of these over-the- 
road vehicles temporarily ? 

There is room for some common 
sense in this matter. I believe my 
viewpoint deserves your considera- 
tion as well as that of the confus- 
ing and erroneous impression cre- 
ated by the AAA’s statement. — 
J. P. GorMLEy, vice-president, Out- 
door Advertising, Inc. 





POWER GATES’ 





With Daybrook Power Gates... 
THEY BUY AGAIN AND AGAIN 


Daybrook’s full line of Power Gates gives you a model for 
every truck you sell—a capacity to suit every customer. 
And, Daybrook Gates resell themselves—make more money 
for you: Tamiami Freightways tried one Daybrook — 
bought 34 more. J.E.Ray Delivery Service bought one— 
then equipped every truck in the fleet. A big eastern city 
saw a Daybrook Power Gate demonstrated, bought 45. 
Repeat business is good business — lower sales cost, 
less bush beating. Repeat sales are easier with Daybrook 
Power Gates — your customer gets all this: Low cost in- 
stallation ¢© Up to 50% more pickups and deliveries per 
day * One man operation ¢ Easier loading and unloading ¢ 


— 


YOUNG 


SPRING & WIRE 
CORPORATION 


EQUIPMENT 
DIVISION 


BOWLING GREEN, OHIO. . . Manufacturer of 
DAYBROOK TRUCK EQUIPMENT OTTAWA CONSTRUCTION EQUIPMENT 









Fewer personal injury or freight damage claims ® One 
year warranty ¢® Practically no service problems. 


There’s a Power Gate to fit every truck—25 models from 


800 to 5000 lb.capacity—and every truck buyer is a prospect! 


See your Daybrook Distributor or mail the coupon for 
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DAYBROOK HAS THE COMPLETE LINE — write for literature: 


Equipment Division, Dept. AN5, 
Young Spring & Wire Corporation, Bowling Green, Ohio 


ZC Power Gate® 


Power Packer 


CO) Power Loader 


full details. Equipment Division, Young Spring & Wire 
Corporation, Bowling Green, Ohio. 


Ci Dump Bodies 
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Sales Conditions in Various Areas ... 





Auto Market Reports 


Akron 


New-car registrations in Summit 
County (Akron) during March rose 
69 percent over the preceding 
month, indicating that the new-car 
business is beginning to pull out of 
the winter doldrums. 

January and February, however, 
were two of the poorest months 
dealers have experienced here in 
years. Only 1,176 cars were deliv- 
ered in January and 1,320 in Feb- 
ruary, compared with March’s 
2,230. 

Even as good as they were, 
Summit’s sales last month fell 
27.7 percent below March, 1960. 
For the first quarter, 4,726 new 
cars were registered here, which 





Pilot's View— 


Newly introduced Renault Gordini has 
crackle-finish dash, two-tone steering 


was 33 percent below the same 
period in 1960. 

Among the individual makes, 
Chevrolet continued to widen its 
lead in March and finished the 
quarter with 1,396 deliveries or 30 
percent of all new cars sold. Nearly 
50 percent of the sales came in 
March. Ford was next with 966 or 
about 20 percent of the market. 

With the combining of Mercury 
and Comet sales for the first time, 
Mercury moved into third with 345 
ahead of Pontiac’s 319, Plymouth’s 
309 and Buick’s 269. Then came 
Rambler, 242; Oldsmobile, 235; 
Dodge, 197, and Cadillac, 115. 


—Jor KUEBLER 


* * 


San Antonio 


March new-car sales in San An- 
tonio totalled 1,154, compared with 
1,092 in February. 

By makes, registrations were: 
Ford, 315; Chevrolet, 302; Pontiac, 
81; Buick, 69; Oldsmobile, 67; 
Comet, 56; Rambler, 56; Dodge, 48; 
Plymouth, 31; Cadillac, 28; Mer- 
cury, 25; Chrysler, 15; Lincoln, 15; 
Austin-Healey, 5; Imperial, 5; 
Volvo, 5; Morris, 4; Opel, 4; Vaux- 
hall, 4; Willys, 4; Austin, 3; MG, 3; 
English Ford, 2; Jaguar, 2; Stude- 
baker, 1, and miscellaneous, 4. 

Truck registrations numbered 
196, compared with 174 the previ- 
ous month. By makes: Ford, 62; 
Chevrolet, 55; GMC, 22; Interna- 
tional, 20; Dodge, 6; Willys, 5; 
English Ford, 1, and Falcon, 1. 

—J. H. Reep 
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* 


* 


Los Angeles 


* 


A total of 19,837 new cars and} 


wheel, open glove compartments and met-| 2,316 new trucks were registered in 


allized interior hardware. 


og * * 
The Man Behind the Wheel 


Los Angeles County in February, 





Sales Testing the ‘61 Gordini 


(Continued from Page 40) 


cam-ground pistons with off center 
piston pins. 

Reduction of the number of 
piston rings from four to three, 
reduces friction and makes the 
engine peppier. The oil pressure 
sending unit has an improved 
wiring clip to reduce possibility 
of disconnection, 

A lock has been provided on the 
engine compartment lid, and inter- 
ior of the luggage compartment is 
fully lined. 

Throughout the car are detail 
changes including use of clip-type 
wiring terminals, replacing the 
screw-type terminals which had 
been prone to loosen, Even wind- 
shield wiper shafts have been in- 
creased in size to eliminate possi- 
bility of failure. 

* * * 
UR Gordini had a beautiful new 
steering wheel in soft pastel 
pink. The gear shift lever knob has 
an emblem on the top. Inside door 
levers, pull handles on the door, 
window cranks, and knob of the 


safety lever in the rear are metal- 
* o* * 








French Touch— 


Appealing interior of the Renault Gor- 
dini features vinyl or vinyl-trimmed up- 
holstery, colored floor mats and pockets 
on the two front doors. Backs of the front 
seats are adjustable to four positions. 


lized plastic of chrome appearance. 
Rear seat smokers enjoy new ash- 
trays, low on the left and right 
center pillars. 

We strongly suggest practicing 
with a Gordini for a couple of 
days to learn the new shift points 
and find corners you could take 
at full steam, 


Although it has the appearance 
of a family sedan, this is quite a 
sporting package at a mighty fine 


according to Donnelley’s Motor 
Recorder of California. 


Chevrolet led in every category: 
Compact cars, standard cars and 
trucks. 


By makes, new-car registra- 
tions were: Ch evrolet, 2,972; 
Ford, 2,859; Corvair, 2,333; Fal- 
con, 2,178; Rambler, 946; Comet, 
749; Volkswagen, 722; Oldsmobile, 
591; Cadillac, 584; Pontiac, 524; 
Valiant, 515; Tempest, 514; Lin- 
coln, 438; Buick, 406; Dodge, 363; 
Plymouth, 358; Mercury, 333; 
Buick Special, 301; Lancer, 280; 
F-85, 278; Renault, 267; Studebak- 
er, 222, and Chrysler, 200. 

MG, 84; Volvo, 72; Fiat, 71; NSU, 

66; Austin-Healey, 55; Mercedes- 

Benz, 51; Triumph, 50; Imperial, 41; 


Morris, 40; Austin, 38; Opel, 31; 
Metropolitan, 30; Hillman, 29; Eng- 
lish Ford, 23; Porsche, 23; Sun- 
beam, 21; Jaguar, 20; Peugeot, 20; 
Simca, 20; Vespa, 14; Panhard, 12; 
Lloyd, 10; Borgward, 9; DeSoto, 9; 
Alfa Romeo, 6; Citroen, 6; Vaux-| 
hall, 5; DKW, 4; Facel Vega, 4; | 
Humber, 4; Taunus, 4; BMW, 3;| 
Ferrari, 3; Lancia, 3; Singer, 3; | 
Datsun, 2; Skoda, 2; Toyopet, 2, | 
and miscellaneous, 14. 
New-truck registrations were: | 
Chevrolet, 881; Ford, 859; Interna- 
tional, 141; GMC, 129; Dodge, 110; 
Volkswagen, 106; Willys, 21; Mor- 
ris, 12; White, 12; Kenworth, 7; 
Lloyd, 6; Cook, 5; Studebaker, 5; 
Diveo, 4; English Ford, 3; Mack, 3; 
Peterbilt, 3; Reo, 3; Diamond T, 2; 
Autocar, 1, and miscellaneous, 3. 
—WILLIAM CARROLL 
* * 


* 


Denver 
New-car dealers in Denver sold 
1,444 new cars in March, compared 
with 1,353 in February and 1,520 in 
March, 1960. 
The first-quarter total was 4,489, 








compared with 5,035 a year ago. 

By makes, March registrations 
were: Chevrolet, 303; Ford, 227; 
Corvair, 122; Pontiac, 108; Fal- 
con, 97; Rambler, 94; Oldsmobile, 
84; Buick, 76; Plymouth, 64; 
Volkswagen, 55; Dodge, 44; Cad- 
illac, 32; Mercury, 26; Comet, 25; 
Chrysler, 17; Lincoln, 17; Stude- 
baker, 8; Volvo, 7; Hillman, 5; 
Opel, 4; Checker, 3; Fiat, 3; 
Porsche, 3; Saab, 3; Berkeley, 2; 
MG, 2; Renault, 2; Imperial, 1, 
and miscellaneous, 9. 

New-truck sales totalled 290, 
compared with 255 a month earlier 
and 216 a year earlier. The first- 
quarter total was 787, compared 
with 670 in the corresponding 1960 
period. 

March sales by makes: Interna- 
tional, 97; Ford, 81; Chevrolet, 62; 
GMC, 12; Willys, 8; Dodge, 6; Div- 
co, 5; Mack, 4; Autocar, 2; Ken- 
worth, 2; Diamond T, 2; Stude- 
baker, 1; White, 1, and miscel- 
laneous, 6. 

—IrA ALEXANDER 





New Commercial-Car Registrations, 


All States for February, 1961-1960 


istrations by states are 
ere weekly, as compiled 


Truck ri 
released 


by R. L. Polk representatives in 
state capitals. 
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Wyoming él | 128 15 113 26 32 5 4 4 13) 12; 352 
i "60 117 I I 89 32 4l 2 2 7 20 15 337 
Hawaii él | 30 1 4 60 12 8 I 20 16 152 
"60 45 19 58 9 15 1] 25 24 196 

All States i 66| 19898 117; 2551| 19937) 4615; 6060 523 404 825)  2255| 2071, 59322 
__ For February 60 90) 24111 198} 2993] 21460) 5150} 8194 852 138] 1028] 2058) 3316] 69588 
Year "él | 123| 41417 295; 5381; 40060| 9787| 12134) 1129 734) 1696) 4587| 4286) 121629 
To Date 60) 178| 41916 403} 5653} 40210! 9150] 15602} 1700 265|  2260| 3923) 6562} 127822 





price. 





Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car Registrations, All States for February, 1961-1960 


























































































































Car registrations as Mis- 
compiled by R. L, Polk cella-|/TOTAL 

& Co. neous 
32 States Previously "61! 10052) 2651 341 | 6787| 9753) 19532) 39976 885|  3666| 4970! 49497| 7691|  4656| 45840! 9567| 10964! 78718| 202I1| 12716| 172536 
_ Reported for February ‘60! 13859] 3112 641| _1177| 12490] 16663} 34083} 52168 956| 6260} 59384) 9697] 5982) 57750) 12659} 13859} 99947] 4391] 21461| 233125 
Alabama "6l| 256 53 I] 169 189 422; ‘1137 25) 75| 140| 1377; ~+~«-234 89| 1532 245 266| 2366 37 625| 5083 
60/415 76 14 23 320| 351 784| 2093 28) 245| 2366 394 143] 2726 451 442| 4156 148 729| 8598 
Alaska 61 | 8 5 2 17 24 48 y a 26 78 12 i 59 2 I 85 2 19 216 
ciple 60; 17 4| | I 6 30 42 77 2 4 83 é 17 87 6) 14 130 8 7I 351 
California "él; 2818 547 110 | 18042178) 4639) 11468 738 | 992| 1746) 14944; «1774, —«*1354) «11863 ~=—«2235|~—=«2777| + 20003 578|  4158| 47140 
'60| 3667 472 146| 149| 2467; 3208] 6442) «13113 290! 1548] 14951 1740| 1469} _ 13010} 2478) ~—-2749)-—«-21446) ~=—«1010)_~—s«7337| «54853 
Hawaii él) 51 26 48 160 234 331 J 8| 31 374) 32 16) 330 56 62 496 i 219| ‘(1385 
60) 344 23 4 59|__210 296 247 12} 259 28 27 401 | 4| 35} 532 38 377| 1536 
Mlinois "6l| ‘1511 408 | 69 843; 1305/2625) 5247 1411 612) 543) 6543) «1604 889| 7891 1690) 2193) 14267 304) —*1102| ~~: 26352 
60; ‘1818 453 114 161] 1714) 2128) 4570) ~—7133 237| 986 | 8356| 1760! _—_892| _—«$639} _~—-2262| ~—- 2674) ~—«:17227 675| 1548] 34194 
Indiana 61) 405) 137 19 336 382 874| 1628 44) 141) 147; 1960 404 195! 1925) «505 567| 3596 227 421| 7483 
60! 5 44| 108 23 59 436 588] 1214) 2268 45| 254| 2567 422 229| 2622 525 590| 4388 305 510| 9528 
Kentucky el] 203) 30 5 130 216 381 856 91 75| 97|—*1037 185 80 995| 236) + ~=«218| + ~«1714 24 217| 3576 
'60| _—_—-292 36) 12} 22 248 299| __«17|_:1383 15| 140] | _ 1538 266 73| 1457] 317 352| 2465 96-252) 5260 
Louisiana el] 219} 87 17 166; 208 478| 1524 24} 86 | 186; 1820 198 | 113) 1783) 346) ~—«359) ~—~«-2799) 54-398) +5768 
'60| 347! 68 13} 34| 266] ~—s281| ~——62|__—2124| 13. 181 | 2318} 304} 141] 2403 492 525| 3865] 89| 886] 8167 
Massachusetts 6l| 744) 143 9 420 594, 1166) = 2247) 53) 185| 265| 2750! 375| 296; -2460/—=S—«505| ~=—«536) +4172) ~«*A:2N 1135; 10088 
: '60| 1209! 192} 45 | 88} 771 1031! 2127} ~~ 2781} 62| 345 3188 493} 319] 2630) ~—s 497 649| 4788 170} 1478} 12960 
Michigan *6l 858 203 | 49| 790; 1072) 2114) 5623] 192| 634, 750| 7199) =—«1182| = 621) +5659) 1268| 1445) 10175 169| 953, 21468 
60/1595! 379] 87| 174} 2161] 2541) 5342] ~—-9442| 179! 1335] 10956] 1579 926| _&526| 1864) 2475 15370] 355] ~—«:1406| ~—35024 
Nevada él 65 21] 6 64] 68] 159 237| 18] 27] 46 328 33 43) 254) 58] 95) 483 19 239, 1293 
i 60 67 I 8 3 33 50) 105| 185 | 20; 48 | | 253] 34| 31 191 55 69 380) 49 130 984 
New Jersey ol] 1231| 368] 43] | 643] 1071] 2125) 3508) 84) 321| 472) 4385) 710| 631) 4138 778) 988) 7245 185)  1463| 16634 
'60| 1280 524| 122} 204) 1214] 1857) 3921) 4269] ~— 125! 567] 4961] 826} ~——-672| += 4956] ~=—1149} ~=—:1256} += 8859} += 398] ~=—«1705] «21124 
Oklahoma 61 357| 51} 8| 160) 161| 380| 1233] 22 95 | 125{  1475| 253) —Ss«*122|~Sé«*W472|~=S=«313] +~=«2345/ ~+=«2505/.  +~«+52|.~+~«-221| +~«4990 
60} 254} 44 5} 18 178 263} 508] 1325} 17 115} | 1457] 205 | 129) 1435] 303 316] 2388] 76 286| 4969 
Oregon él 325| 48 | 3| 177) 188) 416) +756 30 66 106 958 | 165] 81) 102!) 187/223) +1677) 158; 357, +3891 
60 290) 25] 12| 10 109 160) 316] 640} 13] 85 | 738] 128| 56|  892| 153] 176| 1405] 78| 366] 3193 
Pennsylvania "él! 1408 343 | 52) 976| 1147) 2518) 4160 88 343/ 636) 5227; 800) 574{ 5036] 897| 1141| 8448 366) 1161) 19128 
60; 2099] 556] 100} 284) += 2401] = 2642] +5983} 5496] ~—s12| 798 | 6406] 1190! 804} + 6805] 1425} 1609} 11833] 676] 1993] 28990 
Tennessee el) 262! 65| il 187 208; 471; ~—«1359] 32) 105 175|  1671| 6290) 123}  1572| 286] += 370) ~—«-264!| 51; 302| +5398 
60/324) 53] 15 29 311] 298] + 706| 1858] 29| 165] _ | 2052! 321] 128} 1991} 425] 425} ~—«43290| 108 542| 7022 
Texas ‘6l| — 850| 226) 41| 664 895| 1826 5277) 99 | 297 574, 6247, 936 ~=—«547| «6795; +~—«1189/ +1222! +10689| +214) +1478! 21304 
‘ a 907| __‘176| 60|_ 75 821] 1032] 2164| 6077 ~—s73|_~—=—379| 6529| 958] 484) +~— 6934) ~—«1346} ~=—«1350) ~+(11072} + ~~ 339) += 2060! +—-23071 
ermont '6 15| 3| a. ee 18 a. UCU Ce ee a Cal Co ee at [oe ee 
60] 34] 7| ! ai cael ey OR ee 3) ge a a 12| s| 69 Hi 14 105| 7] 40) 338 
Wyoming 61) 46| 12| 3) 39| 51| 105| 186! 5| 29| 7; 27! --@| Zl 2l..lUM”6CUCS)lO CTC 
"60! 71} 8] 1] 3} 34 82| 20) ale BE ye 174| 39] aa) S21} 67| 40} 399] 16| 106] 894 
All States '61| 21684! 5427| 797! 14409 19874| 40507| 86863; 2494; 7769) ++11059/ 108185| 16930) 10472| 100892| 20437| 23824) 172555| 4607| 27339| 374877 
For February '60| 29123) 6327|__—«*1423|_—-2515| 26051! 33767! 70083] 112899) 2219] 13493] | 128611] 20402} 12559] 124745] 26721] 29619] 214046! 9032] 43283] 494178 
Year '61| 47028) aoe) 1920) 30587| 42073] 86678) 179487| 5291; 16989| 22954] 224721| 37515| 22256] 209179| 44798! 51308] 365056] 11051| 53906) 788440 
To Date ‘60! 55764| 11803} 2879] 4746] 46137! 60713] 126278{ 215553! 4555! 25314] |_ 245422] 39423] 23547] 22740) 50502! 54282! 395155! 16902! 847731 924294 








Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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Below ’60 Level, Makers Told... 





Task Force Cites Profit Decline => 


(Continued from Paze 1) 


Relations Committee in mid-May. 

Then .further meetings with the 
manufacturers will be held late 
in May, and the Task Force Com- 
mittee will present its report to 
the NADA directors June 6-8 in 
Washington. 

Included in NADA’s efforts to 
assist dealers is a new business 
management program, which was 
designed by Harold D. Draper sr., 
retired Saginaw (Mich.) Chevro- 
let dealer. 

The program, which was ap- 
proved by NADA directors last 
winter at their San Francisco 
meeting, includes management 
manuals for large and small deal- 
erships and an “accounting prim- 
er.” (See story on Page 46.) 

* * * 


FTER the Portland (Ore.) meet- 

ing, Moore commented that “it 
is amazing how similar dealer prob- 
lems are, regardless of make.” The 
task force found that there was an 
equal] similarity throughout the 
country — regardless of make or 
area, 

Lack of profit was the chief 
problem, and overproduction, 
“maldistribution,” and excessive 
inventories and the multiplicity 
of models and options were men- 
tioned as contributing factors, In 
many areas, dealers discussed 
quality-dealer programs and sug- 
gested factory aid in floor plan- 
ning. 

In Los Angeles, task force com- 
mitteemen heard retailers stress 
the current inequality between fac- 
tory and dealer profit pictures. 

One man told AUTOMOTIVE News 
later, “The only people who can 
solve our profit problem are the 
factory officials. If they can pres- 
sure a dealer into buying too many 
cars, they sure as hell can pressure 
him into making a profit.” 

* * * 
VERPRODUCTION was men- 
tioned, with dealers asserting 

that factory executives establish 
unrealistic production schedules 
and then expect dealers to sel] the 
overbuilt units. 

Several Los Angeles dealers ex- 
pressed a desire to see their fac- 
tory set up a business manage- 
ment department separate from 
the field sales office. 

A well-received suggestion was 
that, in the last two or three 
months of a model year, the manu- 
facturers establish a pool from 
which dealers could draw to main- 
tain balanced stocks. 

During Task Force Week, a West 
Coast observer noticed that “a lot 
of factory brass just happened to 
be around Portland and Los An- 
geles, romancing dealers.” 

* * * 

A* THE New York meeting, re- 

tailers called for better sales 
projections, based upon a dealer’s 
past performance in relation to his 
current potential in his marketing 
area. 

It was felt that these factors 
should be examined more carefully 
at the dealer level to bring produc- 

cd * * 


First Talk with Factory— 











tion more in line with actual sales 
potential and to prevent recur- 
rences of the inventory jamup that 
has beset the industry in recent 
months. 

Dealers at the New York meet- 
ing, which included men from 
New Jersey and Connecticut, re- 
ported that their fellow retailers 
are calling in increasing numbers 
for territory security. 
Cross-selling and stimulator-type 

tactics were felt to be bringing on 
this sentiment. 

Despite factory efforts to build 
a quality-dealer organization, some 
men declared that there is still no 
clear definition of what constitutes 
a quality dealer. 

* ca * 
a were suggestions that a 
quality dealer be defined in the 
selling agreement, while other mer- 
chants urged that NADA lead the 
way by drawing up a code of ethics 
or at least offering a definition. 

The consensus was that such a 
definition would be a great step 
toward the realization of a true 
quality-dealer program. 

Some 3,000 miles away in Port- 


land, NADA’s Moore touched on; 


the same subject. 

He advocated establishment of 
a code of business standards, with 
a plaque being awarded to NADA 
members who subscribe to it and 
possible expulsion from the as- 
sociation of dealers who do not 
wish to cooperate, 

The New Yorkers spoke of a 
need for more experienced, better 
qualified personnel in factory field 
organizations, and they felt that 
dealer representatives, through 
their councils, should have the op- 
portunity to meet frequently with 
top-echelon factory men. 


They said they do not have ac- 
cess to top management people at 
present. 

+ of * 
EALERS also called for finan- 
cial assistance in warehousing 


Walter Named 
To Plymouth Post 


DETROIT. — Frank Walter, 38, 
has been appointed director of 
product planning and chief engi- 
neer for Plymouth. He succeeds 
Jack E, Charipar, 
who has been 
awarded an Al- 
fred P. Sloan Fel- 
lowship for one 
year of advanced 
study at Massa- 
chusetts Institute 
of Technology. 

A former Sloan 
Fellow, Walter 
joined Chrysler 
Corp. in 1948 as 

vi Tee a graduate stu- 
dent in the Chrysler Institute of 
Engineering. He was with the cen- 
tral engineering division as assist- 
ant chief engineer of body opera- 
tions before his departure for MIT 
as a Sloan Fellow in 1958. 

Upon his return a year later, 
Walter was named chief of styling 
administration and planning, re- 
porting to the director of styling. 

* 





American Motors executives met last week with members of the Task Force of the 
National Automobile Dealers Assn. It was the first Task Force session with a factory. 
From left are Roy Abernethy, AMC executive vice-president; Herbert L. Galles, Task 
Force chairman, Albuquerque; George Romney, AMC president; Preston Williams, 
Washington, Rambler member of Task Force and chairman of American Motors Dealer 
Advisory Board; James C. Moore, NADA executive vice-president; V. E. Boyd, director 
of AMC automotive sales operation, and F. W. Adams, AMC automotive sales manager. 
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cars. Some asked for factory as- 
sumption of all costs, while others 
felt that sharing the costs on a 
50-50 basis would go a long way to- 
ward solving a particularly knotty 
expense item. 

Not all the criticism at the New 
York hearing was aimed at the fac- 
tories. It was noted that the profit 
situation could be improved if deal- 
ers themselves knew how much it 
costs to sell a car, 

One man put it this way: “Until 
every dealer has a better under- 
standing of what it costs him to 
sell each and every car that goes 
through his business, we are 
going to suffer at the whims and 
tantrums of the market. 


“It is absolutely essential that 
dealers be educated in how to fig- 
ure their total cost. Until such 
time, gross profits will either re- 
main where they are today, or they 
will dip even farther.” 

The New York meeting also 
brought many expressions of grati- 
tude to NADA “for coming to grips 
with the real problems facing the 
industry and attempting, in this 
grass-roots way, to determine the 
wishes of dealers all over the coun- 
try.” 

* * * 

| gd PORTLAND, there was a gen- 

eral feeling that the hearings 
will permit NADA to make a uni- 
fied approach to the factories, al- 
though some veterans scoffed that 
“you will never be able to get the 
dealers to unite on a program.” 


Another dealer remarked that 
“someone must point the way out 
of this mess we're in.” 

During the meeting, the manu- 
facturers were charged with put- 
ting dealers “in an impossible 
situation” insofar as prices are 
concerned. The present profit sit- 
uation was classified as “a toy in 
the hands of the manufacturer.” 

At that point, Moore reportedly 
commented that “the task force is 
going to have to decide once more 
whether we must go to the Con- 
gress and request legislation.” 

Later, Moore said that the deal- 
ers’ first move is to put their own 
house in order. 

“Every time we go to Detroit,” 
he said, “we find it necessary to 
correct some dealer situation .. . 
There are some things we could 
have done ourselves to straighten 
out this situation. We have a job 
to do internally as well as ex- 
ternally.” 


Dealer Committee 


Of Dodge to Meet 


BOCA RATON, Fla—The 24- 
member National Committee of the 
Dodge Dealers Advisory Conference 
will meet here May 1-3 for a gen- 
eral discussion of sales and mer- 
chandising, advertising, business 
management, service and product. 

National Chairman John H. 
Lander, Lander Motors, Atlanta, 
and L. J. Ouellette, Dodge director 
of dealer relations, will conduct the 
meetings. Other Dodge executives 
who will attend are: Byron J. 
Nichols, general manager; Philip 
N. Buckminster, assistant general 
manager; John B. Naughton, gen- 
eral sales manager, and George W. 
Gibson, chief engineer and director 
of product planning. 


The National Committee’s meet-| | 


ing follows the 18 Dealer Advisory 
Conference regional meetings held 
in March. 


AMC to Install 
Belts at Factory 


DETROIT. — American Motors 
announces it will offer seat belts as 
factory-installed optional] equip- 
ment on all Rambler models, effec- 
tive May 8. The seat belts will be 
available on both front and rear 
seats, and have a suggested adver- 
tised delivered price of $20.50 a pair. 

Rambler seat belts are made of 
woven nylon webbing and feature 
a fingertip release for locking and 
unlocking. Rambler dealers will 
continue to offer seat belts as a 
dealer-installed accessory item. 
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At Work with Task Force 


mo 5%, 








NADA Committee Listens to Dealers— 


The Task Force Committee of the National Automobile Dealers Assn. conducted 24 
meetings throughout the country on the current dealer crisis and ways to revitalize the 
franchise system. Attending the meetings were dealer association officers and line- 
group representatives who reported on the difficulties of dealers handling their makes. 
Individual dealers also were welcome. A typical task-force meeting was the one held 
in New York. At the speakers’ table, from left, are William Mallon, NADA director, 
New Jersey; Joseph M. Schneider, NADA director, Metropolitan New York; Joseph B. 
Paul, member task-force hearing team; Ernest Kinsel, member of the hearing team; 
Sam White, NADA director, Southern Texas, member of Task Force Committee; George 
Gardner, NADA director, New York State, and Harry Brown, NADA director, Connecti- 


cut. 





- 


In San Francisco— 

At the Task Force speakers’ table in San Francisco were, from left, Archie Pozzi jr., 
NADA director, Nevada; J. L. Rowlett, NADA Task Force Committee member; M. H. 
Yager, chairman, NADA task force hearing committee, and James C. Moore, NADA 
executive vice-president. 





In Charlotte, N. C.— 

Among those at the speakers’ table at the task-force hearing in Charlotte, N. C., 
were, seated, from left, Stephen S. Simmerman, NADA general counsel; Kenneth C. 
Kent, chairman, task force hearing team; James W. Pickens, NADA director, South 
Carolina; Preston Williams, NADA Task Force Committee member, and Thomas A. 
Williams jr., NADA director, North Carolina. 





In Chicago— 

At the speakers’ table in Chicago were, from left, court reporter; William Spreen, 
member of the NADA task-force hearing team; Lee Butler, member of the hearing 
team; John H. Lander, NADA director, Georgia; Elson G. Sims, NADA director, Indi- 
ana, and William R. Bryden, NADA director, Wisconsin. , 
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KEEP CUSTOMERS 
COMING BACK 
FOR SERVICE! 






Once you do aLUBRIPLATE Iubri- 
cation job for a customer, he will 
come back again and again. Driv- 
ers can quickly feel the differ- 
ence. They marvel at the smooth- 
er riding and easier car handling after a complete 
LUBRIPLATE lube job and a LUBRIPLATE H.D.S. 
Motor Oil change. Yes, LUBRIPLATE lubricants are 
business builders. 


A Complete Line 


Auto-Lube “A” 
Best for chassis, wheel bearings, 


universals and other car parts ae 


3 


te 1 


ee 
WUBRIPLATE 


oa Lia ae 
LUE Lela 


All-Purpose 
Gear Lubricant 
Best for standard transmissions 
and all differentials 


H.D.S. Motor Oil 
Best for all crankcase use 


Automatic 
Transmission Fluid 
Type A, Suffix A 
Best for all automatic transmis- 

sions (fully approved) 


Other Lubriplate Lubricants 
Made especially for trucks, busses and tractors 
lf your jobber does not regularly carry LUBRIPLATE 
lubricants, write us for source of supply. LUBRI- 
PLATE lubricants are nationally advertised. Point 
of sale material available. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 











An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment 


AUTOMOTIVE NEWS 
965 E. Jefferson Detroit 7, Mich. 











Did You Know That... 


EDBRO Lightweight, Heavy-Duty 
Hydraulic Hoists Increase Your 
Payload 10 to 20%! 
© The Lightest, Heavy-Duty Hoists— 
COMPACT, POWERFUL 
®@ The Lift Is Where the Leverage Is— 
FRONT END 
® The Weight Is Where You Want It— 
UP FRONT 
© Pump and P.T.O. Combined In One 
Lightweight Unit 
Single or twin ram hoists available in range of 
capacities, 6 to 35 tons, for trucks, trailers, pickups. 
Write for address of nearest distributor. 
Some franchise areas available. 


Ovdaréo EQquipmMeENT, inc. 
NATIONAL EDBRO DISTRIBUTOR 


Route 66 and Grand Avenue, McCook, Illinois 
Phone: Hickory 7-3113 Chicago Line: Bishop 2-2676 
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Distributor Tries Tie-In. . . 








VW Transporters Turn Sticky 


(Continued from Page 6) 


essarily mean VW dealers are short 
of cars, however. Some may be only 
anticipating a squeeze later on. 
Several dealers told Automotive 
News they have been warned 
that May shipments will be 
scanty and that they should pace 
current deliveries accordingly, 

One dealer who normally receives 
60 cars monthly said his distributor 
had told him to expect only 12 
“early in May” and another dozen 
“some time in June.” 

Other dealers say they were told 
last December that 60 percent of 
their 1961 quotas would be shipped 
in the first half. 

Reasons for the cutback in sedan 
shipments are unclear. One dealer 
suggested that perhaps old-line 
dealers were being shorted while 
newly appointed dealers had inven- 
tories built up. (VW listed 569 deal- 
ers as of Jan. 1 and 595 as of mid- 
April, with another 20 on the verge 
of receiving franchises.) 

The shipment situation was dis- 
cussed by one distributor, Competi- 
tion Motors, Hollywood, Calif., ear- 
lier this year in a letter to its 
dealers which read, in part: 

“At the present moment, pas- 





Champion Sees 
High Sales in Spite 
Of Loss of Ford 


TOLEDO.—Loss of sales to Ford 
Motor Co. will mean only a tem- 
porary reduction in Champion 
Spark Plug Co. volume, Robert A. 
Stranahan jr., president, told the 
annual meeting. 

He predict- 
ed sales “will stay 
at a high level” 
in spite of the 
loss of Ford busi- 
ness, which he 
said accounted 
for 6 to 8 percent 
of Champion’s 
total sales. 

“I feel there 
will be many 
compensating fac- 
tors, but it would be improper for 
us to attempt to completely evalu- 
ate the outcome of this change at 
present,” Stranahan said. 

Ford recently bought a spark- 
plug plant and other assets from 
Electric Autolite Co, Champion’s 
sales to Ford included both origi- 
nal-equipment and replacement 
plugs. 

Stranahan said Cham pion had 
been a Ford supplier for more than 
50 years, and had received no indi- 
cation that Ford was planning a 
change, No changes in Champion 
policies are anticipated as a result 
of the Ford action, he added. 

Stranahan declined to estimate 
first-quarter sales and earnings, but 
added that “in view of general 
economic conditions, our sales are 
reacting very favorably.” 


Retirement Bill 


Moves Forward 


WASHINGTON. — Self-employed 
car dealers, and those who are 
members of partnerships, would be 
allowed to establish tax-deferred 
retirement funds if Congress adopts 
a bill approved 18 to 5 by the 
House Ways and Means Commit- 
tee. 

The measure, sponsored by Rep. 
Eugene Keogh, New York Demo- 
crat, and numerous others, permits 
retirement benefits to start as early 
as age 59%. They cannot be de- 
layed beyond 70%. 

Under the bill, retired benefits 
would be taxed as ordinary income 
in most cases. Limits would be 
placed on contributions to such re- 
tirement plans. 


Closed Friday Night 

DETROIT.—The 36 Chevrolet 
dealers in the Detroit area have 
decided to close at 6:30 p.m. Fri- 
days. The dealerships also close at 
that time on Wednesdays and Sat- 
urdays and remain open until 9 
p.m. on Mondays, Tuesdays and 
Thursdays. 





R, Stranahan Jr. 














senger-car stocks in some areas 
are higher than normal, The rea- 
son for this situation is that de- 
liveries to us have in the imme- 
diate past been higher than 
normal. The same holds true for 
present deliveries. 

“Later this year deliveries to us 
will be below normal, particularly 
during the second half. For this 
reason, we advise you all to sell 
approximately 1/12 of your yearly 
allocation of passenger cars each 
month, otherwise you will be se- 
verely undersupplied later this year. 

“The reasons behind this situa- 
tion are numerous but mostly deal 
with the labor situation at Wolfs- 
burg, making any other delivery 
schedule to us impossible.” 

A Volkswagen spokesman said 
that “if there is any downturn in 
shipments to U.S. dealers it is 
simply part of schedule whereby 
markets in other parts of the world 
receive a temporary priority.” 

Best available information is that 
distributors have a 25-to-35-day 
supply of cars under their control. 
While many dockside storage areas 
are loaded with Volkswagens, the 
cars are sold, Haulaway sources 
said last week that it does not ap- 
pear that VW port-of-entry inven- 
tories are too high. 

Yet, some discounting is taking 
place, particularly on standard 
convertibles and on Karmann- 
Ghia models. Most of it takes the 
devious form of equipment give- 
aways and overallowance on the 
trades. On trucks, most dealers 
have been discounting since the 
first of the year. 

Very little dealer bootlegging of 
new VWs survives. A batch of 
shady ones that turned up on the 
West Coast not long ago reportedly 





Firm Licensed by SBA 


To Aid Small Business 


WASHINGTON. — Atlas Small 
Business Investment Co, — li- 
censed by the Small Business 
Administration to provide long- 
term financing for small busines- 
ses—will concentrate in automo- 
tive, real estate and agricultural 
businesses. 

Atlas, 1615 Baltimore Ave., 
Kansas City, has initial capital of 
$300,500 and will receive $150,000 
from the Small Business Admin- 
istration in exchange for its sub- 
ordinated debentures to meet 
minimum capital requirements. 
Harold L, Oppenheimer, chair- 
man of Oppenheimer Industries, 
Inc., a real estate management 
company, also is chairman of the 
Kansas City company. 








came from Texas, In the New York 
City area, the going black-market 
rate is $75 over tissue, with not 
many takers. 

Part of Volkswagen’s difficulties 
on Transporter sales, say domestic 
industry sources, trace directly to 
the entry of Chevrolet and Ford 
into this area of the truck market 
with competing models. 

Suggested list prices have not 
differed greatly among the three, 
but Chevy and Ford dealers re- 
portedly have been willing to 
chop more deeply in making re- 
tail deals. Effects of various “buy- 
American” campaigns may also 
be a factor hurting VW, observers 
say. 

Commercial operators are more 
vulnerable to criticism of import 
ownership than are private owners 
of passenger cars, one noted. 

However, Department of Com- 
merce statistics show virtually no 
reduction in monthly import totals 
of West German trucks, which are 
almost all Volkswagens. 

Last fall, at Volkswagen’s pre- 
view of ’61 models, Carl H. Hahn, 
general manager of Volkswagen 
of America, said VW expected to 
sell 40,000 trucks in the United 
States this year. 

He welcomed the Ford and Chev- 
rolet entries, saying, “Detroit’s 
small trucks will be beneficial to 
consumers because we do not see 
how we alone can fulfill the de- 
sa of a market so big as the 

At that time, VW’s monthly truck 
registration total was hovering just 
below 3,000. From 2,655 in October 
it fell to 2,285 in November, 2,008 
in December, 1,591 in January and 
1,495 in February. 

Volkswagen of America recently 
appointed a new truck sales pro- 
motion manager and last week top 
VOA brass met in Palm Springs, 
Calif., with distributor representa- 
tives “to discuss national and local 
marketing plans.” 

Said a VW spokesman, “This is 
one of our regular semi-annual 
planning and reviewing meetings 
and it doesn’t imply any drastic 
changes in our marketing ap- 


proaches.” 
* * * 


VW Appoints Manager 
Of Truck Sales Promotion 


ENGLEWOOD CLIFFS, N. J.— 
Samuel J. Tucker has been ap- 
pointed truck sales promotion man- 
ager for Volkswagen of America, 
Ine. 


Tucker has been assistant district 
manager of the New York City 
area of International Harvester Co. 
for the past five years. 
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@ Most popular, best known, best advertised 
hubs made. 





@ Dependable beyond the call of duty—equal 
to the vehicle in durability. 


@ Easiest to use under all conditions—any- 
time, anyplace. 


@ Rarely require repairs—99.99% of Warn 
Hubs never do—but parts and service are 
available around the world if needed. 


@ Finest in design, quality and appearance. 


For all 
4-wheel 


@ Easier to sell. 
@ Help you sell the vehicle itself. 


@ Make owners more satisfied with their 


4-wheel drive! 


drives 


WARN HUBS WILL MAKE YOU 


MORE MONEY AND FRIENDS! 


The name that MEANS selective drive. 
Send today for Catalog DC-261-20 


WARN MFG. CO. 


Riverton Box 6064-AN, Seattle 88, Wash. 
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Sales on the Rise... 





Auto Dealers Pushing 
Special Promotions 


By John E. Walsh 
Staff Writer 
sr" dealers throughout the 
country are reporting healthy 
increases in sales in the wake of a 
variety of special promotions. 

In Santa Rosa, Calif., it was 
reported that the annual commu- 
nitywide “Best Buy Now” cam- 
paign produced sales records for 
the third consecutive year. 

Bank debits of the Santa Rosa 
Clearing House Assn, for the first 
10 days of April totalled $13.5 mil- 
lion, compared with $12 million last 
year and $10.4 million in 1959, a 
campaign spokesman said. 

He explained that bank debits are 
,used as a yardstick for two rea- 
sons: Dealers are reluctant to re- 
veal either unit totals or dollar vol- 
ume, and other retailers join with 
the Santa Rosa Automobile and 
Truck Dealers Assn, in the promo- 
tion. 

On one of the days two blocks 
in the business district were closed 
off for an outdoor auto show at 
which 112 new cars were displayed. 

A similar two-week campaign 
was staged in Reseda, which is in 
the Los Angeles area. “Now Is the 
Time, America” was the slogan of 
the drive to boost all business in 
the community. 

* * * 


. of the leaders, Jack Snyder, 
Snyder-Lynch Dodge, said “we 
moved a total of 27 units in three 
days following a ‘revival meeting’ 
which kicked off the drive.” 

On the day of the revival, all 
Reseda stores closed at 6 p.m. 
and church bells signalled the 
start of the meeting in the town 
park, where speakers addressed 
a@ crowd estimated at more than 
10,000. 


Two helicopters dropped 10,000 
ping pong balls colored red, white, 
blue and yellow. Merchants donated 
1,650 prizes averaging $3 each, and 
the color of each ball indicated 
which prize the bearer would get. 


All the stores reopened at 9 p.m. 
and intended to close at midnight, 
Snyder said, but the crowds were 
so great that many stayed open 
until 1 or 1:30 a.m. 

“If every auto dealer went out 
and became better acquainted with 
retail merchants in town, he’d get 
more business and earn more re- 
spect,” Snyder said. “The merchants 
would know the dealers, and they 
could work together on a long- 
range program of community im- 
provement.” 

Twenty members of the Trumbull 





One for Two— 


One truck tire takes the place of two 
with the new, wider “Duplex,” right, de- 
veloped and manufactured by Firestone 
Tire & Rubber Co., Akron, Three years of 
development and testing went into the 
tire, which will help truckers cut costs and 
reduce vehicle weights and fire hazards 
by replacing duals, according to Firestone. 
The Duplex will be available at first in 
the following four sizes: 15x19.5, 18x19.5, 
18x22.5 and 23x23.5. Other sizes will be 
edded to the line later. 


| County (O.) New Car Dealers Assn. 
joined with other retailers in a 
countywide “Buy Today” cam- 


GM Wins Delay 
On Monopoly Plea 


NEW YORK.—A Federal judge 
last week granted a postponement 
until May 22 on General Motors’ 
plea to criminal charges in the 
indictment charging GM monopol- 
ized the manufacture and sale of 
diesel locomotives. 

GM charged that the indictment, 
handed down April 12 after 17 
months, “may well be invalid” and 
that it had “defects.” 

A GM attorney said GM plans to 
ask that the case be transferred to 
Chicago because the case “doesn’t 
belong here, but where the alleged 
offenses were committed.” 











paign whose slogan was: “Buy 
Today—Get Your Prosperity Under 
Way! People Plus Sales Equal 
Jobs.” 


a * * 

OME 500 new and used cars will 

be on display at the Dallas Auto 
Market, described as a new type of 
exhibit set for May 6-14 in the city’s 
Market Hall. 

“The market is designed for 
the sale of cars in a festive set- 
ting of prize drawings, famous 
entertainment stars and exotic 
food booths,” according to Tram- 
mell Crow, chairman. 

Appraisers, salesmen, bank fi- 
nance officers and insurance com- 
pany representatives will be on 
hand to complete sales in special 
private closing booths, Crow said. 

The Minneapolis Star & Tribune, 
in a boost to the area’s dealers, ran 
ads encouraging readers to turn to 
the classified section and then 
“Dial for Free Demonstration.” 

“The campaign encouraged read- 
ers to study car offerings in the 
want ads and then phone for ap- 
pointments for no-obligation dem- 
onstration rides at their own con- 
venience,” said L. L, Cavanaugh, 
public service director. 
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First...with America’s 
J compact shoppers 






Something New in Outdoor Ads— 


Falcon painted-bulletins designed around portrait painter Mary Beick Myers’ appeal- 
ing little girl, by Oren Smith, J. Walter Thompson Co. art director, Los Angeles, has 
introduced a new concept in outdoor advertising. Production of the board posed tech- 
nical problems for Gino Raffaelli, Pacific Outdoor Advertising Co.'s art director. 
Because he did not want to lose the pallet knife technique employed by Miss Myers 
on her original art work, Raffaelli had his artists actually apply their paint with long- 
handled rubber dish scrapers. On hand to ‘‘preview"’ the first board are, from left, 
Brien Medler, Ford district manager; J. Elwood Ginn, Pacific Outdoor vice-president; 
Walter J. Cooper, Ford regional sales manager; Smith, and Gino Raffaelli. Six of the 
boards will be rotated throughout Los Angeles and San Diego. 





More work out of trucks 


.-- at Lower Cost? 





EATON 


2-SPEED AXLES 
WILL DO IT! 


©) n-the-job performance records prove that trucks 
equipped with Eaton 2-Speed Axles make quicker trips, 
travel more miles at lower cost per mile. By providing 
double the conventional number of gear ratios—the right 
gear ratio for every road and load—they reduce stress 
and wear on engine and power transmitting parts; per- 
mit engines to run efficiently under all operating condi- 
tions. 


Eaton’s exclusive features, including forced-flow lubrica- 
tion, planetary gearing, and Inductalloy Axle Shafts, add 
thousands of miles to axle life, and eliminate costly 
maintenance expense worries. 


Tell your customers how Eaton 2-Speed Axles reduce 
hauling costs and add to profits. 


EATON 


AXLE DIVISION 


MANUFACTURING COMPANY 
CLEVELAND 10, OHIO 









EATON 


2-SPEED 


AXLES 








More than 2 Million Eaton 
Axles in Trucks Today 
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Kaiser Predicts 
Adoption Soon of 


Aluminum Wheel 


DETROIT. — Strong, lightweight 
wheels with brakes that won’t fade 
probably will be the next major ap- 
Plication of aluminum in automo- 
biles, according to Kaiser Alumi- 
num & Chemical Corp. automotive 
development engineers. 

They made this prediction on 
the basis of results from a series 
of tests on integral aluminum 
wheels and brake drums. Results 
of the tests, conducted in cooper- 
ation with auto companies, were 
disclosed here last week. 

R. G. Stanwood, manager of 
Kaiser Aluminum’s automotive de- 
velopment program, said the tests 
“conclusively demonstrated to us 
the superior brake performance, 
ride and strength of the aluminum 
wheel. 

“As a result of these tests, we be- 
lieve the aluminum wheel eventual- 
ly will become standard on Ameri- 
can automobiles, replacing the steel 
disc wheel just as it succeeded the 
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firmly established wooden spoke 
wheel more than 30 years ago.” 

Pontiac is offering aluminum 
wheels as optional equipment at a 
price of about $100 a set. It was 
estimated, however, that the cost 
would be cut to about $10 to $12 
more than steel for a set if the 
wheels were produced in the volume 
that would be attained in use as 
standard equipment. 

It was asserted that the heat dis- 
sipating characteristics of alu mi- 
num virtually eliminated the dan- 
ger of brake fade. Kaiser has been 
working with Kelsey Wheel on the 
development. 

Kaiser Aluminum executives said 
that they were concentrating on 
two areas in aluminum develop- 
ment: 

1. Where costs can be reduced. 

2. Where they can overcome a 
problem. 

Development of aluminum 
bumpers comes within the “prob- 

lem” area. Auto makers, Kaiser 
men said, are interested in reduc- 
ing weight at the extremities be- 
cause of the fulcrum effect. 


Aluminum would save 60 percent 
in weight, it was stated. 





Also ‘Accounting Primer’ .. . 





NADA Issues Management Aids 


WASHINGTON. — Completion of 
a major portion of the National 
Automobile Dealers Assn.’s_busi- 
ness Management program, approv- 
ed by the board of directors at its 
San Francisco meeting is announc- 
ed by James C. Moore, executive 
vice-president. 


The theme of the program, de- 
signed by Harold D. Draper, re- 
tired Saginaw (Mich.) dealer re- 
tained by NADA to head up its 
business management activities, is 
“working together for profit.” 

AH segments of the NADA 
management package are tied 
into a concentrated effort to pro- 
vide more direct management as- 
sistance to the franchised new 
car and truck dealer members, 
Draper said. 

The NADA staff has completed 
the following steps in the program: 

1. Preparation of two manage- 
ment manuals—one for the small 
dealer who does most of his own 

selling and the other for the larger 


dealer who has his business organ- 
ized on a departmental basis, with 
a supplemental manual for each of 
his four departments. 


Each manual contains instruc- 
tions for its use and set of stand- 
ards or goals for the dealer to 
compare with or strive for in his 
efforts to improve his dealership 
management. 


2. Development of an “accounting 
primer” designed for the dealer 
who has a minimum knowledge of 
accounting. This “primer” is ar- 
ranged so the dealer can make the 
entries from his own financial 
statement and have each account 
appear next to a concise explana- 
tion of the purpose of that account. 
The dealer can then compare each 
operating account with a suggested 
standard, explained in the margin 
adjacent to each account. 

“We have endeavored to isolate 
the areas in which dealers seem 
to have the most difficulty in 
managing their business,” Draper 
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At no extra cost, 


the pay-off 
specify Heil. 
you get 


quality features that mean 


profitable dump truck per- 


formance, years 
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Compare Heil 


with other makes of simi- 
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you'll find — 


You can buy a Heil Hydraulic Hoist — with matching quality dump body — for 


any truck chassis. They’re the best values in the truck equipment industry. Specify 


of de- 
service with a 
Heil Hydraulic Hoist. 
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Independently mounted pump, 
easily aligned with PTO 


Drive shaft is splined, 15/16-in. 








Only 8 moving wear points, all 


Full 50° dumping angle 


Choice of three cab control sys- 
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Heil engineered equipment on your next truck — one unit or a fleet. 
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Ordinary Hoists 





Dumping time: up to 25 seconds 
Pump capacity: as low as 8 or 10 gpm 


Pump in fixed position, often must be 
connected at inefficient angle with 


Hollow drive shaft, % or %-in. dia., 
with square-end slip joint 


As many as 15 wear points, some not 


Dumping angle some 45° or less 


Two control systems, sometimes only 


Bolted or welded fixed-head con- 


WISCONSIN 


THE HEIL co. DUMP BODIES and HOISTS 
























































































said. “They are the dangers of 
poor control over credits, receiv- 
ables, expenses, the used-car de- 
partment, new-car inventory and 
new-car sales, and the lack of 
up-to-date records and their ade- 
quate daily interpretation.” 


3. Completion by NADA of an in- 
dustrywide, first-quarter survey of 
dealer operations. This was accom- 
plished through the use of a sim- 
plified questionnaire which made 
it possible for the Association to 
analyze results of the survey with- 
in 15 days after the closing of the 
dealers’ books on April 10. The re- 
sults have been made available to 
the NADA Task Force Committee 
and will be presented to the board 
of directors at its June meeting. 

Both Draper and Moore will ap- 
pear before the Automotive Trade 
Assn. Managers’ convention in late 
June to discuss the entire program 
and to determine how NADA and 
ATAM can best bring the program 
before the various state associa- 
tions and the greatest number of 
dealers. 

The NADA Business Manage- 
ment Committee has instructed 
the staff to take its seminar pro- 
gram to the field and set up ses- 
sions on a Fregional basis at a 
reduced registration fee. The fee 
has been set at $50 per seminar 
for NADA members and $75 for 
non-members. 

All management and accounting 
manuals are available for purchase 
by the dealer at NADA cost. The 
manuals can be obtained by writing 
the NADA Business Management 
Department, c/o H. D. Draper, Box 
866, 1450 N. Michigan Ave., Sagi- 
naw, Mich. 


Chevrolet Sets Up 
Program to Train 


Young Mechanics 


DETROIT.—Chevrolet has set up 
a “youth corps” program to train 
mechanics for its dealers. It is part 
of a four-point service plan an- 
nounced by the division last week. 

The four points consist of two 
which are primarily the responsi- 
bility of the dealer and two which 
are the function of the company. 

Dealers will be urged to recruit 
and send to Chevrolet-operated 
training schools a “youth corps” for 
instruction in basic repair work. 
They also will be responsible for 
expanding their shop space, equip- 
ment, parking areas and similar 
items if needed to provide satis- 
factory service to customers. 


Chevrolet noted that in some 
cases, it may be necessary for a 
dealer to remain open nights or 
on weekends beyond customary 
business hours. 

The “youth corps” trainees, Chev- 
rolet said, will be principally deal- 
ership employes with potential for 
upgrading or students and gradu- 
ates of vocational high schools. 
Other young men are not excluded, 
however. 

They will be trained in body re- 
pair or tuneup and service opera- 
tions at the 30 General Motors 
training centers. Classes begin 
June 12 and cover five weeks for 
general. service and six weeks for 
body repair. 

In addition, Chevrolet is setting 
up a new school in Detroit to train 
company service representatives in 
all phases of retail service opera- 
tions. The company also has devel- 
oped a Set of basic standards which 
the field service staff will use to 
help dealers determine more pre- 
cisely their needs for space, tools 
and manpower. 





PORT-A-WALL ~~ 
TOPPER 


Buy them black 
ond make them white 
with the new 

Port-A-Wall Topper. 
















Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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515,000 Cars Scheduled ... 





Peak ’61 Output Due This Month |, 


(Continued from Page 1) 


run output to some 4,852,230 units, 

or some J,159,252 units short of the 

6,011,482 cars turned out during the 
entire 1960 model run. 
Bo * * 

er up the forecasts for 

the last two months of the 

quarter are announcements by 


Chrysler Corp., Ford Motor Co. and | 


Studebaker-Packard that produc- 
tion schedules are being increased 
in May and possibly further hikes 
in assemblies will be forthcoming 
in June. 

Although no maker has as yet 
made any announcements to the 
effect, industry observers view 
June as the last big production 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
April 29, Week, April 22, Output, April 30, April 29, 
1961 1960* 1961 April 1960* 1961 
AMERICAN MOTORS 
eee 8,000 11,525 7,761 29,307 179,594 102,737 
CHRYSLER CORP.** .. 11,600 23,447 15,665 49,545 407,594 169,779 
Chrysler Division ....... .......... 1,774 2,529 71,292 40,070 31,869 
MIDE = cidsdcsvecobivs riba.” devietinse 1,366 2,227 6,665 33,353 29,143 
MER Wivciiricévivesiccis | exssasbinn 408 302 627 6,717 2,726 
Dodge Division ............ 4,300 9,877 5,154 15,401 148,041 50,989 
Dart-Polara............. 3,000 9,877 3,526 10,659 148,041 37,724 
NE: ssicovsieicisissssessve BU <gussnesans 1,628 Meee. . catenpseone 13,265 
Plymouth Division .... 7,300 11,525 7,982 26,852 205,757 86,921 
Plymouth. .................. 4,603 15,993 108,139 52,309 
WOEMIEG, i scescscsese 3,379 10,859 97,618 34,612 
FORD MOTOR 39,677 149,533 688,371 481,855 
Ford Division................ 31,185 29,122 32,181 117,447 577,363 392,176 
MMMMEE, «do vcecavessudsscretsccts 11,930 8,808 12,472 46,627 172,803 142,418 
Ford (Std.)................ 16,600 18,066 17,043 60,963 373,235 219,032 
Thunderbird. ............. 2,655 2,248 2,666 9,857 31,325 30,726 
L-M Division. .............. 9,690 5,544 7,496 32,086 111,008 89,679 
UNE, onvestuissisuiveanie 6,440 2,187 4,492 19,030 34,703 47,762 
MMOD. Usiduedctausseosissvs 865 252 860 3,157 8,850 11,133 
PION sssssessncssessesece 2,385 3,105 2,144 9,899 67,455 30,784 
GENERAL MOTORS .. 53,234 63,322 59,990 213,741 1,264,391 862,700 
Buick Division ............ 6,384 4,989 5,786 18,663 111,316 79,881 
Buick (Std.) ............ 4,469 4,989 4,053 13,274 111,316 57,087 
SION e5r5ss sctesesvsatenseove Ree °° acces 1,733 ee 22,794 
RE ocndes covesescisievutues 3,360 199 3,390 13,489 61,149 56,743 
Chevrolet Division .... 28,400 43,900 36,458 136,028 772,148 514,331 
EERE oaxsdissscdessssseses 6,700 5,409 7,818 31,681 113,245 115,741 
Chevrolet (Std.) ...... 21,700 38,491 28,640 104,347 658,903 398,590 
Oldsmobile Division .. 6,690 6,960 6,486 20,519 148,567 99,006 
BOM sSécix pssiavcigeuanseceveve BONE *icdoeeancs 1,203 SD ”  drcenncoas 21,729 
Oldsmobile (Std.) .. 5,275 6,960 5,283 16,610 148,567 VI277 
Pontiac Division ........ 8,400 7,274 7,870 25,042 171,211 112,739 
Pontiac (Std.) .......... 5,550 7,274 4,861 16,386 171,211 74,349 
RMREEG. sssivessticsassensas SOO vnkceveses 3,009 a a 38,390 
S-P CORP. 
MI fr sie ys tsi iv ssceccsstksveseeses 1,502 2,496 1,366 5,385 45,148 18,641 
CHECKER. ..............:.:00008 150 198 148 602 2,550 1,940 





Total Cars, U. S.** ....115,361 
**Totals for 1960 include DeSoto production. 





135,654 124,607 








448,113 2,587,648 1,637,652 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
April 29, Week, April 22, Output, April 30, April 29, 
1961 1960* 1961 April 1960* 1961 
CHEVROLET 8,566 7,696 29,323 172,706 107,421 
DIAMOND T 60 37 195 1,049 591 
142 41 142 1,568 752 
1,582 1,336 5,679 29,087 20,905 
7,552 7,798 30,044 134,587 111,242 
2,320 1,423 5,554 40,869 22,418 
INTERNATIONAL ...... 3,285 2,568 3,257 13,025 = 47,850 =8=—47,289 
MMMM S05 75:5 )seiesesssesernsseseee 200 364 217 783 4,922 3,232 
STUDEBAKER. ............... 228 509 124 660 5,172 2,543 
WHITE 407 362 1,410 6,701 5,752 
WILLYS... 2,859 2,430 9,668 46,640 36,693 
MISCELLANEOUS ....... 100 84 101 394 2,152 1,529 
Total Trucks, U.S. .... 25,011 27,013 24,822 96,877 493,303 360,367 
Total Cars, Trucks, 
Mls eth si sssascoascaterasescsiossss 140,372 162,667 149,429 544,990 3,080,951 1,998,019 


CANADIAN PRODUCTION—CARS 




















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 

April 29, Week, April 22, Output, April 30, April 29, 

1961 1960* 1961 April 1960* 1961 
CHRYSLER CORP. ...... 1,050 1,360 1,057 4,217 20,041 14,661 
FORD MOTOR .............. 2,060 2,952 2,102 8,222 38,841 34,103 
GENERAL MOTORS .. 3,925 4,800 3,928 15,727 716,019 62,330 
AMERICAN MOTORS.. Oe | “eceasivans 175 a) -atvencares 1,929 
REP CTE. oeccsccsescsociscaaies 160 96 160 640 1,809 1,968 
Total Cars, Canada.... 7,370 9,208 7,422 29,496 136,710 114,991 


CANADIAN PRODUCTION—TRUCKS 








Week Week dan. 1 Jan. 1 
Ended Same Ended Total To TT 
April 29, Week, April 22, Output, April 30, April 29, 
1961 1960* 1961 April 1960* 1961 
CHRYSLER CORP. ...... 160 133 161 638 2,606 2,574 
FORD MOTOR .............. 348 562 353 1,446 7,230 6,555 
GENERAL MOTORS .. 775 881 778 3,120 15,854 10,733 
INTERNATIONAL. ...... 282 267 279 1,087 4,531 4,046 
Total Trucks, Canada 1,565 1,843 1,571 6,291 30,221 23,908 
Total Cars, Trucks, 
RMRIIRI 5s saccazevonrssasicsss 8,935 11,051 8,993 35,787 166,931 138,899 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....149,307 173,718 158,422 580,777 3,247,882 2,136,918 


*Revised. 








month before the annual change- 
over period. 

It is felt that most makers will 
go down for changeovers between 
mid-July and mid-August, with 
Chrysler Corp. reported to be the 
first to make the move. The re- 
mainder of the industry is expected 
to begin building out on ’61 models 
around the end of July or early 
August. 

Most makes, however, are expect- 
ed to be in production on ’62 mod- 
els in advance of the expiration of 
their contracts with the UAW. 
Contracts for General Motors, Ford 
and Chrysler expire Aug. 31; AMC 
on Sept. 6, and S-P, Nov. 30. 


* * * 


_~= production skidded to an es- 
timated 115,361 units last week 
after having reached the high 
point of the year a week earlier 
with 124,607 assemblies. 

The 115,361 cars built last week 
also represented a 29.7-percent 
decline from the 135,654 units pro- 
duced during the week ended 
April 30 last year. 

Chief reason for the decline last 
week was the shutdown of six car 
assembly plants of the Big Three. 
Chevrolet halted production for one 
week at its Los Angeles (standard 
Chevrolet), Oakland, Calif. (Cor- 
vair), and St. Louis (except for 
Corvette) plants, while Ford was 
down in Los Angeles (standard 
Ford and Mercury), and Chrysler 
shut down at Los Angeles (Plym- 
outh, Dart, Valiant and Lancer), 
and the Jefferson Ave. plant in De- 
troit. 

The last was down to prepare its 
lines for the introduction of the 
Imperial in that plant today (May 
1). Previously the Imperial was 
built in the Warren Ave. plant, 
which has been put up for sale. 

Production of 9,320 Chryslers is 
scheduled this month, the highest 
since October, 1960, and the biggest 
May since 1957. 

* oe * 
pesto four days last week 
were Falcon-Comet lines at 
San Jose; standard Ford lines at 
St. Paul, and Chevrolet at Atlanta. 

Makers working six days last 
week included Comet and Falcon 
at Metuchen, N. J., Kansas City 
and Lorain, O.; standard Chevrolet 
at Framingham, Mass.; Corvair at 
Willow Run, and Lincoln and 
Thunderbird at Wixom, Mich. 

The low-price standard group 
took 39.6 percent of total indus- 
try output on an estimated 45,750 
assemblies last week, while the 
compacts picked up 39.1 percent 
on 45,052 cars; the mediums took 

7.6 percent on 20,334 assemblies, 
and the highest priced group cap- 
tured 3.7 percent on 4,225 cars. 

Comet achieved its highest week- 
ly output since the week ended Oct. 
8 last year. Its 6,440 assemblies last 
week compared with the 7,185 cars 
turned out during the first week of 
October last year. 

a * a 

OMMERCIAL-CAR output in 

the U. S. rose to its highest 
level of the year last week with an 
estimated 25,011 assemblies. The 
previous high of 24,821 units was 
established the previous week. In 
the week ended April 30 last year, 
however, the truck makers turned 
out 27,013 vehicles. 

Canadian manufacturers turned 
out an estimated 8,935 vehicles last 
week, compared with 8,993 cars and 
trucks produced a week earlier, and 
11,051 vehicles assembled during 
the week ended April 30 last year. 





Ford Dealers Receive 


$200 Rebate on Demos 


DETROIT.—F ord Division is 
paying dealers a $200 rebate on 
demonstrators sold to salesmen 
and on company-owned demos 
sold and replaced. The payoff, 
which expires June 30, applies 
only to standard-sized models, 

A price concession on demon- 
strators was part of the program 
advocated last winter by the In- 
dustry Relations Committee of 
the National Automobile Dealers 
Assn. The subject also was dis- 
cussed at many of the recent 
NADA task force hearings. 
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Dealers Get American Convertible— 


American Motors Corp. is shipping its 


Rambler American Convertible to dealers 


across the country in time for the spring market. More than 4,800 units have been 
produced. Built on a 100-inch wheelbase, the two-door convertible is 173.1 inches 
long and 70 inches wide. Its six-cylinder, overhead-valve engine has a rating of 
125 horsepower. The car has an electric-hydravlic powered top in black or white 
fabric coated with vinyl. The top folds down into a deep well to provide an unbroken 


body line. 


Ford Officials Receive 
Lower Bonuses for ’60 


DEARBORN.—The compensation 
of Ford Motor Co.’s officers and di- 
rectors dropped a bit last year in 
line with the’ company’s slightly 
lower sales and earnings, 

Details on executive compensa- 
tion were revealed in the proxy 
statement for the annual stock- 
holders’ meeting, which will be 
held in Detroit on May 18, The 
statement indicates that the 
meeting will be a quiet one with 
no major items on the agenda, 
Ford officers and directors re- 
ceived salaries and bonus credits 
totalling $6,982,758 last year. In 1959, 
the compensation total was $7,303,- 
293. 

Although there were exceptions, 
the general rule was that the offi- 
cers and directors received slightly 
higher salaries last year than they 
did a year earlier while their 
bonuses were lower. 

Ernest R, Breech relinquished his 
active role in Ford management 
last year, making Henry Ford II 
the company’s highest paid officer. 
Ford received $187,500 in salary and 
fees last year and a bonus credit of 
$275,000. 

In 1959, both Ford and Breech 
were paid $185,000 in salary and 
fees and a $300,000 bonus credit. 
For his services in 1960, Breech 
received $149,583 in salary and 
fees and a bonus credit of $125,- 
000. 

The other Ford officials for whom 
compensation data was released, 


Legislature Kills 
3 Bills Opposed by 


Colorado Dealers 


DENVER.—tThe factory warranty 
bill, the garage owners lien bill and 
the air-conditioning repairman’s 
bill, which would have effected the 
business operations of auto dealers, 
were all defeated in the Colorado 
Legislature. Dealer associations op- 
posed the measures. 

The garage owners lien bill would 
have given garages a lien having 
priority over all other liens or mort- 
gages for repair work on automo- 
biles. 

Dealers opposed the bill on the 
ground that it would have restrict- 
ed the sale of older vehicles on a 
time basis, since any repair bill on 
an older car would have to be paid 
by the first chattel holder if the 
car’s owner were unable or unwill- 
ing to pay. 

The warranty bill provided that 
a new-vehicle dealer who refused 
to perform as provided by the war- 
ranties could be fined up to $1,000 
and imprisoned up to 30 days. 

The air-conditioning bill would 
have licensed air-conditioning con- 
tractors and repairmen, It would 
have prevented automobile service- 
men from installing or repairing 
air-conditioning units in cars, un- 
less licensed, and set stiff qualifica- 
tions for licensing. 











their salary-fee totals and their 
bonus totals for last year were: 

John S. Bugas, international 
group vice-president, $122,500 and 
$225,000; Irving A. Duffy, general 
products group vice-president, $122,- 
500 and $195,000; John Dykstra, new 
president of the company who was 
manufacturing vice-president last 
year, $135,000 and $240,000. 

Benson Ford, dealer policy board 
chairman, $120,000 and $170,000; 
William C, Ford, product planning 
and styling vice-president, $82,500 
and $115,000; William T. Gossett, 
general counsel, $135,000 and $225,- 
000; Robert S. McNamara, who re- 
signed as president at the begin- 
ning of this year to become 
secretary of defense in the Ken- 
nedy administration, $141,667 and 
$245,000, and Theodore O, Yntema, 
finance vice-president, $125,000 and 
$190,000. 

In 1959, these officials’ salary-fee 
totals and bonus credits were: 

Bugas, $115,000 and $225,000; 
Duffy, $115,000 and $225,000; Dyk- 
stra, $116,667 and $285,000; Ben- 
son Ford, $120,000 and $200,000; 
William Ford, $73,750 and $125,- 
000; Gossett, $125,833 and $265,- 
000; McNamara, $125,833 and 
$285,000, and Yntema, $115,833 and 
$225,000. 

Items listed on the agenda for 
the annual meeting include the ap- 
proval of the company’s account- 
ing firm, consideration of a change 
in the bonus plan that would put 
it on a worldwide basis with most 
foreign units eligible to take part 
and the election of directors, 

The slate of direector-nominees is 
the same as that offered last year 
with the exception of the changes 
resulting from McNamara’s depar- 
ture. 

McNamara is being replaced on 
the board by James O. Wright, 
vice-president in charge of the 
car and truck divisions. 

Two proposals, made by a stock- 
holder and opposed by manage- 
ment, will also be considered. One 
would limit compensation of Ford 
officials and another would compel 
officials who buy stock under op- 
tions to retain the stock for three 

years. 


Holder to Head 
Kentucky Dealers 


LOUISVILLE.—The board of the 
Kentucky Automobile Dealers Assn. 
has elected Harry C, Holder jr., 
Owensboro, as president. He suc- 
ceeds N. S. McGaw who becomes 
chairman of the board after two 
terms as president. 

Other officers are W. E. Venters, 
Pikeville, and Edward T. Weber, 
Newport, vice-presidents, and Ben 
F. Long, Louisville, treasurer. Lew 
Ullrich was named to his 20th term 
as managing director. 

Members of the committee which 
nominated the officers were Fred 
Bryant, Louisville; H. M. McCloy, 
Elizabethtown; Earl Mooney, Hen- 
derson, and Howard Pearce, Shel- 
byville. : 
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New Military Units 
Shown by AMC, Ford 


DETROIT. American Motors 
Corp. last week delivered to Army 
Ordnance officials a new type mili- 
tary vehicle, an amphibious three- 
quarter-ton cargo and personnel 
carrier called the Muskrat. 

The vehicle was the first of three 
which will be furnished to the 
Army and Marine Corps for field 
testing and evaluation. They are 
being built by AMC’s Special Prod- 
ucts Division in Detroit under a 
$500,000 development contract sign- 
ed last June 20. 

Described by AMC President 
George Romney as a “very com- 
pact ... basically all-aluminum” 
vehicle of unitized construction, 
the Muskrat is particularly adapt- 
able to parachute or helicopter 
battle delivery. 

One of the key features of the 
Muskrat is its ability to float with- 
out advance preparation of any 
kind, said J. W. Eskridge, general 
manager of the Special Products 
Division. 

Propelled in the water only by 
its four wheels, it moves at about 
three miles per hour when afloat 
with a full load, On land, it can 
travel at a maximum 60 miles 
per hour and climb 60-percent 
grades. Its range is 400 miles. 

Speaking of the Muskrat, Rom- 
ney said, “We think this develop- 
ment is quite timely from an inter- 
national standpoint. Events of the 
past few weeks have made clear we 
face an international situation of 
unorthodox nature involving gueril- 
la warfare, subversion and so on.” 

The Muskrat is powered by the 
Rambler Classic aluminum engine 
with minor modifications, such as 
military-type 24-volt generator, big- 
ger radiator and engine fan and oil 
cooler. 


Dealer Forum 


(Continued from Page 3) 


as an individual, and treats him as 
one. 

He started in the auto industry 
as a used-car jockey. After the 
war he started selling Kaisers 
and Frasers and then shifted to 
Hudson. 

After being with a couple of 
losers, he decided to try Chev- 
rolet. He shifted to Chrysler prod- 
ucts in 1948 and has done well in 
that line ever since. 

He took every sales course avail- 
able and adopted the make-a- 
friend - of - the - customer attitude 
fostered by the local and great de- 
partment store, J. L. Hudson Co. 

Beals takes a firm stand against 
picking up the plaintive tune play- 
ed elsewhere in dealerships. 

“Some salesmen,” he said, “are 
on the phone all day finding out 
how bad things are around town. 
I tell ’em: ‘Don’t worry about 
what’s going on elsewhere. Just 
worry about how we're doing 
here in our shop.’” 

* * * 


Accents Incentives 


HERE are incentives all over 

the place, from the porter on 
up, designed to get Taylor employes 
working together to make friends 
and sales. 

The first rule is to give the cus- 
tomer — every one of them — that 
comforting feeling of being recog- 
nized. In most shops, when a serv- 
ice customer pays his bill, the cash- 
ier hands him his keys and tells 
him his car is “out in back.” 

This gives the customer a slightly 
lost feeling, and he is likely to lose 
the dealer as a result. 

At Taylor’s, the rule is that 
someone (usually the porter) gets 
the car for the customer, makes 
sure it is in spick-and-span con- 
dition to turn over to the cus- 
tomer, and brings it to him with 
a smile. 

“Another thing,” says Beals, “in 
this age of service specialization, 
there’s a chance that some of-the 
work may be missed.” 

Beals checks cars himself to en- 
courage service personnel to make 
sure the work is done properly. 

When a shop’s having trouble, 
says Beals, it’s more often because 
of management than men. 





MAHWAH, N. J.—Ford Motor 
Co. last week demonstrated its mili- 
tary version of a compact vehicle— 
a quarter-ton personnel and cargo 
carrier that can carry four soldiers 
and all their combat equipment up 
a 60 percent grade, over rough 
country and through rivers, 

This was the first public showing 
of the all-new military tactical 
truck, which Army Ordnance has 
designated the M-151 and which 
Ford has nicknamed the Mutt. 

The demonstration was held in 
the Ramapo mountains near here 
about 55 miles northwest of New 
York City. 

Army Ordnance has ordered 
more than 7,000 Mutts from Ford. 
The Army plans eventually to re- 
place all of its previous standard 
quarter-ton vehicles with the new 
Ford product, 

Frank S. Kipp, general opera- 
tions manager of Ford’s special 
military vehicles operations, said 
the Mutt represents more than 
eight years of research and engi- 
neering by Ford with technical su- 
pervision by the Ordnance Tank 
Automotive Command. The light- 
weight truck is being assembled at 
Ford’s Livonia (Mich.) plant. 

The Mutt is the first Army Ord- 
nance wheeled vehicle produced in- 
itially from Ordnance production 
drawings, Kipp said. 

The Mutt’s unitized body and 
frame is all steel, The vehicle’s 
major components were designed 
so they can be removed and re- 
placed quickly under field condi- 
tions, Kipp said. 

A four-cylinder, overhead valve, 
liquid-cooled engine that weighs 247 
pounds provides the vehicle’s 
power. The cast-iron engine has a 
bore of 3.875 inches, a stroke of 
3.000 inches, a compression ratio 
of 7.5 to 1 and a displacement of 
141.5 cubic inches. 

As a cargo carrier, the 2,300- 
pound vehicle can handle a load of 
800 pounds on cross-country ter- 
rain or 1,200 pounds on the high- 
way. When fully loaded, it will also 
tow 1,500 pounds cross country or 
2,000 pounds on the highway. 

The Mutt is lighter than its pred- 
ecessor and more than six inches 
shorter, Kipp said. 


30 N.Y. Dealers 
To Hold Seminar 


On Management 


SCHENECTADY, N. Y.— Thirty 
members of the New York State 
Automobile Dealers Assn. will take 
part in a management conference 
at Union College here June 1-2. 

James J. Clarkeson, Schenectady, 
president of the organization, an- 
nounced the association-sponsored 
conference. 

The 30 dealers become eligible by 
being the first 30 association mem- 
bers to register and pay their tui- 
tion fees. They will attend seminars 
from 9 a.m, to 10 p.m. June 1 and 
from 9 a.m. to 5 p.m. June 2, The 
conference is limited to 30 dealers. 

“If this first management confer- 
ence is successful, we hope to ex- 
pand the program, possibly with 
similar conferences at other col- 
leges in New York State so that 
more of our members can be ac- 
commodated,” Clarkeson said. 

The curriculum will be presented 
in three seminars to be conducted 
by Professor Wilson Nolan, of the 
Graduate School of Business Ad- 
ministration at Harvard Univer- 
sity; Dean Robert F. Risley, of the 
School of Industrial and Labor Re- 
lations at Cornell University, and 
Professor Norman A. Mercer, of 
Union College. 

Subjects to be discussed in the 
three seminars include creative 
marketing, labor-management 
problems in the retail field and 
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‘Muskrat’ Rambles— 

The ‘“Muskrat,"’ a new type of military 
vehicle developed by the Special Prod- 
ucts Division, American Motors Corp., is 
shown undergoing practice runs by mili- 
tary and AMC personnel. The %4-ton cargo 
and personnel carrier, powered by the 
Rambler Classic aluminum engine, propels 
itself in protected waters at 3 miles per 
hour. Its highway speed is over 60 MPH, 
fully loaded, and it climbs grades in ex- 
Its lightweight and 





cess of 60 percent. 
compact size permits delivery by heli- 
copter or parachute. 














Obituaries 


Paul E. Pallanta 

PHILADELPHIA.—Paul E, Pallanta, 65, 

a former auto dealer here, died April 5. 
* * * 
Joseph C. Jumonville 

NEW ORLEANS.—Joseph C. Jumonville, 
66, former Reo dealer and later associated 
with Menefee Motor Co., Inc., and Collord 
Motors, Inc., died April 15 in Bay St. 
Louis, Miss. He retired from the auto busi- 


ness in 1950. 
* * * 


Andrew Dean 
ROSLYN, Wash. —- Andrew Dean, 83, 
founder of Cascade Motor Co. (Chrysler- 


Plymouth), died of a heart attack, 
* * * 


Hubert Rogers Hopkins 
PORTLAND, Ore.—Hubert Rogers Hop- 
kins, 64, a former dealer in Astoria, Ore., 
and partner here in Francis-Hopkins Motor 


Co, (Ford), is dead. 
* * * 


Mrs. Hermine Plummer 
SWANTON, O.—Mrs, Hermine Plummer, 
69, owner of Plummer Motor Sales here, 


died April 17. 
* * * 


Charles A, Deane 
JOHNSON CITY, N. Y. — Charles A. 
Deane, 73, died here April 19. Prior to his 
retirement about a year ago, he had been 
president of Deane Motor Co, here. 
* * BS 


Benedict D. Fix 

LOS ANGELES.—Benedict D, Fix, 62. 
a used-car dealer here for 41 years, died 
April 22. 

* * * 
George Walther Sr. 

DAYTON, O.—George Walther sr., 85, 
president of Dayton Steel Foundry, died 
here April 10. Mr. Walther established 
Dayton Steel Foundry with his brother 
and two other men in 1905. In 1913, he 





received patents on a cast spoke wheel 
which was used on trucks in World War I 


and is today used on most heavy-duty 
transportation equipment. In its 54-year 
history, Mr. Walther served as the com- 


pany’s only president, At the time of his 
death, he was chairman of the board of 
the Dayton Automotive Products Co., 
Moraine Manufacturing Co., Dayton Tan- 
dem Manufacturing Co., Day to n-Ports- 
mouth Foundry Co. and Dayton Steel Foun- 
dry of Canada, Ltd. 
* * * 


Dale Wilson 
OAK GROVE, Ore.—Dale Wilson, 41, 
new-car manager for Kellum Motors in this 
Portland suburb, died April 6. 
* * * 


Nathan Edelson 
CHICAGO.—-Nathan Edelson, 58, owner 
of Peak Motor Sales here, died April 15. 
* * * 


M, J. O’Donohue 
EL PASO, Tex.—M, J, (Don) O’Dono- 
hue, 64, former owner of O’ Donohue Motor 
Co, here, died April 18. 
* * * 


Edward J. Doyle 
PHILADELPHIA.—Edward J. Doyle, 69, 
an auto dealer, died April 18, He was pres- 
ident of Germantown Motor Sales Co., Inc. 
(Chrysler-Plymouth), which he founded in 
1921. 
* * * 


Dick G. Crang 
CLINTON, Ill.—Dick G. Crang, a part- 
ner with his father, Tom H., in Crang 
Motor Sales, died April 20. He was 38, 
* * * 


A. C. Frizzell 
PUNTA GORDA, Fla.—A, C. Frizzell, 
Punta Gorda Motor Sales, Inc, (Ford-Mer- 
cury), died recently. He was a member of 
the National Automobile Dealers Assn, and 
the Florida Automobile Dealers Assn, 








HELP WANTED 


POSITION WANTED 


DEALERSHIPS AVAILABLE 


EXPERIENCED AUTOMOTIVE FIELD|gGeNERAL OR SALES MANAGER, 25|SOUTHERN CALIFORNIA -—— Dealership 


REPRESENTATIVE—Renault distributor 
in South Carolina urgently requires ex- 
perienced district sales manager, Our or- 
ganization is strong, aggressive and 
growing, We are prepared to pay top 
salary to qualified applicants. Send résu- 
mé immediately to Box 2453, c/o Auto- 
motive News, Detroit 7, 








FLORIDA DEALERS! READ THIS! 
Available at once, automobile man, 36- 
year-old live wire who thrives on a 12 
to 13 hour work day, 16 years’ experi- 
ence, wants to relocate in Miami or 
south Florida area, Just sold business in 
North, Volume experience in new Cars, 
used cars, used-car buying and apprais- 
ing, leasing and imports, Excellent ref- 
erences. Interested in position with ag- 
gressive volume dealer or position with 
smaller dealership with eventual possi- 
bility of buying in, Full résumé and 
photo on request. Reply Box 2450, c/o 
Automotive News, Detroit 7. 


MANAGEMENT POSITION — Experienced 
Ford line; general manager four years; 
business manager five years volume deal. 
Married, 32, can furnish excellent ref- 
erences including present employer, com- 
plete factory approval, Prefer buy-in 
agreement, Only ‘‘Big 2’’ consideration. 
Prefer Southeastern region, available 
June 1, Box 2463, c/o Automotive News, 
Detroit 7. 





GENERAL MANAGER, family man, age 
42, with 18 years’ automobile experience, 
capable taking complete charge of entire 
operation, Successfully managed dealer- 
ship with 1,500 new car potential, have 
been dealer with potential of 750. Prefer 
Florida or Southwest, GM or Chrysler 


products, Not interested in small deal. 
Available after June ist, Box 2464, c/o 
Automotive News, Detroit 7. 





GRADUATE STUDENT, working on MA in 
marketing, desires management position 
assisting owner domestic or import 
agency during summer months: June, 
July, August. Two years’ experience dis- 
trict manager for import distributor. 
Thoroughly grounded advertising, sales 
promotion, finance. Relocate after May 
22, Age 27, married, Write Apartment 
No, 5, 950 E, C Avenue, Glendale, Ari- 
zona. 





application of sound economic prin- MANAGEMENT POSITION—Married, two 


ciples and theory to automotive re- 
tailing. 
The dealers will be housed in a 


children. Son of auto dealer since 1910, 
seventeen years’ experience, Dodge-Plym- 
outh-Chrysler. Owner seven years. Box 
2421, c/o Automotive News, Detroit 7. 





Union College dormitory and will| GENERAL MANAGER—-sales manager— 


have their meals in a college dining 
room. 


well qualified to take complete charge. 
Factory references ‘‘Big Three.’’ Box 
2422, c/o Automotive News, Detroit 7. 


years’ experience all phases, rated one 
of the top finance men in the business, 
excellent closer, can train and build a 
top production sales force holding profit 
with volume. Am interested only in a 
deal with compensation based upon a 
percentage of net profit, Presently em- 
ployed with volume Dodge dealer, will 
relocate, If you need a man capable of 
taking the load from your shoulders, 
willing to work long hours and possessing 
the know-how to obtain results desired, 
then I am your man, I hold a degree in 
automotive engineering, am a former pro 
football player, do not drink or smoke 
and can _ provide excellent references. 
Box 2458, c/o Automotive News, De- 
troit 7. 


BUSINESS MANAGER — Fourteen years’ 
Ford and General Motors volume dealer 
experience. Full responsibility, Daily op- 
erating control, planning, management 
problems, accounting from instrument of 
original entry through financial statement. 
Presently in General Motors dealership. 
Wide awake and want position in dealer- 
ship of same stature, Relocate to best 
offer, Box 2456, c/o Automotive News, 
Detroit 7. 


EX-EXECUTIVE TRAINEE British Motor 
Corporation, Birmingham, England, age 
29 with two years’ line and production 
engineering experience, three years’ on 
sales in Canada, seeks position with firm 
interested in increasing its dealer pene- 
tration, territories service and sales. 
Ability to talk business in German, 
French and American. Am looking for 
a@ progressive and well-paying assignment 
in the imported car field, Globe-trotting 
not objected to. Box 2457, c/o Automo- 
tive News, Detroit 7. 


AGE 34, married, one child, ten years’ ex- 
perience. Excellent closer, well qualified 
for sales manager, general manager or 
new and used-car department, Now with 
one of ‘‘Big Three.’’ Box 2454, c/o Au- 
tomotive News, Detroit 7, 


GENERAL MANAGER — C.P.A.—PILOT, 
desires relocation to warm climate, pre- 
ferably with multi-company volume or- 
ganization involving travel. Fifteen years’ 
with volume dealers, Box 2455, c/o Au- 
tomotive News, Detroit 7, 


BUSINESS MANAGER—Full responsibility 
accounting procedures, credit, financing, 
operating controls and budgets, Sixteen 
years’ GM, heavy experience parts and 
service, Immediately available due to 
closing of dealership, Relocate Ohio, In- 
diana, Illinois, E, Dixon, 3109 Armour, 
Port Huron, Michigan, 

SERVICE MANAGER, 15 years’ experi- 
ence, A-1 references, Now employed in 
Florida, Box 2444, c/o Automotive News, 
Detroit 7. 




















DEALERSHIPS AVAILABLE 





HANDLING FOUR TOP IMPORTS, Parts 
and equipment $10,500 plus new-car 
stock. A-1 location, reasonable lease. 
Florida East Coast, Box 2461, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP HANDLING FORD, Illinois 
community of 20,000, trading area 100,- 
000, New building, five-car showroom, 
80’x160’ service departmant. Ten twin 
post hoists. Milford Lindsey, Rte, 1, Box 
715, St. Louis 41, Missouri, 











handling Rambler, selling over 600 new 
cars per year, beautiful facilities on 
Automobile Row in one of California’s 
best automobile towns of over 400,000 
people. Well equipped shop, beautiful 
showroom with a fine going business. A 
real capable organization on hand to 
keep your business going when you take 
over. Other business interest in a dif- 
ferent field reason for sale. Box 2435, 
c/o Automotive News, Detroit 7. 


SOUTHERN CALIFORNIA — Dealership 
handling Rambler—Located near Los 
Angeles, very low overhead, rent for 
used car lot and fine sales and service 
facilities $1,000 per month. Equipment 
and parts and accessories all you have 
to buy. Used cars for sale if you wish 
to buy them. Good service business, with 
low supervision cost. A trading area of 
over 300,000 people in one of Los Ange- 
les county’s best business sections. Other 
business interest in a diff2rent field rea- 
son for offer to sell. New car sales 375 
per year. Box 2437, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING CHEVROLET, 
35 miles from Denver. Excellent agri- 
cultural area, planning potential 60. 
$16,000 full price, Inquire L. W, Burch- 
field jr., Box 207, Strasburg, Colorado. 
MArket 2-2811. 


DEALERSHIP HANDLING OLDSMOBILE, 
Rambler and GMC, central Washington 
city, 6,000 population — 20,000 trading 
area, Will sell for inventory of parts 
and equipment, Building for sale or 
lease, Box 2446, c/o Automotive News, 
Detroit 7. 


HANDLING OLDSMOBILE-DUAL, South- 
ern California—Selling over 500 new cars 
a year, located near Los Angeles, in one 
of California’s most prosperous towns. 
68,000 sq. ft. of sales and service area, 
362 ft. frontage. Facilities that anyone 
can be proud to show. Other business in- 
terest reason for offer for sale. Box 2436, 
c/o Automotive News, Detroit 7. 


HANDLING FORD AND MERCURY, buy 
only low inventory parts and equipment. 
Factory approval necessary, Contact E. 
P. Compton, Box 89, Portales, New 
Mexico. 


ONE HOUR FROM CHICAGO’S LOOP — 
Market of 4,000 new cars annually, Lines 
handled are 9.7 percent of this based on 
national percentage. Desire and prefer 
active partner, but would consider total 
sale. As a yardstick, you should have 
character, knowledge of the business and 
$20,000 available to consider or be con- 
sidered. We respect the confidential na- 
ture of your inquiry. Box 2459, c/o Au- 
tomotive News, Detroit 7. 











FOR SALE: Car dealership handling Nash 
franchise, modern showroom, real estate 
leased with long lease available, Service 
station and gas pumps, Home available, 
if desired, Purchase fixtures and equip- 
ment, Contact Clintonville Sales Corp., 
Clintonville, Wis. 


DEALERSHIP HANDLING CHRYSLER- 


PLYMOUTH-VALIANT in northern New 
Jersey in a growing commiaity 50 miles 
from New York. Can be obtained for 
very small investment, Age and health 
reasons for retirement, Information upon 
request, Box 2460, c/o Automotive News, 
Detroit 7, 
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DEALERSHIPS AVAILABLE | DEALER SERVICES 


FACEL VEGA 


France's Prestige Car. 


Would be interested to 
hear from qualified 
dealers. 


These Ads Really Sell Cars! 


Dealer clients happily paid an average of 
$100 each for these hard-hitting, solid-sell- 
ing new car ads. 


They really sold cars, 
will probably work for you, too. Easily 
adapted, everything you need. 

You GET THE SAME FOR $5 
All five ads for $5. Satisfaction guaranteed. 
Tarrant Adv. Agency, 252 Whalley Ave., 
New Haven, Conn, (No Conn. dealers.) 


The Facel Vega line has been acclaimed 
by the motoring press as one of the most 
beautiful cars on the market today. It 
was exceptionally well received at the re- 
cent New York International Auto Show, 
with sales reflecting this interest, 


BUSINESS OPPORTUNITIES 


AUTO PARTS BUSINESS, new and used. 
1960 sales $165,000.00, Established 25 
years, top-notch location and trade area, 
Southern Illinois, Priced right for quick 
sale. Box 2442, c/o Automotive News, 
Detroit 7. 

MAILING LISTS 

DEALERS MAILING LIST—Ford, Chevro- 
let, Plymouth, Dodge, Chrysler, Oldsmo- 
bile, Pontiac, Buick, Mercury, Stude- 
baker, etc. Complete national list, May, 
1961 checked. On addressed labels, 35M, 
$15 per M. Box 2462, c/o Automotive 
News, Detroit 7. 


CARS FOR SALE 


Retails from 
$4,860 to $12,981 
Factory Distributed 
For further information, contact 
Mr. Harry Gray, 
c/o Facel Vega, Inc. 


341 East 44th St., New York 17, N. Y. 
MU 6-7516 





IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


DEALERSHIP HANDLING VOLKSWAG- 
EN in Southern California, Ill health 
forces sale of old established import deal- 
ership, over 10 years serving half mil- 
lion population—Over 400 uew units—400 
used—1% million sales in 1960, Capable 
of doubling with young, aggressive oper- 
ation, room for shop expansion, brand 
new car lot adjacent, 27 employes. Fac- 
tory approval necessary, Sell realty, 
buildings, franchise, Biggest money- 
maker in auto business, Box 2466, c/o 
Automotive News, Detroit 7, 


ATTENTION 
DEALERS! 





FOR SALE IN MAINE—Popular car fran- 
chise, 125 car potential and approximate- 
ly 300 used cars yearly, Well equipped 


garage, well stocked parts department, 
buildings in good condition. Inventory 
and real estate $60,000, Box 2465, c/o The First 


Automotive News, Detroit 7. 


1960 FORDS 
EX-TAXICABS 


In Quantity 


Immediate Delivery 
Call! Wire! Write! 
TAXICAB CORP. 


58-01 Queens Bivd., 
Woodside, N. Y. 


OLympia 1-7171 





REWARD—For information leading to the 
recovery of 1961 Buick Invicta 4-door 
hardtop, last known license 1961 Ala- 
bama 41-20381, white car with red cen- 
ter, red interior and equipped with full 
power, serial #6H6004599, This car was 
fraudulently obtained by man known as 
Johnny A, Byers. If you have any in- 
formation, call local police or call col- 
lect: McIntyre Motors, Inc., Florence, 
Alabama, ATwater 2-9661. 


Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 





$200.00 REWARD: For information lead- 
ing to the recovery of the following ve- 
hicles: 1960 Chevrolet Corvair 4-dr, se- 
dan, #00769W257833; 1960 Chevrolet 
Biscayne 4-dr. sedan, #01119F264421. 
These cars were at one time in posses- 
sion of Al Sizer, owner cf the American 
Car Leasing Co., 1038 Cicero Ave., Chi- 
cago 44, Ill, Call Collect SPring 5-1971, 
Mt, Pleasant, Mich, 





DEALER SERVICES 








MOST MAKES 
1961 Auto Costs! 
Discover how much your Deal's cars really CURRY 
ies tadtery foveien ci of all 1961 Sacoees CHEVROLET 
cil their equipment, Used. by dealers, and| -B'way & 133rd St., N. Y. C. 
banks nationwide. Order your ‘61 edition Ed Hogan AD 4-6000 


today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, Ns 








WILL WHOLESALE 
700 1960 & 1961 MODELS 

















ARE YOUR PROFITS 
SATISFACTORY? 


OLD LINE DEALER, HANDLING ONE CAR 
FOR OVER 25 YEARS, HAS SIMPLE FOR- 
MULA AND METHOD FOR OBTAINING 
MAXIMUM NET PROFITS. TELLS YOU 
QUICKLY EVERYTHING TO DO. DEALER 
HAS MADE CONSISTENTLY HIGH PROF- 
ITS EVERY YEAR. GOOD FOR ALL SIZE 
DEALERS HANDLING ANY MAKE. INVEST 
$25.00 AND YOU SHOULD BE REPAID 
MANY, MANY TIMES. DEALER'S NAME 
UPON REQUEST. 


Box No. 2451, c/o Automotive News, De- 
troit 7. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power’ booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 
| tit RD RE OS ARR bt 








Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Buicks 
Pontiacs—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 
Low mileage—Clean cars 
Delivery Arranged 


MORSE NATIONAL 
CAR RENTALS 


Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 


USED TAXICAB SALE! 


1960 FORD 
‘oeosives, $650-$750 


4 good tires. 
Sale Price 
ALSO AVAILABLE 
1959 FORDS & PLYMOUTHS 
CALL, WRITE, WIRE 


Emkay Motor Sales, Inc. 


1046 Bedford Ave., Brooklyn 5, N. Y. 
Mel Karlin UL 7-065] 


Automatics 
A-1 condition 





OARS FOR SALE 





clean 
used 
cars! 


you need ‘em 


HERTZ 


has ’em! 






All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 








You name it, we’ve got 
it—in fast-selling colors 
—equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 









1959 models are now 
available at Hertz offices 
across the country. 









CALL YOUR LOCAL 
HERTZ OFFICE TODAY 


or contact: Mr.I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash 

Chicago 4, IIl. 
Tel. DE 2-0420 







USED CARS WANTED 





WANTED CARS 
"59—'60—'61 
One of California’s Biggest Dealers. 


BONDED-STANWAY MOTORS 


790 Van Ness Ave., San Francisco 2, Calif. 
TUxedo 5-6267 





WANTED—Late model wrecks and police 





cars. Ed Matt, 55 Madison Ave., Pater- 
son, N, J. Sherwood 2-4488. 
PARTS FOR SALE 
LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 





LLOYD PARTS—complete stock, Prompt 





shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 
BMW PARTS and ACCESS. FOR Isetta 


**300,’’ ‘*600,’’ ‘‘700.’’ Contact nearest 
distributor or National Parts Center, 
Ludwig Motor Corp., 421 E,. 91st St., 
New York 28, TRafalgar 6-7010, (Sole 
U, S. Importer for BMW ears & parts 
Frontek Corp, formerly BMW-Fadex 
Corp., 230 Park Ave., New York 17, 
MUrray Hill 9-2710.) 


FOR SALE—One 1958 Jt Cummins, 
new, complete, less fuel pump, $975; 
Jts heads at $100, O. D, Anderson Bus 
Co., R. D. #3, Greenville, Pa. 


NEW GM AUTO PARTS for old GM cars— 
1928 and up—Chev, and Olds. Write for 
list. James S. Finn, 65 Dayan, Low- 
ville, New York. 





like 














PARTS FOR SALE 


COMPLETE STOCK, BMC and JAGUAR. 
Will sacrifice far below dealer cost. 
Keil’s, Inc., Wilmington, Delaware, OL 
4-5161. 


PARTS WANTED 


WANTED—Complete rear half 1961 Mer- 
cury convertible body, Ray’s Auto Sales, 
233 Bridge St., Dedham, Mass. 


ACCESSORIES FOR SALE 


CUSTOM SEAT COVERS 


Fiber, $9.75; Saran Plastic, $12.75; 
Clear Plastic, $11.25 


For any make of car in blue, green, 
gray colors. Drop arm $2.00 extra. 
and fit guaranteed. 


CUSTOM CARPETS, $9.50 


Seven beautiful colors for any make of car. 
Above prices include tax. 
F.0.B., Cambridge, Mass. 


Dealers—write for free catalog. 


York Manufacturing Co. 


1971 MASSACHUSETTS AVE. 
CAMBRIDGE, MASS. 








red or 
Quality 








TRUCKS FOR SALE 





TRUCK FOR SALE 
1958 Ford F-350 tractor short 88'' w. b. for 
hauling house or boat trailers. Trailer hand 
brake control and elec. connections, 30 gal. 
cyl. fuel tank, West Coast mirrors, two new 
front tires, dual rears and spare, V-8 engine, 
4 sp. trans., II'' clutch, H.D. and aux. rear 


springs. Very clean. Write for picture, $795. 
Di Blasi Ford Motors, Inc., 112-21 Northern 
Blvd., Corona 68, L. |., New York. 








AUCTION SCHOOLS 
LEARN AUCTIONEERING, Nationally 
recognized diploma. Free catalog! Mis- 
souri Auction School, Box #466-P3, Kan- 
sas City 14, Missouri, 
SHOP EQUIPMENT FOR SALE 
ONE BEAN FRONT END MACHINE— 
no visualizer; one Sun 12-volt motor 
analyzer; one distributor machine; one 
battery tester; one voltage regulator 
tester; one Alemite oil bar; one drain 
unit; one pressure lubricator; two lube 
pumps; one single post hoist, Schieber 
Motors, Inc., Galion, Ohio, Phone: HO 
8-4878. 


SHOP EQUIPMENT WANTED 
BORING BAR-—-Heavy duty 4-speed boring 

















bar. Advise in detail as to condition, 
age, and make. Neely Coble, Jr., 425 
Sixth Ave. S., Nashville, Tenn. 





ANTIQUE, CLASSIC CARS FOR SALE 

1919 ESSEX ROADSTER with $600 worth 
extra parts, Price $2,000, Shaw Auto 
Sales, 5470 E, Speedway, Tucson, Ari- 
zona. 





MISCELLANEOUS 





NOW AVAILABLE! BERLUTI GEE 


HOOK-ALL CON-VER-TOW 3-in-1 
ADAPTOR COUPLER—CONVERTS 
Any TOW BAR to Fit ALL Ball 
Hitches — OPTIONAL EQUIP., 
BRAKE & GUIDE CABLES, 710 


Universal License 35 Hairpin 
Plate Holders Cotter er 
Protecto Covers (Tailer Made) . 
Bag with Shoulder Strap 

SAFETY CHAINS, set of 2, only 
STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles $11. M 
BROWNIE CARRY-ALL 

BAG Mounted ON with Bar 


Rubber-Tired WHEELS Purchase 
Tow Bar Sales Co. 


pagetee i Saeae” Distributors 
DE 2-0700 N 3-8888 Nites: BA 1-8717 


Call Collect on 340000 ctaers 


40 So. Clinton St., Chicago 4, Ill. 


Only 


CONVERTIBLE TOPS—$21.25. Jeep tops, 
$72.20. Headlinings, $12.50. Free catalog. 
BIG BUCK, 12 Elliott, Beverly, Mass. 





SEE PAGE 30 
for the nation's 
TOP AUTO AUCTIONS 








MISCELLANEOUS 


ED 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


@ 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 
NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


e 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . 
Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


. $69.80 
¥ te SaGeams 17.45 


$52.35 


Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory 
Dealers’ 25%, Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 





$44.85 


Fed. Tax. Inc. 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 2 
Standard plus 2 Large 
Adapter Clamps 


$38.25 


Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


"Leaders in the Industry 
since 1939" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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INTERNATIONAL 


The Leadership Line 





0 The leader in heavy-duty truck sales. 
© Leader in 6-wheeler sales for the 26th straight yom. 


© Now INTERNATIONAL sets 7 = en 
the pace with the amazing 
new all-purpose SCOUT”. 


Amazing because it can be a 5-ft. pickup—a 
convertible — an all-purpose handyman — a fully- 
enclosed delivery unit. Selling the SCOUT is really caer 
like selling four vehicles for the price of one! 





@eeeeeeeveeeeeeeeeeeeee eevee eeeeeeeeeeeeeeseeeeeeeeeaeeeeeeeeee eee ee @ @eeeeoeveeee eee eeeeeeeeeeeeeeeveee @eeeeeod 


Find out if there is an exclusive franchise available in your sales area. Write: 


Divisional Sales Manager, Motor Truck Division 
International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois 


Name 


Address 


INTERNATIONAL TRUCKS HH. 


“Best Deal in the Truck Business...” 




















